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Columbia Dry Batteries 
1923! 
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This has been a Columbia 
year — but — 1923 will break 
all records. 


Did your dealers get aboard 
with the new Columbia Steel 
Case “Hot Shot”? Weren’t 
they pleased, and didn’t it 
bolster your sales? 


Now is the time to line up 
your dealers for 1923, and 
we are going to help you do 
it with the most comprehen- 
sive advertising campaign 
ever put over. 


Not only will Columbia 
carry nation wide advertis- 
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ing, but we are providing 
liberally for dealer helps, 
window trims, metal signs, 
and many special features. 


Of all dry batteries, Col- 
umbia is the quick turnover 
line, and all dealers should 
make big profits. 


Let’s start 1923 with a 
rush, and carry through for 
big sales. 


Columbia Dry Batteries 
are marketed 100% through 
Jobbers —so we are partners 
in this game. 
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Atlanta 
Kansas City 


Chicago 


Cleveland 


San Francisco 


Columbia 





Dry B 





atteries 


— they last longer 






























December, 1922 


THE JOBBER'’S(AJSALESMAN 

















a ca 





¢ Jobbers Salesman 


HOWARD EHRLICH, Editorial Director 


FRED T. BANGS, Managing Editor 


REG. U. 8. PAT. OFF. 





Vol. Ill 


CHICAGO, DECEMBER, 1922 


No. 12 





CONTENTS 


Ee, eNO Ee TT SE 3 
My Relations with the Jobber—By William J. Shore..................... 5 
Impressions of an Electrical Contractor Who Does Not 
Hesitate to Express His Appreciation of the Value of Job- 

ber Service. 

| _ nae eee enenee 8 
Jobbers in Different Sections of the Country Report on 
Demand and Price Tendencies in Their Respective Terri- 
tories. 

Sr ee Ge Oe Bs reenter ection 9 
In Which a Jobber’s Salesman of Many Years’ Experience 
Tells of the Different Methods He Uses in Getting Business. 

Sales and Credits—By J. L. Owen... 11 
It Takes Two to Make a Dollar, “One to Get It and the 
Other to Save It—Relations Between Sales and Credit 
Departments. 

Osgar Pliers Learns About Dealer Discounts—By Herbert Metz 13 
Finds Out That Most Dealers Mean “Buy” When They Say 
“Sell,” and That Larger Discounts Don’t Count Unless 
They Do Some Selling, 

Courtesy Catches Customers—By Lawrence Efferth... ses 15 
Jack Emphasizes the Point That It Must Be Applied ‘to 
Salesmen as Well as Others, or Else It Won’t Work for the 
Dealer. 

The Cost of Two Words—By Dr. Frank Crane... 16 

Pictorial Review of Electrical Developments... 17 

At the Pittsburgh Electrical Exposition... 2-2... 19 

Men You Should Know—Hugh Q. Foreman... 21 

Various Lighting Fields—By W. E. Underwood..............-... 22 
Essential Facts for Jobbers’ Salesmen to Assist Dealers in 
Effecting the Sale of Lamps and Lighting Equipment. 

i LL DLA TD 24 

Pertinent Sales Facts and Figures... 2.222200 eeeeeee eee 28 

Data Sheet on Electrical Porcelain for Low Voltages... 30 

LD CIE, LN SET EEN MEMS TE 34 

rar eee One Gr on in ai . 50 

The Salesmen I See—By Frank Farrington... 68 

Ia ER ee PRA oot, A en eae eA ee Baleares SOY 79 

Manufacturers’ News ............ stil dsiisabissiic 

The Ingredients of Sitniinasabiinsclity: gE. L. iio. 111 


Published monthly. 
Copyright, 192 








With the Editor 


T MAY seem a little previous, owing 
I the early distribution of this is- 

sue, but it is our last opportunity 
to wish you a Merry Christmas and a 
Happy as well as Prosperous New 
Year. It is our pleasure to take ad- 
vantage of that opportunity, and it will 
be ours to contribute as much as pos- 
sible toward making the year a profit- 
able one for you. It is our wish that 
1928 be a banner year for the electrical 
jobbing industry and for you in par- 
ticular. 

Comments received indicate that one 
of the most popular articles published 
this year consisted of expressions on 
the 1922 business outlook by leading 
jobbers and manufacturers, which ap- 
peared in last January’s issue. An 
effort will be made to get their indi- 
vidual views regarding 1923 business 
conditions and present them in the next 
issue. With business on a much more 
even keel and with the prospects rather 
encouraging it will probably be very 
interesting to read what different job- 
ber and manufacturer executives have 
to say regarding the outlook. 

They say that “he who looks back 
will die of remorse,” but nevertheless 
it is not good policy to disregard the 
accomplishments of the year in elec- 
trical circles because they give indica- 
tions of future trends and activities. 
Accordingly, the usual custom of mak- 
ing a review of the year will be carried 
out in the January issue, the idea being 
to comment on only the most significant 
accomplishments. Other feature ar- 
ticles will be included, together with 
the regular departments, in the en- 
deavor to set an even higher standard 
for the coming year. 

Incidentally, it might be suggested 
that a year’s subscription to Tue Jos- 
BER’S SALESMAN might make a suitable 
holiday gift to one of your fellow sales- 
men. It’s just a suggestion; take it or 
leave it, but, of course, we’d rather have 
you take it. 
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— “Pp m a Crab about Equipment 
—and it Pays!” 


‘| personally investigate every piece of equipment before it is 
installed in this plant. Safety and efficiency rule my decisions 
and, as you see, the results are increased production and absolute 
safety made possible through the use of superior machinery and 


‘Bull Dog’ Switches.” 


Bull Dog Safety Type Switches represent over 20 years of experi- 
ence—all parts are standardized—and the “Bull Dog” is stand- 
ard equipment in many of the country’s largest industrial plants. 





The “Bull Dog’ embodies features that meet every switch 
requirement. 


Positive Quick Make and Positive Quick Break 


Interlocks Interchangeable End Plates 
Many well placed Type ‘‘A”’ Construction 
Knock Outs 
Nothing can come loose and fall 
Ample Wiring Space into the working parts 
All parts are keyed together Reversible Blades 


Underwriter's Classification “‘A”’ 


“Bull Dog’ Jobbers are having great success with the line. 
Dealers’ sales are increasing and our factory is working on an 
intensive production schedule—because the ‘Bull Dog’’ is the 
kind of a switch that users want. It is the big value on the 
market today. 


You can sell the “Bull Dog” at gratifying profits. 
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Sell "Em Something More 


BOUT this time last year, it will 
A be remembered, conditions in the 
electrical jobbing field weren’t at 
all satisfactory. Many prominent job- 
bers frankly admitted they were “in the 
red,” with expectations of staying 
there for some time. While there were 
some notes of encouragement, the out- 
look was far from pleasant. 

Naturally, the solution was to obtain 
a higher rate of turnover, at a profit. 
The first thought, in such a case, is to 
liven up the sales force in the effort to 
get a bigger volume of business. But 
what good does it do to load up the 
dealers, if they, in turn, do not dispose 
of their stocks? Looking a little farther 
along the line, a number of jobbers sug- 
gested—probably with good and _ suf- 
ficient reasons—that the dealers were 
not doing a good job of merchandising, 
and that if efforts were made to show 
them how to merchandise thoroughly 
a much larger volume of retail busi- 
ness would result, with consequent 
benefit all along the line. 

It did not require any great burst 
of imagination to realize that the job- 
bers’ salesmen are in a particularly ad- 
vantageous position to carry the mes- 
sage of better merchandising to the 
dealers, and, if possible, show them how 
it could be done. Here, then, was « 
solution to more turnover, at a profit. 

* * * * 

In the belief that it could be a helpful 
factor in a drive for more retail electri- 
cal sales, particularly in telling the 
salesman of their opportunities for 
showing dealers how to increase their 
sales, THE JOBBER’s SALESMAN coined 
the phrase, “Sell “Km Something 


More,” as a slogan under which the 
‘ampaign could be operated. 

A broadside which explained the ob- 
ject and plan of the campaign was 
mailed to every jobber, and an intro- 
ductory article announcing the cam- 
paign was published in the January. 
1922, issue of THE JOBBER’s SALEs- 
MAN. 

“Sell “Km Something More’’ stick- 
ers were prepared, and over 200,000 of 
them were purchased by jobbers for use 
on their mail to dealers. 

Over a hundred prominent jobbers 
wrote in to express their approval of 
the “Sell "Km Something More” cam- 
paign as a means of getting their sales- 
man interested in showing dealers how 
additional retail sales can be made, 
with satisfaction to the customers as 
well as profit to the dealer, the jobber 
and the manufacturer. 

The slogan itself is an apt expres- 
sion of every salesman’s ambition and 
the number of ways in which it can be 
applied are without end. 

In the automotive equipment field 
a great deal has been accomplished by 
the use of two motion-picture films 
which show how garage men can make 
sales. ‘These films have been more suc- 
cessful than words in putting across the 
message to the retail trade. 

While the idea of “Sell "Em Some- 
thing More” will live in Jobbing circles, 
its possibilities are too great to remain 
within the realm of a publisher. It 
should be taken up and carried on in 
some form, preferably with the assist- 
ance of a film to help in the big job of 
making the dealers realize their oppor- 
tunities for more sales. 
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Meet uS at the Cleveland Convention 


Cleveland is the home of the Liberty Hot Plate. We would 
like to have you, while attending the Jobbers Convention, see 
our modern plant where the Liberty Line of Hot Plates is 
made. In case you can’t spare the time, we have arranged an 
interesting exhibit in Room 9-B-1, where we would be pleased 
to meet you and get better acquainted. Cordially, 


Bill Becker, Gen. Mgr.; Lawrence Efferth, Sales Mgr. 








See Our Exhibit at 
ROOM 9-B-1 
Cleveland Hotel 


NOVEMBER 








General Specifications of the Four New Ones. 
For 110-120 volt A. C. or D. C. 


Frame and legs cast aluminum-copper alloy, highly polished. Element 
of highest efficiency, specially developed by us. Element base 6 in. in 
diameter, special composition,—deep groove, re-enforced heat and current 
insulator. Seven feet heavy heater cord with standard two-piece plug, 
attached to lava composition terminal bushing. The end of the heater 
cord connecting with terminal bushing, also the wire from terminal bush- 
ing to element are covered with pure spun asbestos fibre. These four new 
items are covered by definite one year guaranty to be free from defects 
of material and workmanship. 


The Liberty Gauge & Instrument Co., 
(Electrical Division) 
6545 Carnegie Ave. Cleveland, Ohio 





NO. 1-H HIGH HEAT 
$5.95 Retail 
$6.25 West of the Rockies 
5 in. high; frame 8 in. diameter ; 
leg base, 10 in. diameter; 660 
watts. 





The original Liberty Hot Plate 
$2.00 Retail 


$2.50 West of the Rockies 
$3.75 in Canada 


Pacific Coast Representatives, The United States Electric Co., 710 Polk 
£t., San Francisco, Cal. 





NO. 2-H SUPER-3-HEAT 





NO. 5-H LIBERTY SUPER TWIN 


$16.65 Retail $17.65 West of the Rockies 
The “double” of the Liberty Super-3-Heat,—maxi- 
mum consumption 1,320 watts. 5 in. high; width to 
end of switch, 11 in.; length over handles, 21 in. 
This is an unusually efficient range at a remarkably 
low price. It affords the greatest combination of 
convenience and economy. 


NO. 3-H LIBERTY TWIN 
$13.85 Retail $14.75 West of the Rockies 


5 in. high; length over handles, 21 in. Four station 
switch—1 turns 660 watts through both series of 
element in left-hand plate; 1-2 330 watts through in- 
ner coils of each of both plates; 2, 660 watts 
through both series of element in right-hand plate. 


$9.85 Retail $10.35 West of the Rockies 
5 in. high; frame across handles, 
12% in. Four station switch gov- 
erns three heats,—low, 150 watts; 
medium, 330 watts; high, 660 watts. 
Black enamel finished handles at- 
tached with nickel screws. 


Freight embargoes will not affect shipments of $2.00 Liberty Hot Plates. Can ship by express or parcel post. 


Liberty 
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My Relations with the Jobber 


Impressions of an Electrical Contractor Who Does Not Hesitate to Express 
His Appreciation of the Value of Jobber Service 


<« 
~~. 


sions of the jobber and his salesmen? I’m glad to. 


) OU want me to give you my own ideas and impres- 
I think it’s about time some of us electrical con- 


By WILLIAM J. SHORE 
Reported by ROI B. WOOLLEY 


jobber would sell direct to the consumer at a lower price 
than he would self iim. 
It may be that I am just a bit biased myself in favor 


tractors sold our hammers and bought horns. At the» of the jobber, but I speak out of eight years’ experience 


same time, I’m glad of the op- 
portunity to remind some 
wholesalers’ salesmen that 
they’re not in the “rottenest 
business: on earth,’ and that 
there is encouragement for 
them if they’re willing to help 
themselves. Perhaps _ in this 
discussion there will be a note 
or two of helpfulness that will 
serve as a stimulant to these 
hard working go-getters. 

Right at the beginning, let 
me say that in my opinion 
there is no business man in any 
trade that has been more ma- 
ligned in the past than the 
electrical jobber. Both con- 
tractor-dealers and manufac- 
turers have behaved in the past 
as though their main object in 
life was to plaster and label 
the electrical jobber as_ the 
“Royal Scapegoat.” 

The manufacturer has sold 


direct to the consumer because he claimed that. the aver- 
age jobber was a sort of parasite and wanted everything 


for nothing. 


difficulties, his lost jobs and what not upon the fact the 








OTED for his evident “‘will- . 


ing to serve” attitude toward 
customers and for his wholesome 
disregard of the hidebound pre- 
cedents clinging to the con- 
tracting business, Mr. Shore is 
considered one of the most pro- 
gressive electrical contractors in 
the country. His methods of do- 
ing business and views on con- 
tracting have attracted a great 
deal of attention. 

Mr. Woolley has succeeded in 
getting him to express his ideas 
on the jobber. They are given 
in this article, and are interesting 
and satisfying, to say the least. 








in electrical contracting and 
some years prior to that in 
other electrical circles. I have 
as much right to be prejudiced 
in favor of the jobbing indus- 
try, generally, as other contrac- 
tors have to be soured on it. 
Perhaps my experience does 
not tally with theirs, but it is 
my experience just the same, 
and in the court of last opin- 
ion it is worth just as much as 
their evidence. I only wish 
that I could get what I am 
about to say to you in the 
hands of contractors, and even 
consumers, as well as the job- 
bers and their salesmen. 

My office is in New York 
and my business confined to a 
radius of 25 miles of that me- 
tropolis. Most of my con 
tracting work consists of in- 
stallations of electrical equip- 
ment in industrial plants. I 


mention this in fairness to those who may take some ex- 
ception to my remarks. 


I have never ceased to admire the electrical supply job- 
The contractor-dealer blamed most of his troubles, his ber. Next to the banker who works for 6 per cent, I 


place the electrical jobber. I am amazed when I think 
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OVEMBER our modern plant where the Liberty Line of Hot Plates is ROOM 9-B-1 
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to meet you and get better acquainted. Cordially, 


Bill Becker, Gen. Mgr.; Lawrence Efferth, Sales Mgr. 














General Specifications of the Four New Ones. 
For 110-120 volt A. C. or D. C. 


Frame and legs cast aluminum-copper alloy, highly polished. Element 
of highest efficiency, specially developed by us. Element base 6 in. in 
diameter, special composition,—deep groove, re-enforced heat and current 
insulator. Seven feet heavy heater cord with standard two-piece plug, 
attached to lava composition terminal bushing. The end of the heater 
cord connecting with terminal bushing, also the wire from terminal bush- ‘ 
ing to element are covered with pure spun asbestos fibre. These four new NO. 1-H HIGH HEAT 
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d of switch, 11 in.; length over handles, 21 in. switch—1 turns 660 watts through both series of erns three heats,—low, 150 watts: 
This - an euceamie oMlabene range at a remarkably element in left-hand plate; 1-2 330 watts through in- medium, 330 watts; high, 660 watts. 
low price. It affords the greatest combination of ner coils of each of both plates; 2, 660 watts Black enamel finished handles at- 
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OU want me to give you my own ideas and impres- 

: sions of the jobber and his salesmen? I’m glad to. 

I think it’s about time some of us electrical con- 
tractors sold our hammers and bought horns. 


same time, I’m glad of the op- 
portunity to remind some 
wholesalers’ salesmen that 
they’re not in the “rottenest 
business: on earth,” and that 
there is encouragement for 
them if they’re willing to help 
themselves. Perhaps _ in this 
discussion there will be a note 
or two of helpfulness that will 
serve as a stimulant to these 
hard working go-getters. 

Right at the beginning, let 
me say that in my opinion 
there is no business man in any 
trade that has been more ma- 
ligned in the past than the 
electrical jobber. Both con- 
tractor-dealers and manufac- 
turers have behaved in the past 
as though their main object in 
life was to plaster and label 
the electrical jobber as_ the 
“Royal Scapegoat.” 

The manufacturer has sold 


direct to the consumer because he claimed that. the aver- 
age jobber was a sort of parasite and wanted everything 


for nothing. 


The contractor-dealer blamed most of his troubles, his 
difficulties, his lost jobs and what not upon the fact the 
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getting him to express his ideas 
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ception to my remarks. 


jobber would sell direct to the consumer at a lower price 


It may be that I am just a bit biased myself in favor 
of the jobber, but I speak out of eight years’ experience 


in electrical contracting and 
some years prior to that in 
other electrical circles. I have 
as much right to be prejudiced 
in favor of the jobbing indus- 
try, generally, as other contrac- 
tors have to be soured on it. 
Perhaps my experience does 
not tally with theirs, but it is 
my experience just the same, 
and in the court of last opin- 
ion it is worth just as much as 
their evidence. I only wish 
that I could get what I am 
about to say to you in the 
hands of contractors, and even 
consumers, as well as the job- 
bers and their salesmen. 

My office is in New York 
and my business confined to a 
radius of 25 miles of that me- 
tropolis. Most of my con- 
tracting work consists of in- 
stallations of electrical equip- 
ment in industrial plants. I 


mention this in fairness to those who may take some ex- 


I have never ceased to admire the electrical supply job- 


ber. 





Next to the banker who works for 6 per cent, I 
place the electrical jobber. 


I am amazed when I think 
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of the vast amount of goods he carries, the many different 
lines and the extent of each line, the different types of 
fittings and the infinite varieties of copper cable, iron pipe, 
Where does he get the amount of money neces- 
Sometimes I wonder if he 


and so on. 
sary to pay for all this stuff? 
hangs up the manufacturers for their money the way so 
many contractors hang up their jobbers? 

I don’t mean this as a slam on all contractors. There 
But I men- 
tion it because it has been my experience that too many 


comes a time when everyone is pinched a bit. 


contractors abuse the jobber because he won't “carry 
them’ along and I hate to think what some manufacturers 
would do to them on the 
And I hap- 
that the 
just nat- 


same basis. 
pen to know 
manufacturer 
urally considers the world 
will come to au: end if the 
wholesaler cannot’ take 
his discounts. 

The I think of 
the jobber, the more I 
consider him like Santa 
He is expected to 


more 


Claus. 


stop at every electrical 
abode and leave just ex- 


actly what that particu- 


lar citizen (or contract- 
or) wants, and he must 


not fail. Also, he gets 
about as much considera- 
tion over the matter of 
payment as does Santa. 
Just to think of the line 
of pipe, loricated and gal- 
vaduct, in all sizes, and 
fittings and _ condulets. 
and varieties and sizes of 
locknuts and_ bushings 
that he must be able to 
fish out of his bag and 
stuff into the contractors’ 
stockings is enough to 
give you a thrill of sym- Points in This Article. 
pathy for him, if nothinz William 
else. 

Then the two kinds of metal molding, with a thousand 
and one fittings and contraptions necessary to hold them 
together. Then the copper wire of all sizes and kinds, the 
reflectors, lamps and goodness knows what. And mind 
you, these lines do not grow smaller as the days pass. 
They increase. The number of manufacturers increases, 
and the number that have it in for the jobber because 
he cannot give their special line very special attention in- 
creases daily, in consequence. It’s a wonder to me that 
the jobber can keep his place clean and locate the right 
locknut in the right bin, and the type “A” condulet where 
I know if I had to 
worry about flexible cable, Greenfield and the mess of pole 
fittings and all that it wouldn’t be long before I would be 
a fit candidate for the “Giggle Giggle Ward at the Dippy 
House.” 


it belongs instead of in the “Z’’ coop. 


But then, maybe I’m not systematically inclined 
In addition to their other attri- 
butes which the manufacturer and contractor expects of 


as are most jobbers. 





You Can Just Imagine This Fellow Driving Home Some of ihe 


J. Shore. 


them, they must be systematizers. And certainly they 
must have a pile of money to pay for all this stuff, and to 
remunerate the staff of stock keepers, billers, checkers 
and all the others so necessary to see to the proper in- 
coming and outgoing of this material. 

; * * % 

In my business I don’t like kicking or complaining, 
either from my customers or my own staff. And I don’t 
like to have to “pass the buck” to the jobber or the man- 
ufacturer. But I often wonder how it is that the jobber 
doesn’t get more hypothetical “black eyes” than he does, 
when you remember what he has to put up with—and 
whom. 

I want to be relieved 
in my business of as many 
details as possible. . May- 
be I’m lazy. I like to 
have my work go along 


smoothly, without  fric- 
tion. And I want, first 
and last, to make as 
much money as I can. 
I'm funny that way— 
like all men. I’m selfish. 
I admit it. And if the 


jobber can help relieve 
me of detail, and help me 
make more money, and 
help me enjoy life on 
this ‘“‘mortal coil,” I’m 
for him, hook-line-and- 
sinker. But I’m not kid- 
ding myself or anybody 
else. I know that busi- 
founded upon 
service—my 
ness as much as the job- 
bers’. anything 
that aids me in rendering 
the kind of service that 
begets business is worth 
seriously considering. 
And that is why I’m for 
the jobber and his men. 
I choose to regard it all 
from the point of service. 

My business is to see as many prospects as possible— 
to turn them into customers, and keep them pleased—be- 
I want 


ness is 


own busi- 


Hence 


It Is Characteristic of 


cause you can’t do business on any other basis. 
as much time as possible to permit me to provide proper 
superintendence of work I have in process. Then, I need 
a bit of time to keep after some of my customers and 
make them pay me the money they owe me. In short, 
mine is very much more of a personal sort of business 
than many contractors imagine. And the more time | 
have to give personal attention to my business, the better 
And my friend the jobber helps me to 
have more of that time for that work. It’s a simple thing 
when you look at it, but I believe a great many contrac- 
tors overlook this personal service idea in their relation- 
ship with the jobber. If they won’t let him—yes, make 
him—help them, how on earth can they secure fullest 
measure of service from the jobber? 

Conditions in New York are of course peculiar to New 


for everybedy. 
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1123 Brendway, New York City. Tel. Farragut 3183 


WHAT WE NEED IS AN | 
EIGHT-HOUR NIGHT 
You can call upon any of these big 


central stations — the New York Edison 
be > United Electric Light & Power 





More business battles are won by 
a pointed anecdote than by argu- 
ment. 


When pessimists get to , thinking 
of tight times remind ‘em that 
prosperity has ruined more men 
than poverty. 

No matter how a dun letter a 
is addressed italwaysreaches , y J @ 
you safely, whereas you gotta 
be most painstaki with 

t's t-stuff. By-the- 

ss are YOU getting “‘Cut- 
Outs”’ regularly? 

Railroad rates may go up 
but the railroads "Il continue 
to drop bums in cities as 
before. 

When you hire a man you ask what 
have you done; when you employ an elec- 
trical contractor ask the same question— 


Costs No More to Consult 

Now comes house cleaning 
and moving time, the period 
of readjustment, rejuvenation. 
Right now settle in your mind 
that you'll adopt the all-elec- 
trical way of doing things. 
Prices for labor and material 
high?—why, that’s what they 
were talking back in 1917! Be- 
fore you give up the idea of 
electrical improvements, re- 
member this: it costs you no 
more today to find out what 








Who can take an inventory of 
himself? Even doctors have to call 
in other doctors—if only to confirm 
their own judgment. When it 


Merry Month o’ May 


q Johr Brown, John Sherman, Em- 
erson, A iz and Perry were born 
in May. The English settled James- comes to electrifying your activities, 
town, May, 1607; the Continental try to “‘figger’’ it all out your- 
Convention came in May, 1787; the self? Much easier and more soul- 
sve telegraph, 1844; Lincoln's nom- satisfying to ‘“‘Shout for Shore.”’ 
nation, 1860; Haymarket riots, Chi- 
cago, 1886; Johnstown Flood, 1889; Some f ‘olks would buy 
Dewey’s Victory, 1898, are all May a giraffe if they could 
events. get it on easy payments. 
Two hundred eighteen years ago Before you place that order 
this May, Captain Kidd was hanged. with the ‘‘lowest bidder’’ 
Since that date piracy declined pause and ponder. Will the 
until the master buecaneer, one present saving be later lost 
Bilious Wilhelm the Worst, hoisted when the bargain ‘“‘veneer’’ 
the skull-and-cross-bones over Eu- wears off? Ben Franklin said: 
rope. Which gives us a new thought “At a great pennyworth 
on the matter of his punishment— pause awhile.’ 
boy, page a thin, anemic gang- 


Cheer : most tacular 
plank. q careers m4 most spectacul 
IF YOU WERE TO ASK SOME Godin ae ee 


WORKMEN TO TAKE THE INI- 
TIATIVE THEY'D LOOK AROUND 
FOR SOMETHING TO SWIPE 


Tomorrow’s a myth, 
q Get busy forthwith! 


trical contractors advertise? —I 
wonder. 





There are too many new 
ways to spend money and not 
enough new ways to get it. 
One of the best ways I know, 
and surest, is to shout for 
Shore to electrify. 


Today is a fact, 
Act man, Act! 











ult smell . en pelea lth the electrical improvements will 
proof for wane Pinegeat: Don. page Mr. cost you, and what they will 
Shore! do for you, than it ever did. 
Shout for Shore!—no obli- 
gation for consultation. 





I agree with Zukor: “Price 
is not a selling argument; 
quality IS.” Some folks are naturally well 
of $7 aout spend money where 


A LAZY MAN IS A DEAD 





You can still get a few articles at the 
same old price, but blessus, Terese, right 
now we just can’t seem to think of a single 








one of ‘em! ONE THAT YOU CAN’T BURY. 
I have no lazy workmen. 
“Commendation Such As This Shore 
Is Praise Indeed" 
Me. W. 3. Geese New York, April 16th, 1919 The Plan’s the Th . s 


Plan your work — then 
work your plan, be it 





ment you or us, we pr 
ony eapectations have more than justified or whatnot. \C = 
ing we find that: Shore system of 





electric pow 
1. Our workmen ‘ere better satisfied with 
2. The opera cost te lower than that 


of our old steam ~¥ 
3. We relieved of man: y detaile inci- 
ane to x  paration of the steam plant. 
of probe Most electrical contractors know that a 
eeeeee™ wit Si ee satisfied Maepngene! isa ee a and 
ogether, we that we have made a they ought to know that a dissatisfied one 
Be"tind to recom —— cane ore aad we would is a costly Tabilicy. To make sure of a 
concern that considering changing 
0 electric deve, ee i att tomers. It’s avg : . : 
— - speaks for itself’ but a lot rather my 
——. = ee mec. my customers—did the talk- 
as they've done in the past. You'll 
ing “the here the on convene pL apart find Log listed, every one, in New York's 
ce —-Wm . “ 
he New York Edison Co a ie a + le —— Names and 


electric instaMation is the 
sure, satisfactory system. 
Telephone Farragut 3183 for plans. 



































Spe-d Business! Do It Electrically! Efficiency + Economy = Electricity 





Wm. J. Shore, Tel. Farragut 3183 Use More Electrical Energy! 








To Make Sure the Trade Understands His Ideas on Service, 


York, and they vary in every locality. Insurance is high 
here. People are no more honest here than anywhere 
else; really they aren’t! And then in New York there are 
so many jobbers. All of them are falling over them- 
selves in the rush for business, particularly for that of 
the men who are not close buyers and who pay their bills 
(the jobber’s utopian dream—all contractors paying their 
bills in full, with discount for cash deducted the 10th of 
every month). 

All of these jobbers have a wonderful set of moter- 
driven delivery trucks and they will deliver anything from 
six 0.5-in. locknuts to 100,000 ft. of pipe. They have 
wonderful stocks of new, fresh and up-to-date goods. 
They have men to whom you can turn when you want 
help—if you'll make your wants known. There is the 
setup. All that remains is for me to take advantage of it. 


And you can bet I do. I refuse to carry stock. 


* * * 

There are, as I see it, only two advantages that accrue 
to the contractor through maintaining stock, and the sec- 
ond one is doubtful. First, lower prices on standard 
package quantities; 
when desired. 


second, having material available 
Sometimes I wonder if 
the jobbers’ salesmen themselves do not overlook these 
attributes, simply through singing the same old sales 
song to their trade day after day. First, capital is tied 
up; second, interest on capial is lost; third, cost of space; 
fourth, cost of stock boys and clerks; fifth, additional of- 
fice help,.and its cost; sixth, additional supervision and 


The disadvantages are many. 


Shore Issues a Bulletin, from Which these Pages Were Clipped. 


attention (cost of time); seventh, obsolescence of stock; 
eighth, waste and loss through carelessness and theft; 
ninth, delivery expense; tenth, incomplete stocks. 

In other words, the expense involved, not only in dol- 
lars and cents but in time, which is, of course, worth 
money to all, is far greater than any material saving I 
might make by carrying stock. Therefore, I consider my 
jobber’s stock just the same as my own stock, and I use 
all the facilities he has to offer and get all the benefits, 
with none of the worries and responsibilities. My jobber 
sends me duplicate bills as I request, and with this help 
all my cost accounting is rendered a simple matter and I 
am saved much trouble and expense. 

I would like to see every contractor everywhere made 
to understand the above. 
not so loaded down with selling detail that they could use 
a few minutes of their talk with customers to pound home 


I wish that jobbers’ men were 


and iterate and reiterate this most vital consideration. 

How many contractors really welcome suggestions 
from the jobber that will improve their cost systems, and 
reduce the time and labor of bookkeeping? I know of 
cases where the offer of assistance from the representa- 
tive of the wholesale house has resulted in almost bodily 
I know that some jobbers’ 


men have come to believe that they'd better let well enough 


harm to the representative. 


alone, and confine their whole time and attention to get- 
ting the name on the dotted line, rather than run the risks 
of losing business and customers by even offering to 
help improve accounting and other conditions in the con- 
And I (Turn to page 58) 


tractor-dealer’s business. 
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Market for Electrical Supplies 


Jobbers in Different Sections of the Country Report on Demand and Price 
Tendencies in Their Respective Territories 


practically every jobber reporting better business 

than for some weeks past. The outlook for future 
orders is exceptionally good, with indications for substan- 
tial increases in the volume of holiday business. While a 
satisfactory turnover in safety switches, wiring devices, 
conduit, rubber-covered wire and other materials used in 
construction was noted last month, the reports show that 
even better business resulted during the past 30 days. 


| peer is the general tone of the market, 


There is continued activity in lamp sales, and some im- 
provement in the market for industrial, commercial and 
residential lighting units. Heating appliances are moving 
more rapidly, especially heaters and ranges, and the mar- 
ket for washing machines, cleaners and other motor- 
driven appliances is getting better. Central-station ex- 
tensions have quickened the demand for pole-line equip- 
ment. There are few weak spots in the market, and it 
may be said that December will bring additional increases. 



































































































































Ew MARKET PRICES 
£.5| Oct. 15 to Nov. 15 || General Trend 
COMMODITY S S ; “ COMMENTS 
: n- e- 
Sea Good | Fair | Poor ||creas- |Steady| creas- 
ing ing 
Transformers, insulators, and other Good business reported; prices tend upward, due 
C.S. distribution equipment....... 72 17 43 12 + 68 0 to cost of raw materials. 
Trend is toward improvement, especially in west- 
Poles and pole-line hardware........ 79 25 39 15 39 40 0 ern and southern states. 
Fair demand throughout the country, with prices 
Switchboards and accessories........ 70 11 31 28 6 64 0 slightly increasing. 
Good sales and business improving, particularly 
Motors and control apparatus....... 75 16 46 18 5 70 0 on the smaller units. 
Active demand; line shows satisfying increases 
oe ee 97 52 36 9 17 79 1 from month to month. 
Exceptionally good demand, especially for sockets; 
WOVE spc bocca + sisnnnn 99 73 24 2 77 22 0 price increase expected. 
Depletion of stocks in some centers, demand con- 
Conduit and fittings............... 99 82 16 1 80 19 0 tinuing heavy; prices increasing. 
Very good market exists in all sections, with prices 
R..C: wine anil gable). 65. cies 99 73 25 1 60 39 0 strengthening. 
Market continues good, with few exceptions; ten- 
Wr NN re 4. AN gee 94 33 53 8 57 36 1 dency for higher prices. 
Season and low prices stimulate sales, especially 
EME I tec ist tate cote: oes 100 85 15 0 15 46 39 _ on miniature and high-wattage. 
Some improvement noted in eastern and central 
Industrial reflectors................ 98 25 48 25 17 81 0 states. 
’ No particular change in this field; business fair, 
Commercial lighting units.......... 90 25 49 16 9 80 1 with prices steady. 
7 Better movement is indicated, with some ten- 
Residential lighting units.......... 59 24 28 7 12 46 1 dency toward higher priced fixtures. 
. ‘ Some interest shown by small municipalities, 
Street lighting equipment........... 62 10 24 28 2 60 0 although they are scattered. 
% j Demand continues strong; heavy calls for heaters 
Heating appliances................ 97 61 31 5 9 83 5 and ranges in all sections. 
. General increase in sales gives indication of good 
Motor-driven appliances............ 77 20 89 18 9 67 ai: holiday season. 
Beginning to pick up in good fashion; brisk de- 
PMD cLss. . 28etew Aiichh cRietids bees 77 22 33 22 5 41 31 mand is anticipated in December. 
Dealers have been stocking up for the Christmas 
Flashlights and batteries........... 93 45 15 3 6 86 1 trade; prices remain steady. 
Market fair; no particular change recorded: since 
Telephone equipment.............. 51 6 19 26 2 46 3 last month. 
. Some improvement noted; radio responsible for 
Storage batteries.................. 51 11 25 15 1 46 4 increased demand. 
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My Idea 


In Which a Jobber’s Salesman of Many Years’ Experience Tells of the 
Different Methods He Uses in Getting Business 














of a J.S. 


By “BALDY” 


I am not attempting to pose as a super-salesman. 

I have never grabbed off any really big orders, 
and I have never jumped into a streak of good luck like 
finding the long-lost sister of some large P. A. 

And I have never dropped into “Bill’s” old home town 
to find him weeping and moaning because the star first- 
baseman had been arrested for bootlegging on the very 
day the deciding game was to be played for the pennant, 
and the said first-baseman bootlegger, being in the 
“hoosegow,” the flag was likely to be swiped by the 
gang from the enemy town, and, according to the movies, 
I rush in, take first base, play an Eddie Roush game, 
knock a homer with bases full in the last half of the 
ninth, with two out, and the said “Bill” calls me in after 
supper and gives me a million-dollar order. No, boy! I 
have never had anything like that happen to me. 

What I have had happen, though, is a “hellavu’”’ lot of 
hard work, catching early trains, riding late ones, fixing 
punctures, digging out of the mud, and all those inci- 


dents common to those of us who are driving machines. 
 -— = | 


"Ete first impression I would like to make is that 


Several magazines of today carry ads in box-car let- 
ters about the “Secret of Selling” made easy. “John 
Doe took two lessons and is now a million-a-year sales- 
man,” etc., and P. S. I read everything I can get my 
hands on about selling, but I don’t try to remember it 
all, and I wouldn’t care to at that. Some of it is good 
dope and some of it is not so good. That is my opinion, 
and my opinion is not worth a tinckersdam in some 
instances, as I have found. 

If there are any real secrets in selling, I have not 
found out what they are, and I have read about 25 books 
on selling. They all say about the same thing, only using 
different words, and after they are looked up in Web- 
ster’s it appears to me that the meaning is the same all 
the way through, which is honesty, good health, knowing 
your goods, and knowing that you are with the best house 
in the world. These are all the “secrets” I know. 


Honesty in itself takes in a lot of territory, and I 
firmly believe that if we are honest with ourselves, honest 
with our customers, and honest with our house, this will 
go a long ways toward keeping us in good health. 

Worry causes a lot of ill health, and if we are always 
in trouble with our customers and with the house, then 
we take on an extra load in our old noodle. Instead of 
being able to plan our selling campaigns, we are planning 
alibis, both to the customer and the S. M. Believe me, 
that causes trouble and a lot of worry, and the worst of 
it is we accomplish nothing but a lot of correspondence 
about something we didn’t do right. 

Honesty pays all the time and will keep us out of more 
trouble than any one thing I know, and it will get us 
more business than any “cut prices” ever made. 

Certainly we are going to lose an order once in a 
while by telling “Bill” that we haven’t this or that in 
stock, but have you noticed that “Bill” always knows 
where to pick up a little material to finish that job when 
he wants to collect on pay day? He knows where to get 
what he wants when he wants it. 

I remember a few years ago when a new plant was 
being planned and the day arrived to purchase the mate- 
rial. We were all there—you know how it is; how we 
were all out smoking and talking and wondering to our- 
selves if so-and-so had come in and cut this or that on 
you. As the story goes, I happened to be one of the 
bunch that was asked to stay over, after all but two of 
us had been “eliminated.” 

The P. A. says, “So-and-so and yourself have exactly 
the same price. He promises a week’s delivery on every 
article, and agrees to put the B/L in our hands in three 
days. What can you do?” 

Now I wanted that order—it was for about $10,000, 
and it looked good—but I knew I couldn’t handle it that 
way, and was almost sure the other fellow couldn't 
either. Even though I had been willing to accept the 
order on those terms, I knew my house would not take an 
order under those conditions, so I told him I could not 
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make promise of a week’s delivery, and that he had bet- 
ter give it to the other fellow. The very thing happened 
as I expected. The material wasn’t delivered in two 
weeks, or was the B/L in. So the P. A. wired my house 
to send me there at once, and I got the whole order for 
that first job. From that time on I was a welcome ped- 
dler in that plant, and I want to say this account was 
the best I have ever had. 

Now I am not one of those “goody goody” sort of 
peddlers, because I know we all stretch the truth to the 
“fuse blowing point” at times, but there is a difference 
in being called a liar and a diplomat, even if they are 
close relatives. 

An honest salesman is not going to load a customer 
up intentionally, for it is certainly a trouble maker, and 
you are not going to tell him an article will sell, for the 
sake of getting one, pitiful little measly order, unless you 
are sure it will sell. If I find a customer loaded, I do 
all that is possible to help him unload, whether it’s my 
line or the other fellow’s, and invariably I make a cus- 
tomer just a little bit more friendly to me and my house. 

I had a customer who bought very little from me, and 
every time I dropped in I could see two washing ma- 
chines on the floor that had been purchased from another 
jobber’s peddler. One day I asked “Bill” whyinell he 
didn’t sell them or give them away. He replied by saying 
that if I was so smart why didn’t I sell them. Further, 
he said, “If any guy ever comes along and sticks me 
again on washing machines elephants will be roosting in 
After a while we decided to look up the cost 
of them and see what could really be done, so he set 
and after about a week I sent “Bill” 
an order for the two machines. That helped me out 
some, for today “Bill” is my good dealer 100 per cent, 


trees.” 


a price on them 


and elephants are not roosting in trees, as he said, 
because he is handling washing machines in quantity lots. 

Secrets in selling, in my opinion, are the one cause 
today why selling is as hard as it is. There are so 
many “one time” salesmen that really do use a secret 
method in selling, so that after the material gets in, 
“Bill” wonders where it came from and why. Then when 
we get around with an honest-to-goodness proposition 
“Bill” backs off like a Lizzie coming off a yellow mud 
mountain on a rainy day. Using the “black jack’’ method 
of selling “Bill” is over. Today we have to use plain, 
everyday “horse sense” and be honest with “Bill.” Then 
he will be honest with us, because he realizes that his 
bread and butter depends upon us. If salesmen do not 
realize that their bread and butter depends upon “Bill,” 
then the sooner we wake up the sooner we are going to 
get the electrical business “tuned in” to where we can all 
make some money. 

Now in saying that “Bill” realizes that his bread and 
butter depends upon us, I am not trying to take in the 
whole territory on this statement, but what I mean is 
the dealer that you can call your dealer 80 per cent. In 
other words, you have his lamp contract and his heating 
appliance contract; he sells your line of washing ma- 
chines, ranges, etc.; he is the dealer that knows you are 
working for his interests and that you are doing a good 
job for him; in other words, his bread and butter de- 
pends upon you and your house. He is the “Bill” I am 
talking about. We all have dealers that will not stay 
put; I have them and so does every salesman who reads 
this. 

Really I have never found it difficult to sell a dealer, 
but where I find the work to be the hardest is to get 
the dealer to sell for me. But in order (Turn to page 96) 





OLLOWING is an outline of the pro- 
gram for the semi-annual meeting of 

the Electrical Supply Jobbers’*Association, 
held at Cleveland Nov. 20-24, with head- 
quarters at the Hote) Cleveland: 

Monpay, Nov. 20—11 a. m., 2:30 p. m. 
and 8:30 p. m., executive committee meet- 
ings. 

Turspay, Nov. 21—10:30 a. m. and 2:30 
p. m., executive committee meetings. 

WEpDNEsDAY, Novy. 22—11 a. m., general 
meeting, roll call, minutes, report of the 
treasurer, and report of the auditing com- 
mittee; 2:30 p. m., meetings of all commit- 
tees; 8 p. m., reports of committees. 

Tuurspay, Nov. 23—10:30 a. m., ad- 
dress by John F. Gilchrist, vice-president 
of the Commonwealth Edison Co., Chi- 
‘ago, on “Merchandising Electrical Appli- 
ances”; 2:30 p. m., address by W. R. Her- 
stein, vice-president of the Electric Supply 








The E. S. J. A. Convention 





Co., Memphis, on “Electrical Merchandise 
Distribution”; address by W. E. Robert- 
son, general manager of the Robertson- 
Cataract Electric Co., Buffalo, on “Busi- 
ness Promotion Activities.” 

Fripay, Nov. 24—10 a. m., new busi- 
ness; unfinished business. 


€y cBiscBio we 


The publication date of this issue of 
THE JOBBER’s SALESMAN was advanced to 
make it possible to distribute copies at the 
convention. Arrangements have been 
made by the THE JoBBER’s SALESMAN staff 
to again publish a convention daily, which 
will be distributed free to all those who 
attend the meetings. 

Copies of each issue of ‘THE JOBBER’S 
SALESMAN Datrty will also be mailed to all 
subscribers, so that they may have a full 
report of the convention transactions. 
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Sales and Credits 


It Takes Two to Make a Dollar, One to Get It and the Other to Save It— 
Relations Between Sales and Credit Departments 


By J. L. OWEN 
General Manager of E. B. Latham & Co., New York City 


one of the most successful in the business end 

of the electrical field in New York City. Dun 
and Bradstreet both confirm that report and the 
man himself has every earmark of success; so doubt- 
less it is true. Anyhow, he was speaking of the 
time when he started out on his own—less than 20 
years ago, by the way—and of how he had to hunt 
around in order to find someone who would trust him 
for the small lot of materials he needed in handling 
his first job. 

Now the point of that isn’t that he was successful 
in finding someone who would take a chance on him 
—taking a chance is the first letter in the alphabet of 
business. The moral is that the man who took that 
particular chance was a good picker—he selected a 


R one of ti I talked with a man reputed to be 


winner. It was J. L. Owen who granted that small 
credit, and your reporter personally knows of two 
other men who have achieved a marked success who 
secured their first bit of credit accommodation from 
him. Undoubtedly there are others, and perhaps 
some not so good, too. 

Just the same, Mr. Owen has been through the 
mill; he knows credits and also sales. His remarks, 
therefore, concerning what the salesman should know 
about credits classify as the real “low down” upon 
that subject. The sound good sense expressed in 
these remarks of his will meet favor undoubtedly 
with every jobber’s salesman who views himself and 
his work first of all from the standpoint of a business 
man—as an important cog, but nevertheless a cog, in 
the machine.—Reporter’s Nore. 


Reported by THOMAS F, CHANTLER 


Of the Staff of The Society for Electrical-Development 


“salesmen and credit men, figuratively speaking, 

were just about as far apart as the north and 
south poles. There were exceptions, of course, but as a 
general thing, and in practically all lines of business, 
there was little teamwork between the two departments 
in any organization. 

“Today, conditions are more nearly as they should be, 
but there is still much room for improvement on both 
sides; make that clear—on both sides. Far be it from 
me to imply that the salesman is the only one that needs 
to improve himself. And that improvement would be 
hastened greatly, I think, if salesmen and credit men 
could be made to change places for a while; business 
would undoubtedly be the gainer all along the line.” 

“Well, you’ve been on both sides of the fence. Why 
not tell our readers how the situation appears to one who 
views it from the top of that fence?” we suggested. 

“All right,” he agreed readily. ‘Let me say, then, 
first of all, with regard, of course, to sales and credits, 


ph gh. years and more ago,” said Mr. Owen, 


that it takes two men to make a dollar—one to get it and 
one to keep it. Perhaps the salesman does not need to 
go beyond his own observations for plenty of proof for 
that statement, but if he does, let him consult some good 
friend of his who is connected with one of the commercial 
rating agencies to find out for certain. 

* * * * 

“Some few years ago a very capable business man, 
whose name slips my memory for the moment, granted 
an interview in which he pointed that two prime quali- 
fications are necessary for the success of any business 
enterprise. One is represented by the ability of the 
selling organization to merchandise the product. The 
other is represented by the ability of the men who devote 
their time to figures and put the brakes on expenditures 
and save something for the proverbial rainy day. 

“The salesman is by the nature of his calling an en- 


ance of being—in just that condition. 


thusiast, an optimist, you may say. He must feel that 
way about his goods and market conditions in order to 
influence othérs to buy. His mind is taken up with the 
problems of selling and he is constantly on the lookout 
for something to boost sales and make selling easier. He 
is concerned with income rather than outgo. 

“The other type of man is the watchdog of the ex- 
chequer; he thinks in terms of costs and expenditures. 
Such a man must be shown conclusively ; he aims to spend 
money only for sure things. If left to himself he would 
not spend a penny for advertising or countenance the 
spending of money in any way to get business. Under 
his guidance exclusively a business would soon shrivel up 
and die, simply for want of funds for business promotion. 
He is concerned with outgo rather than income. 

“Both of those types represent extremes in viewpoint. 
Somewhere between those two limits lies the safe mid- 
dle road that leads to success. That’s why credit and 
sales departments must always be kept separate and in 
a position to balance one another. A business that at- 
tempted to operate with only one would find itself in the 
position of a boat being propelled by only one oar.” 

* * * * 

“Is that why,’ we asked, “the successful salesman 
who decides to go into business for himself and starts 
with a small organization of which he is the sole deciding 
voice so frequently comes a cropper?” 

“Yes,” he answered, “I think it is. For, being by in- 
stinct a salesman, he administers matters of credit from 
a sales point of view, rather than from a credit point of 
view. His tendency is to grant credit with the thought 
of making a sale, rather than of getting the money in. 
Why!” he exclaimed, ‘‘without having to look beyond the 
Hudson it is possible to find quite a few examples of 
formerly successful jobbers’ salesmen who have entered 
into business and are—or at least who give the appear- 
And to be per- 
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fectly fair,’ he added, after a moment’s thought, “we 
should add that there are other equally convincing ex- 
amples of men whose flair is for ‘credits,’ who have gone 
into business for themselves, looking after sales and 
credits and everything, and who are laboring along on a 
skim-milk sort of basis so far as sales and business are 
concerned. Both classes appear to be unsuccessful as 
they stand. Yet I’ll venture the opinion that if they 
combined forces, halving the number of establishments 
and each fellow taking unto himself a partner, the credit 
man type seeking out a 


salesman should lose a sale than that the house should 
lose money. And when sales department and credit de- 
partment pull together, as they should, and do in a well 
administered business, then the house does not lose very 
much on bad accounts.” 

“What would your recommendations be, then,” we 
asked, “for the salesman who sees things as you do and 
who wishes to pull with the credit man?” 

“If I were a salesman,” he said, “and viewed the 
relationship that exists between sales and credits as I 
have tried to portray it, I 
then would consider it 





salesman, and vice versa, {@}, Ea OR 
that the reduced number 
of establishments would 
roll up a total volume of 
business far exceeding 
what is being done to- 
day.” 

“Does it not some- 
times happen,” we asked, 
“that one man will com- 
bine within himself the 
qualities of both the 
salesman and the credit 
man?” 

“Yes,” he answered, 
“perhaps that does oc- 
cur, but not commonly. 
Usually, too, I think it 
will be found that one 
or the other quality pre- 
dominates; only the man 
who is neither a salesman 
nor a credit man can 
take an impartial view 
of both such fields of ac- 
tivity. That is why I 
think that the salesman 
should recognize that his 
failure to see eye to eye 
with the credit man does 


not necessarily imply 
that the latter is wrong 
in his views. And I 


think that the credit man should make an equal allowance 
when considering the salesman’s arguments. Naturally, 
of course, being what he is, it is always the salesman’s 
responsibility to sell the credit man on his point of view 
to whatever extent he can at least. The credit man says. 
in effect, ‘I’ve the ability to grant credit; show me why 
I should do it in this case. And if the salesman is 
unable to do that, he then should be glad on general 
principles, feeling that the credit man has co-operated 
with him in preventing the house from suffering a loss. 

“That last,” he continued, “is the thought that I par- 
ticularly want to bring out. The salesman and the credit 
man, though seemingly antagonistic in action, must never- 
theless co-operate in spirit. In the last analysis both 
are working to the same end—to bring business into the 
house. The credit man’s job is to separate the chaff of 
loss from the wheat of real business, to throw out that 
which is doubtful and retain only the good. And that 
certainly is fair reasoning, for it is far better that the 





Balance Between the Sales and Credit Departments, Says J. L. 
Owen, Is Absolutely Necessary to Make Any Jobbing 
Business Successful. 


ry ace 


both a privilege and duty 
to do these things: 

“First, in approaching 
a new prospect I would 
look at the prospective 
business first of all 
through the credit man’s 
glass to decide if it be 
worth going after. 

“Second, realizing that 
I would have to sell the 
credit man the soundness 
of that business, as a 
preliminary to putting 
it through, I should go 
systematically to work to 
gather that information. 
I’d interview my pros- 
pect’s banker, endeavor- 
ing to get a statement 
from him, It’s surpris- 
ing how much bankers 
will give up when prop- 
erly approached. Then 
I’d contrive to find out if 
possible what other mer- 
chants thought of my 
prospect. Then I’d tell 
my prospect frankly that 
I wanted him to give me 
the facts about himself 
that I’d need in pictur- 
ing him correctly to the credit man. Many salesmen 
seem to be timid about doing that, but they should get 
over it as soon as possible. ‘ 

“The prospect who is himself a good business man 
appreciates having the salesman discover that fact by 
asking him business-like questions, for he’s naturally 
proud of his standing. The prospect who is not a good 
business man tends to resent having to lay his cards on 
the table, of course, but as his business is not desirable 
anyway there’s not much lost if he does get uppish. 
Besides, he always plays a different tune in the end. 

“Someone has said that trouble never grows out of any- 
thing but misunderstanding—in other words, failure to 
get the other fellow’s viewpoint. I think this is particu- 
larly true of the controversies of the men who make 
sales and the men who determine credits. When they 
learn to look at the facts in each case and size them up 
from all angles, then we shall have gone a long way 
toward establishing better sales and credit relations.” 
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Osgar Pliers Learns About 
Dealer Discounts 


Finds Out That Most Dealers Mean “Buy” When They Say “Sell,” and That 
Larger Discounts Don’t Count Unless They Do Some Selling 


By HERBERT METZ 


EAR EDITOR:—I would have wrote you last 
D month, only last month I took a vacation and 
went fishing, and you know how it is when you 
take a vacation and go fishing specially for trout and all 
you catch is h—l from the sweet woman when you get 
home because you staid away a coupla days longer than 
you promised when you got the leaf of absents. Well I 
learnt one thing when I was fishing and that is that fish- 
ing for trout is like fishing for bizness; you cant catch 
nothin unless you got the right kind of flys and keep on 
casting and keep moving. I also learnt more about this 
hear electrical merchandizing when I got home from a 
jobbers salesman, which is why I am writing to you. 
Well when I got back to the store the first thing I seen 
was the flock of apliances standing around just the same 
and just as many—no more and no less—than when I left 
and I calls Eddie. 
Eddie, I says, Eddie, was the store open while I was 
away? 
Sure, answers Eddie, sure, he says, it was open. Why? 
Well, I says, why and the h—1, I says, didnt you sell 
some washers and some cleaners, I says, and etc.? 
There wasnt nobody, he says, which asked for them. 
Well, I says, sargastic, well, I says, thats a rich one, 
I says. I suppose, I says, if you were settin in the park, 
I says, with a pretty girl and there wasnt nobody, I says, 
around you would not kiss her until she ast you to, I 
says. 
H—1 no, he says, but thats diferent. 
Listen hear, I says, Eddie, you dont get nothing with- 
out going after it, I says. 
How about that carbunkel on your neck, he says, as he 
ducked into the back room, but you cant tell Eddie 
nothing. 


Well I wasnt feeling none to good when Barney Blar- 
ney, the demon salesman which eased me into the apli- 
ance bizness, blue in, smoking a pipe which seen better 
days. 

Well Pliers, he says, smiling like it says in the How 
To Be a Salesman by male course, well Pliers, he says, 
how do you find things? and he shakes my hand like a 
congresman on the first monday before the first tuesday 
in november. 

Why you wire pedler, I says, I find things by looking 
for them, I says, except them #?!&/#% apliances which 
you sold me, I says, which I dont have to look for—they 
is standing right their where I cant help seeing them. 

Just then Eddie sticks his head out from the back 
room and says, Who died boss? 

I dont know, I says looking out of the window, I dont 
see no funeral, I says. 

Well, says Eddie, I smell somebody fumigating. 

Just then the salesman put his pipe away. 

Well I certainly lit into this bimbo and told him what 
was wrong with the apliance bizness and I didnt omit 
nothing, and he just left me talk which kinder got my 
goat for after while I started to run out of arguments 
in as much as he didnt give me any. But I was holding 
my big shot up my sleave and finely I says, 

The big trouble with this apliance game, I says, is that 
you guys keep all the profits, I says, and don’t give we 
fellows a long enough discount, I says. 

How many cleaners and washing machines, says Blar- 
ney, did you sell since I seen you? he says. 

I aint sold nothing but a coupla irons, I says. 

Well Pliers, he says, it would not make no diference 
if we had gave you twice the discount, he says, on our 
line of apliances, you would not have made a nickel more. 
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You know Pliers, he says, discounts, which is another 
word for profits, he says, is made on sales not stocks and 
when we give you bimbos, he says, certain discounts we 
figger they is going to make money for you, he says, in a 
amount big enough to make this line atractive, he says, 
but stocks on the floor, he says, never made money for 
nobody even if they was sold to you at discounts so large, 
he says, as to you might say give them away. 

You know Pliers, he says, and I set down for I knew 
when that swede got started their was no more chance of 
perswading him to stop than their is of perswading Bill 
Bryan we ought count a coupla bamboos and other mon- 
kevs in with the rest of our relatives which as far as I 
am concerned is alright with me because my wife has 
some relatives which is living which never did no de- 
sending and this guy Darwin gets my -vote. 

You know Pliers, says Blarney, a gent by the name of 
Woolworth has built quiet a nice bizness, he says, and a 
building which if it was a coupla stores higher would not 
be rented to no lawyers and others but to mountain clim- 
ers, he says, and that bizness is built on articles which 
do not sell for no more than a dime, he says, and no less 
than a nickel. The answer is not long profits he says, 
but little ones and a lot of em, he says, and quick turn 
over. Did you ever here of turn over, he says. 

Sure, I says, thats what the sweet woman says to me 
when I snore. 

Well, he busts out laughing at that wise crack and 
says, thats one kind but not the kind as what I refer to. 
‘urn over, he says, is the secret of a merchants making 
money and we wont get no wheres selling washers and 
ironers and cleaners and etc. he says until we can ship 
em in and ship em out, he says without they is standing 
around no longer than to say, hello here I am and good- 
bye. In other words all of we guys, he says, has got to 
find a way to turn over our apliance stocks fast, he says. 
Is the answer, he says, in longer discounts. I will say it 
is not, he says. ‘The answer is to get prices on these 
apliances, he says, that is within the reach, he says, of 
the hoy polloy so that when Mrs. Smith asks the price 
of a ironer she dont think you are quoteing her on a 
Rolls Royce, he says. We keep our list prices down, he 
says, where the masses can afford to buy our products, 
he says, and depend on a large volume for total profits, 
he says, instead of a small volume with a long profit. 
This means, he says, that we turn our stocks and our 
money often and, he says, it don’t take no Stinemetz to 
figger out that it is bettter to sell 100 (one hundred) 
washers a year at a profit of $20 (twenty) dollars, he 
says, per each than to sell 10 (ten) washers, he says a 
vear at a profit of $50 (fifty) bucks per each, he says. 

In the first instants, he says, you make $2000 (two 
thousand) dollars on the same investment, he says, that 
you make $500 (five hundred) dollars on in the second 
instants. Is that clear, he says. 

Sure, I says, as clear as the Versays treaty. 

Alright, he says, what youve got to do is to sell these 
hear apliances, he says, and turn your money over more 
often. 

You aint giving me no news, I says, looking whiskfuly 
at the washing machines and cleaners. 

Well what and the h—1 are you doing, he says, to try 
and to sell these hear apliances. Are you advertising, he 


Says. 


I will say I am, I says, and I get a copy of the Daily 
Blade and I gotta admit I have a hard time finding my 
own add. 

Advertising, says the misplaced leckturer, is not no 
misstery and no secret. Advertising is just telling the 
world thru print what you aint got the time to do your- 
self, he says. You dash off a so called add he says, stick 
it in the paper and 14 of 1 per cent of the people sees it 
and that ain't no more advertising he says than you are 
president. Put a sign up over your des Pliers, he says, 
which says consider that day lost which setting sun sees 
nothing done to tell the world who Oscar Pliers is. 

Are you leckturing me, I says, to him after that? 

No, he says, I aint leckturing you but when you guys 
cry to me about discounts and rotten bizness, he says, 
you got something coming. Now then when have you 
been out last canvesing. 

I aint been out, I says. 

O, he says, these hear apliances is got platinum legs 
and diamond bearings and people he says, should ought 
be fighting to come in and take em away from you. You 
know Pliers, he says, onct upon a time they is a lot of 
birds keeping brushes in stock waiting for guys to come 
in, he says, to ask for them and while these birds keep 
the brushes a bimbo by the name Fuller comes along, he 
says, advertises brushes and then, he says, takes em to 
his customers homes which is dying to have brushes sold 
to them, he says, but which wont never stop a brush 
pedler and take the brushes away from him, he says, and 
now Fuller has a flock of factories making brushes which, 
he says, his salesmen sell. You k1ow, he says, they is a 
lot of we guys who say sell and we mean buy and they 
is a big difference he says, believe me. Let you and me 
go out and sell these appliances, he says, that you is 
crabing about. 

If confidence was salt water, I says, youd be a ocean. 

And youd be a tear drop, he says, Cry that off. 

Alright professor, I says, when and where do we start. 

He didnt say nothing but picked up the paper and 
turned to the Help Wanted page. Heres a Mrs. Smith 
on Elm street, he says, which is advertising for a girl 
for general housework and a Mrs. Jones on Market st. 
which wants, he says, a wash lady, and heres a Mrs. 
Whooiz on Queen Street which wants a laundress. Come 
on, he says, get the buss and load on a cleaner and a 
washer, he says, lets go. 

Well we got going and started on Mrs Smith and done 
her washing and talked about electrical servants and 
finely left with an order for a washer and a ironer. 
Well to make a long story interesting we hustled around 
and sold two cleaners and my other washer and made 
the old stock look sick. 

Well that night when Barney left he took with him a 
order for appliances and some window display stuff and 
some adds for the paper and left behind him a mottoe 
which he wrote on the calendar pad which says A washer 
in the home is worth 3 (three) in the store and Discounts 
make no sales but going after bizness does. 

Well all I have got to say is that when that stock of 
apliances comes I am going to get out and hustel and 
make the other bums in this town look sick. 

Hoping you are the same, 

Respectively, 


OSGAR PLIERS. 
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Courtesy Catches Customers 


Jack Emphasizes the Point That It Must Be Applied to Salesmen as Well 
as Others, or Else It Won’t Work for the Dealer 


By LAWRENCE EFFERTH 


Sales Manager, Liberty Gauge & Instrument Co., Cleveland 


66 ELLO, Sid,” said Jack, walking up to the 
young jobber’s salesman in the office of Dad’s 


hotel. “How are you tonight?” 

“Very disagreeable, if you want to know. Looking for 
some hard ten-penny nails to 
bite in two.” 

“Save your teeth for the 
steaks you get at some of 
these hick hotels. There's 
Jim. Let’s all go in and eat 
together.” 

“Now, Sid, tell us who's 
been panning you!” asked 
Jack after the three salesmen 
were comfortably seated in 
their favorite corner. 

“Oh, I don’t suppose it 
amounts to much,” said Sid, 
“but that guy Braggdon gets 
my goat every time I call on 
him.” 








“Why worry?” asked Jim. 
“He does the same thing to 
every salesman.” 

“Well,” returned Sid, “he has the only electric shop in 
Darnton, and naturally I don’t want to pass him up. His 
trade may amount to something some time.” 

““May’ is right,” said Jack, “but more than likely it 
never will,” 

“Why not?” inquired Sid. “He has a nice stock, store 
is orderly, and all that.” 

“No man can build a good business who treats people 
-the* way - Bragg- 
don treats job- 
bers’ salesmen. 
People won’t 
trade with him.” 

“Ah,” replied 
Sid convincingly, 
“but he doesn’t 
treat his trade 
the way he does 
us poor cusses. 
You just ought 
to ’ve heard him 
spill the soft 
stuff to a woman who came in to buy a washing machine 
the other day when I was trying to bag him for an order.” 

“Sid, you’re young,” answered Jack gravely, ‘“‘and have 
vot a lot to learn. One thing is that ‘salve’ isn’t courtesy. 
\ courteous man is courteous to everybody; and let me 
‘ll you that in this day and age no man can build a 
rvtail business without courtesy, not even Braggdon.” 
“Jack is right,” interrupted Jim. “I lived in Darnton 
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“Your Big Job Is to Make Your 
Dealers Think.” 

















once—knew Braggdon pretty well. He’s not going to 
make a great go of his business. Treats his wife just as 
mean as he treats salesmen. Consequence: every woman 
who knows the circumstances buys only what she has to 
of him. That’s just one of 
the ways that Providence gets 


back at him.” 
os “Fortunately, there are not 
a a many electrical retailers like 
“A Braggdon,” said Jack. “If 
“A ; 
os there were, the electrical 
aS a trade would have a sad fu- 


. ture. Nothing will put the 
electrical store on the map 
= quicker than the radiation of 
< unfailing courtesy.” 
C4 “T tell you what,” Jack 
continued, “manufacturers 
Fe | Poa | are pounding us on the back 
—s to preach to electrical dealers 


baa about store arrangement, the 
ie 


























“You Should Have Heard Him Pull the-Seft Stuff to a use of electric signs, making 
Lady “Customer.” #9 x 


attractive window displays—- 
; me a3 all of which are all right; but 
the xeal’milk of this cocoanut is the genuinely sympathetic 
way a‘dealer handles his customers, and I don’t hesitate 
to tell him so.” 

“Isn't that a rather personal subject to bring up to a 
dealer?” 

“Sure it is,’ replied Jack, “but isn’t the spirit of a 
business determined by the personality of its owner? It’s 
ever so much more important than advertising, location 
and other things 
we are supposed 
to give dealers 
advice on. Just 
the other night 
I stopped in at 
Casey’s and he 
met me with 
‘What the hell d> 
you want?’ 

“Just to 


show you how 
not to get more “That Guy Braggdon Always Gets 
My Goat.” 





business,’ I re- 
plied, a little sore. Then I walked over to the switch 
and turned the lights out in the display window and also 
turned off the table lamps he had all lit up. 

“ “Hey, cut that stuff! I won’t get no business at all, 
with you turning out all the lights,’ he roared. 

“*The lights in your store aren’t half as important as 
the light of a genial smile,’ I said, ‘and genial smiles 
aren’t dropped for salesmen and put (Turn to page 40) 
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Do Not Be Suspicious, 
But Keep Your Eyes Open 


The Cost of Two Words 


By DR. FRANK CRANE 


HERE are times when words are expen- 

sive. For example, there was one time 

when a couple of words cost $1,856,250. 
The owner of the property adjacent to the 
Standard Oil building in 
New York City leased 
No. 12 Broadway to the 
Standard Oil Co. for 99 
years at a quarterly rental 
of $62,500. But when he 
made his lease he over- 
looked one little matter. 
He failed to specify 
whether the rent was pay- 
able at the beginning or 
at the end of the quarter. 

The press report goes 
on to say that the owner 
alleged that the words “in 
advance” were in the orig- 
inal agreement, but that 
the Standard Oil Co. 
struck them out without 
his knowledge and _ he 
signed the lease which did 
not contain these words. 
He insisted that the court 
reform the lease because 
payment at the end of the 
quarter instead of in advance meant a loss of 
$3,750 a year in interest, or a total of $371,250; 
in the 99 years at 6 per cent interest com- 
pounded semi-annually, the loss would be 
$1,856,250. ; 

The owner won in the lower court, but the 
appellate division reversed the judgment by 
vote of three to two, and in an opinion by Jus- 
tice Greenbaum said: “In construing the lease 
before us it is important to recognize the rule 
that the presumption is that rent is not payable 
until after it has been earned, and that in the 
absence of an express agreement to the contrary 
rent is payable at the end of the term and not in 
advance.” 

This brings to mind the sometimes uncanny 





importance of trifles. It illustrates how very 
often issues of vast importance turn upon very 
small hinges. 

It also suggests some other things. One of 
these is that it is a fine 
idea to read any docu- 
ment entirely through be- 
fore you write your name 
at the bottom of it; also 
the necessity of wading 
through the lingo of any 
legal contract and being 
pretty sure that you un- 
derstand exactly what it 
all means. 

One business man made 
a rule, and it was not a 
bad one, not to sign any- 
thing until he had slept on 
it overnight and let it rest 
for 24 hours. 

Another point it sug- 
gests is that any conceiv- 
able business agreement 
is subject to misunder- 
standing, and that noth- 
ing should be taken for 
granted. There is bound 
to be some sort of argu- 
ment and explanation about every contract in 
the world, and it is a good idea to have all your 
quarreling done before you write your name on 
a paper rather than afterwards. Also that it is 
cheaper to hire a lawyer to draw up your docu- 
ment for you than it is to hire him to explain it 
for you afterwards in court. 

This does not necessarily mean that a business 
man should be always suspicious. But it does 
mean that he should keep his eyes open. 

It does not mean that a man should suspect 
his friends, but that he should not forget the 
wise saying that we should look upon every 
friend as one who in the future may become an 
enemy, and that we should treat every enemy as 
one who in the future may become a friend. 


(Copyright, 1922, by Dr. Frank Crane) 
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Pictorial Review of Electrical Developments 


AE ie RB SE ERA IN Sete ons 


Leni deeatal pa Se 


Eh RAE AROS ARPES a 


Looks like a bunch of short-circuits running wild! It’s a time ex- 
posure taken from the Treasury Building in Washington at 8 o’clock 
in the evening when long lines of automobiles carrying the theater 
crowds were passing up Pennsylvania avenue. ‘’Sremarkable picture, 
‘snotso?—U. & U. Photo. 


Tom Edison paid Charlie Steinmetz a visit the other day, and here 
the two wizards of electricity are shown standing before the loading 
coils of C. P.’s artificial lightning machine. Tom frankly admitted 
his astonishment at the new electrical wonder.—Fotograms, 


Max Ritterath, of Los 
Angeles, says he has pro- 
duced “cold” light by di- 
verting and _ absorbing 
infra-red rays.—U. & U. 





None other than Nick Altrock, 
baseball comedian, broadcasted 


world series scores. At his right 
is Grantland Rice.—K. & H. 
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At the right is shown the 
“A” board in the Pennsyl- 
vania exchange of the New 
York Telephone Co. It 
was cut over last month 
and was the first of the 
many exchanges in New 
York City that will em- 
ploy machine switching. 
All of the 1,700 Pennsyl- 
vania subscribers may sig- 
nal each other by dialing, 
but will be put into com- 
munication with subscrib- 
ers of other exchanges by 
manual operation. Work of 
changing over Bell System 
exchanges is progressing 
in other cities—U. & U. 


“Motor operated” is be- 
ing applied to almost 
everything, the latest be- 
ing the movie camera. 
It’s especially good for 
aeroplane pictures, for it 
eliminates the vibration 
that accompanies grind- 


ing by hand.—K. & H. 


How would you like to 
get a running start and 
jump through 1,500,000 
volts at 60 cycles? That 
voltage was recently pro- 
duced at the Pittsfeld 
Works of General Elee- 
tric Co., and is highest 
ever attained. 


Td Nae me 
a 


A little matter of 210,000,- 
000 candlepower was used 
to illuminate the jeweled 
arch at the entrance to the 
Rocky Mountain Electrical 
Exposition held at Salt 
Lake City last month. 
The arch, which was de- 
signed by W. d’A. Ryan, 
cost $100,000. Electrical 
men in the Rocky Moun- 
tain states were pleased 
over the results of the ex- 
position, which demon- 
strates the value of local- 
ized activity in spreading 
the electrical idea. 


Wl. Mf 
oe ' 
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At the Pittsburgh Electrical Exposition 


Under the direction 
and management of 
the Electric League 
of Pittsburgh the 
first electrical show 
ever staged in that 
city was held in Mo- 
tor Square Garden, 
Nov. 4-11. The pri- 
mary purpose of the 
show was education- 
al, and the exhibit- 
ors, who numbered 
over 100 and includ- 
ed jobbers, manufac- 
turers, dealers and 
central-station com- 
panies, presented 
practically every 
form of electrical 
application in which 
the public is inter- 
ested. The exposi- 
tion was the subject 
of a great deal of in- 
terest among Pitts- 
burghers and capac- 
ity crowds were on 
hand every day. The 
model electric home, 
pictured below, was 
built in two parts, 
with one wall omit- 
ted, and a half placed 


on either side of 


an aisle, so that in- 
spection of the elec- 
trical equipment was 
an easy matter. 


One of the features 
of the show was an 
electrical fountain, 
said to have been the 
largest indoor elec- 
trical spectacle ever 
constructed. Around 
the edge of the 40-ft. 
basin there were 104 
needle sprays, and a 
central jet that rose 
50 ft. in the air. 
Suspended above the 
fountain was a gi- 
gantic crystalier, 
composed of 20,000 
Novagem jewels of 
many colors. The 
cryStalier and foun- 
tain were illuminat- 
ed with 20 search- 
lights, which gave 
beautiful color ef- 
fects. Other _ fea- 
tures included a 30- 
in. searchlight 
mounted on the roof 
and capable of 
throwing a beam of 
light more than 50 
miles, and a “Radio 
Wedding,” which 
was performed in 
the glass broadecast- 
ing booth at the 
show and then re- 
layed to KDKA for 
broadcasting over 
the entire country. 
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EN written about fall naturally into a wide range 
M of classifications, but there is one in particular 

that is of special moment to the interviewer. 
At one extreme of this classification stands the 
whose present activities and views are so interesting that 
they result in crowding into a paragraph or two what 
reference is made to his doings of earlier years. At the 
other extreme is the man who—well, who has a bright 
future behind him. This man, Hugh (don’t ask what 
the “Q” stands for) Foreman, belongs in that first-men- 
tioned class. 

Your interviewer called to secure data for a bio- 
graphical sketch, but came away with a tremendously 
engrossing recommendation for bettering business in elec- 
trical manufacturing and jobbing circles. But that, after 
all, constitutes a pretty good sketch of a man—to tell 
some of the things he stands for. And for the man who 
likes to know in advance what he is going to read about 
we suggest that he imagine that this sketch is entitled, 
“Why Don’t We Practice in Business What We Preach 
at Conventions?” 


man 


* * * * 


“We agree in discussion,” said Mr. Foreman, “that 
this is right, and that is right, and that it should be 
done. But when we come to look later at what the other 
fellow is doing, and he, in turn, observes what we are 
doing, we discover, to our mutual surprise, that it is not 
being done at all. For example, take that much-discussed 
point about when goods are to be considered sold. We 
say that in principle goods are not sold until they have 
been delivered to the user and accepted by him and he 
has settled for them; and dealer, jobber and manufac- 
turer all have received their pay. We say and agree that 
that is sound, that it would make for better and more 
satisfactory business conditions all along the line, and 
that we would profit by practicing accordingly. So it is 
a wonder to me that we do not try the thing out in prac- 
If it proved true we would have occasion then to 
congratulate ourselves upon having secured the benefits 
that would accrue; and if it proved to be unprofitable 
and impracticable we then could economize time at con- 
ventions and meetings thereafter by avoiding further 


tice, 


reference to that point.” 

“Well,” we suggested, “why not work your views upon 
that subject into this sketch? Start something. Make 
a concrete recommendation for putting that principle into 
practice generally. What are the pros and cons?” 

“Very well,” he agreed, “that’s fair enough. So to 
begin with, allow me to point out that in considering this 
matter it is to be borne in mind that the electrical in- 
lustry is comparatively a new one and that developments 
are constantly being made. Many of these conditions 
will, no doubt, adjust themselves in time, but if by 
reasoning we can anticipate the need for those changes 
ind make them forthwith, instead of waiting for the pinch 


MEN YOU SHOULD KNOW 


Hugh Q. Foreman, 


Treasurer, Sibley- 
Pitman Electric Corp. 


of aggravated conditions to make that need felt, we will 
be the gainers by just that much. 
the logic of the case for guidance. 

“At present a distributor is urged to stock all new 
devices brought out by the manufacturer; sometimes it 
is made very inconvenient for him not to do so. But if 
the device proves a failure from a selling standpoint the 
distributor stands the loss, while the manufacturer has 
made his profit on the sale to the distributor. Of course. 
the manufacturer may stand a loss, too, depending upon 
his judgment as to production. But I believe the manu- 
facturer should stand behind his product always, not only 
when it fails to perform in the hands of the consumer, 
but when it fails to perform in the hands of his dis- 
tributors or their dealers. That is to say, when it does 
not sell. That. as I see it, would be taking steps in 
accordanee with the general preachment that goods are 
not.to be considered sold until received and paid for by 
the user. 


So let us refer to 


“In order to do this the manufacturer would have to 
supervise the orders received from his distributors, and get 
stock and sales reports from them periodically. In fact, 
I feel that the manufacturer should consider the dis- 
tributor almost as a part of his own organization, and, 
consequently, should take much more interest than here- 
tofore in seeing that his line is a profitable one to the 
distributor, for the manufacturer controls the bringing 
out of new devices and the discontinuing of old ones, as 
well as all price changes; frequently he does all of these 
things without considering the stocks in the hands of his 
distributors. If it is true that manufacturer, jobber and 
dealer are all of one big organization, created to serve 
the public, it follows then that one cannot undergo a 
loss without the others feeling it, too. We must’ remem- 
ber that the distributor is an economic factor and ‘it is 
important to all concerned that he be assisted in becoming 
more efficient. Such losses as he sustains must be absorbed 
somehow. If margins are big enough, well and good. 
But if margins are too small on this or that line, 
the economics of the situation compel him to drop it, be- 
cause the risk then is greater than the possible reward.” 

* * & # 


“What are your thoughts about how those conditions 
could be set right?” he was asked. 

“Well,” he said, “as a basis of discussion how would 
this outline do? The distributor should agree to stock 
in reasonable quantities, pay for all devices as requested 
by the manufacturer and to make a reasonable effort to 
get them into the hands of his dealers. The manufac- 
turer, in turn, should either agree to create a demand on 
the part of the public or make allowance compensating 
the distributor for performing that service. Failing to 
do so, he then to allow the distributor to return the 
material for credit, thus putting the burden where it 


belongs. That, as I see it, would re- (Turn to page 74) 
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Various Lighting Fields 


Essential Facts for Jobbers’ Salesmen to Assist Dealers in Effecting the 
Sale of Lamps and Lighting Equipment 


By W. E. UNDERWOOD 


N SELLING lighting equipment it is well to 

know the relative value of the various markets, 

because such knowledge, as compared with the 
jobber’s own sales in these several fields, indicates 
where to look for new business. It shows where you 
are already getting your full share of business and 
where you are poorly represented and may with com- 
paratively small effort secure more sales. 

While figures and statistics are dry reading, it is 
hoped that the following figures may possibly guide 
the jobber’s salesman in stimulating his dealers to 
open up local lighting fields which are at present 
being neglected but which may represent compara- 
tively “easy pickings.” These figures are at best 
mly approximate, but they serve to show the trend 
ind relative importance of lamp sales by fields, and 
while they are for 1920 and 1921, the figures for 
922 will be quite similar to those for 1921. 


Percentages of Total Lamp Sales by Fields 


—1920— —1921— 
Number Value Number Value 
Lamps Lamps Lamps Lamps 
Sold Sold Sold Sold 
Pe@astvial §.....20355c5 88.0 45.4 9.6 10.7 
Residential .................. 24.6 19.2 86.5 24.9 
Commercial .................. 20.0 19.6 43.8 47.8 
Electric display.......... 5.0 8.1 5.0 5.1 
Street lighting.............. 2.5 5.0 0.7 4.2 


The figures for 1922 will show somewhat of an 
increase in the industrial and residential fields. 

\ comparison of the 1920 and 1921 figures indi- 
‘-’s a tremendous slump in the industrial field. 
What was possibly the most profitable of all light- 
ing ‘elds and certainly the greatest in 1920 fell very 
decidedly, so that the industrial lighting field be- 
came perhaps the hardest of all to sell in 1921. On 
the ether hand, the expansion of all other fields in 
volume, particularly the commercial, residential and 
autometive fields, almost entirely compensated for 
the inéustrial lighting slump, so that the total vol- 
ume of 'ighting business in 1921 was not appreciably 
less than in 1920. This fortunate circumstance 
proved beneficial to many in the industry. 

At the vresent time there is a real revival of in- 
dustrial I'ghting demand. Factories and mills that 
had surplus floor space have expanded to fill it and 
are again putting up new buildings. Illumination is 
once more *eing called upon to make possible great- 
er production where more working space cannot be 
provided. Textile mills, automobile and clothing 
factories hare been foremost in this lighting revival. 


The boom in residence building and in the wiring 

' homes which added a million to the total of 
electrically lighted homes in 1921 and will add a mil- 
lion and a quarter in 1922 is no small factor in main- 
‘-ining the growing volume of lamp and lighting 
~~ ‘ness. The rate of expansion in this field is sim- 
ply amazing—almost beyond comprehension. To 
vein in a year’s time one-eighth of all the wired 
homes since Edison first made an electric lamp is 


The future in this field looks bright, indeed. 
There is every reason to believe that the rate at 
which new and old homes will be wired during 1923 
and for several years to come will equal the record 
of 1922. There is still a universal housing shortage, 
and, unfortunate as it may be for the general public, 
it creates a demand for new houses and maintains 
high rentals, both of which stimulate the lighting 
market. 

Another outstanding market in 1922 which is full 
of promise for 1923 is the commercial lighting mar- 
ket, particularly store lighting. Merchants are real- 
izing as never before that good light makes the cash 
register ring. They want the best possible illumina- 
tion in their windows and store interiors. This is 
especially true of specialty stores, although merchants 
handling staple necessities seem to be somewhat less 
keen on good lighting. Curiously the merchant whose 
lighting is fairly good is the one most anxious to 
better his illumination. Today there are merchants 
all over the country who employ artificial illumina- 
tion all day long in both windows and store interiors 
and it is no far ery to the time when the most pro- 
gressive stores will employ artificial illumination even 
in the day-light hours to make their windows out- 
standing. 

In sign lighting we have also a fast mover. It is 
still a small field as compared with store, residential 
or industrial lighting demand, but it is climbing both 
because of the rapid increase in the number of signs 
used and because of the strong tendency towards 
higher wattage. As a profit maker, considering its 
size, it easily goes to the head of the class. 

In looking at the lighting possibilities for 1923 as 
a whole, there appears to be no reason why we may 
not expect continued growing demand in the com- 
mercial, sign, street lighting and automotive fields. 
If this is true, we need only the come-back in the in- 
dustrial field, which is already under way, to open 
up by far the biggest lighting market that history 
has ever seen. 
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You CAN Get More Industrial 
Lighting Business by Selling 
Westinghouse-Cutter Reflectors 


What is the biggest barrier to sales in industrial 
lighting today? 


Nine dealers out of ten would probably answer, 
‘High Installation costs."" Almost the first ques- 
tion of the prospective buyer is, “_How Much Will 
the Wiring Cost?”’ 


The easy-to-wire feature of Westinghouse-Cutter 
Pulley-Socket Reflectors enables you to satisfy the 
prospect on the cost question and still do the job 
without sacrificing any of your profit. 


It takes but three minutes to wire a Westinghouse- 
Cutter Pulley-Socket Reflector. They are up in a 
jiffy and up to stay. They are weather-proof, 
water-proof and rigid. They have interchangeable 
features enabling you to adapt the mode of light 
distribution to fit each particular job with the small- 
est number of stock parts. 


Use Westinghouse Mazda Lamps with Westing- 
house-Cutter Reflectors. 


These advantages will spell greater success for you 
in industrial lighting. 
Get in touch with us at once for full particulars. 


Westinghouse Electric & Manufacturing Company 
George Cutter Works, South Bend, Ind. 


Westinghouse 




















pase - 
eg 





' & is 4 
WAU mu | RX, 







































THE JOBBER'’S(IJSALESMAN 





OW I LANDED 











Little stories of 
unusual sales ~as 
told by salesmen. 


Brought Him to His Senses 

| hie sometimes best to pay in the 

same coin as has been passed on 
you, as the following story will illus- 
trate. 

Jim had for weeks conscientiously 
passed up a big buyer who had an 
overbearing disposition and a reputa- 
tion of being a hard nut to crack. 
Finally he dug up enough nerve to 
make a call and before he knew it he 
was in for the usual line of talk. 

“Your house has the poorest service 
and rottenest system of any supply 


house in the country,” began the big 





buyer. ‘Don’t you know you're wast- 
ing your time calling on me? Why, I 
wouldn't give you an order for a fuse 
plug.” 

Jim did not reach for his hat and 
get ready to make a speedy retreat, 
but simply sat still and smiled and 
laughed slightly. 

“What in the hell are you laughing 
at?’ asked the buyer. 

“Why, nothing much at all,” replied 
Jim slowly. “I was only thinking how 
similar that sounds to what the boys 
say about you. , 

“Do you know,” he went on before 
the buyer could speak, “‘they say that 
you are the meanest, smallest, nastiest 
man to call on in this part of the 
country? 

“Now, Mr. Smith, I’m 100 per cent 
loyal to the house for which I work 
and I believe that what you say about 
it is no more true than what the boys 
It is just a case of n 
knowing each other. I don’t believe 
you're the man they have pictured 
you to be and I know our house is far 
different from the way you have de- 
scribed it.”’ 

The big man, hard to crack, sat in 


say about you. 


his chair and said not a word. He had 
been made to realize the reputation he 
was making for himself and his em- 
ployer, and the reflection in the mirror 
must have been a revelation to him, 
for he never afterward lost an oppor- 
tunity to favor the man who brought 
him to his senses. Needless to say, 
Jim got his share of the business. 
R. E. Banker. 


* * * 


Landing Through an Error 
WOULD like to relate a unique 


story I heard some time ago in 
connection with a jobber’s salesman. 
however, vouch for _ its 

but it was stated to be 

essence of truth by one 
whose veracity I would not think of 
questioning. 

The salesman, a young fellow, had 
not been doing any too well on the 
road, and he started out on what he 
thought would be his last trip if he 
didn’t make good. It appears that 
the sales manager and he were not 
the best of friends. 

This trip was one of the worst he 
ever had, and he had about decided 
o “chuck” his job and try his hand 
at something else. But, like most 
fighters, he had one card left that he 
wanted to play. The head of a big 
controlling a_ string of 


I cannot, 
authenticity, 
the very 


syndicate 





Some Splurge 
By D. P. W. 


When you stalk into the buyer 
With your goods packed in your case 
Then don’t let your feet get chilly 
If a scowl is on his face. 
Just unstrap a lot of samples 
And then set a joke afloat; 
Then you speak about their merits 
And you try to tie his goat. 


If his fountain pen needs filling, 
Tell him yours can nicely write, 
For you want to send his order 
To your firm that very night. 
Then you tell Tue Josper’s SALESMAN 
A good story of your luck; 
Of just “HOW YOU GOT THE 
ORDER” 
Through a bit of gilt-edged pluck. 





























stores throughout the West was his 
last chance, so our friend, the sales- 
man, planned on trying to have this 
big man handle electric household 
goods on the installment plan. The 
idea was born in the salesman’s mind 
no doubt as a result of his hard luck. 

He repaired to the outer office door 
of the magnate, and, through a mis- 
take of a hard-of-hearing clerk, he 
was granted admission into the sanc- 
tum sanctorum. 

It chanced that the big man was, 
at the moment, receiving bids for a 





oy Parr BRASS TKS 


uniform electric sign to illuminate his 
300 stores, and supposing our crest- 
fallen salesman was one of those come 
to bid on the deal, quickly got down 
to business. 

The salesman made an attempt to 
open his bag and display his sample 
wares preparatory to announcing his 
proposition, but the magnate waved 
aside this movement, and said, as I 
been informed, the following 
words, or something to their effect: 

“Never mind going into details 
about your concern; my time is lim- 
ited; let’s get to brass tacks. I'll 
state the conditions. First, we have 
800 stores; second, we want an esti- 
mate on 800 signs for these stores. 
I have the estimates of ten concerns 
already, and intend to select one 
Saturday. The lowest bidder who 
comes up to the standard in all de- 
Now I sup- 


have 


tails gets the contract. 
pose you were sent here to get these 
facts. You have them. If you can 
underbid the rest by Saturday and 
qualify otherwise it’s yours.” 

Our friend didn’t faint, or did he 
try to make known just what he was 
selling. The mistake was too obvious 
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Figure 1. Sectional view of 
BASE-O-LITE Outlet. 


Figures 2, 3 and 4. Where 
special fixture connections are 
required, to screw fast to the 
Outlet fixtures - ordinarily 
screwed to the plaster, or to 
house the attachment plug and 
necessary slack wire, which 
forms the electrical connection, 
BASE-O-LITE provides them 

simple, strong and _ inex- 
pensive, 








No. 


3 


‘Fixtures become ortables 
Base-O-Lite 


A finished wiring 
job that revolutiort 
izes lignting fixe 
ture installation. 


BASE-O-LITE is a flush-to-the-wall finished Electric 
Outlet that enables the wireman to make his installation 
entirely complete at a surprisingly low cost. 








When an installation is made, each BASK-O-LITE Out- 
let is ready to receive any sort of appliance with an ordinary 
attachment plug——and any kind of fixture equipped with the 
necessary supporting devices. 


Fixtures are no longer “fixtures” when these finished out- 
lets are used. ‘They become “portables’-—it is a simple 
matter to detach them for cleaning, decorating or replace- 
ment. 


Architects and Electrical Contractors who have investi- 
gated BASE-O-LITE are specifying and buying them for 
their clients. 


Full information will be supplied on request. 


We want exclusive distributors in logical distri- 
bution centers and offer an exceedingly liberal ar- 
rangement to those who will push our proposition 
with Architects, Builders and Wiring Contractors. 


BASE-O-LITE PRODUCTS 


114 E. Woodridge St. 


DETROIT, MICH. 
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for him to disillusion the magnate. 
But as soon as he got to the street he 
was momentarily knocked out by a 
new idea that was quickly transplant- 
ing the original one that brought him 
into the big man’s office. 

While in the office he glanced over 
the bids and the concerns making 
them. There was one—a big electric 
sign company in New York that he 
knew—nmissing. In less time than it 
takes to relate the thing he called 
them up on long distance and stated 
a few of the facts. 

He was asked to take the first 
train, which he did with alacrity. 
Three days later he was on his way 
back to the magnate’s town with a 
freshly inked contract in his bag. 
The firm he went to underbid the 
lowest listed by $500. 

He got the contract. In _ the 
meantime the salesman’s antagonistic 
manager, furious over the reports 
coming in from the salesman, issued a 
peremptory order calling him back to 
headquarters. He received the order, 
but ignored its import, sending back 
the company’s property instead. He 
could well afford to do this, for the 
electric sign company gobbled him up 
quickly, thinking he was an ace. At 
that, he had stuff in him, for a short 
while later he pulled up with an order 
from a theatrical concern in New 
England for 30 large signs, and has 
been doing well since. 

T. A. Doran. 


* * * 


Had an Afterthought 
HE old saying that there is no 
great loss but what there is a 
gain in another direction still holds 
true. I refer to the coal shortage sit- 


uation. We all know what that has 
done to increase the sales of electric 
heaters far beyond those of any previ- 
ous year. 

Personally, I set a bogey for my- 
self, and as I am determined to reach 
it I had to devote special energy and 
“‘salestaux” to that end. 

I believed they could be sold in 
every town where they had not al- 
ready been introduced, but had about 
given it up in one town along toward 
night and had gotten out onto the 








state road toward the next town when 
I happened to think of the argument 
the dealer had given me. 

The “Wonder” heaters are “won- 
ders,” especially in the bathroom when 
the furnace is run low in the fall or 
spring, but this dealer had remarked 
that he was going out that evening 
and he was darn sure the heater would 
not make his own bathroom comfort- 
able for his bath before dinner. 

I drove to his home, and knowing 
the family quite well, asked his wife 
to slip my sample heater into the 
bathroom before he came home, ex- 
plaining, of course, that he could sell 
at least a dozen of them, which would 
naturally put a little more money into 
the bank. 

She agreed, so I stayed in town over 
night and received his orders for heat- 
ers in the morning. I thought an- 
other salesman might convince him 


of the convenience of the electric 
heater and am glad I drove back, 
which is something none of us like 
to do. But it was profitable and I 
will do it again if I get an idea or 
afterthought. 

H. E. Harkness. 


* * x 
Loaded the Dealer Up 
O BEGIN with, I will have to ad- 
mit that in landing this order it 
was a mean trick, but I believe others 


‘have had the same experience and 


have no regret, any more than I have. 

The dealer in mind runs a small 
store and is one of the “know it all” 
type. He buys a handful of everyone 
that comes along, which is poor policy. 

I had not called on him in a year 
because I was too busy to spend an 
hour in order to sell a $5 bill of goods, 
which is the usual extent of his pur- 
chase. One day, however, I had an 
hour to spare before supper and I 
found him in his usual mood for an 
argument. 

Well, I can start to end my story 
right here by saying I sold him an 
order of goods that I know he didn’t 
need and did not wish to buy, because 
he said so, and I also know he will not 
sell it right away because he has a 
nasty disposition, but I believe his 
wife supports him out of pride or 
sympathy, so he won’t suffer with the 
material on the shelf. 

Anyhow, I satisfied myself that [| 
could sell under difficult conditions 
and perhaps if a few others will use 
him likewise, he will wake up and 
change his attitude toward the world 
and succeeded as a pleasant business 
man rather than a perpetual grouch, 
which is a detriment-to any business. 


H. E. Hampton. 





ver platter. 


this department. 





Tell How You Landed a Tough One 


Surely, if you are a salesman, every order you’ve got wasn’t handed to you on a sil- 
It isn’t in the book; they don’t come that way. Probably you’ve had - 
some hard ones that took a good deal of maneuvering before you could swing ’em into 
line and get the John Henry down. . 


Might make pretty interesting reading to some fellow out in the “sticks” who is up 
against the same proposition, if you’d get out the old pen and write a letter about it for 
An incident that may seem rather simple to you now may be just the 
thing to help some other fellow Jand a hard one. 


We Pay $5.00 for Every Letter Published 
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Announcing 


OVALFLEX 


The new flat 


armored cable 





HE National Metal Molding Company, pioneers in the manufac- 
ture of electrical conduits and fittings are prepared to supply a flat 
armored cable which gives greater freedom in the location of 
outlets. . 


aa Behe ,y} 


From its shape and extreme flexibility the new product has been 
named OVALFLEX. : 


OVALFLEX can be laid on brick or tile walls—without chipping or 


grooving—and covered by the usual thickness of plaster. 


By the use of OVALFLEX, outlets can be located on solid walls as 
well as hollow partitions. Thus electricity may be carried where 
needed without the previous handicaps in extension wiring. 


OVALFLEX makes possible exposed installations that are much more 
sightly than can be made with round armored cable. 


In addition to these and many other exclusive features of OVAL- 


FLEX it can be used for any purpose for which round armored cable 
is suitable. 


ah a y ab a) a) a m. a al a| a 


Send for sample 


A sample of OVALFLEX, together with further information 
will be sent on request to Architects and Engineers or Elec- 
trical Contractors. 


NATIONAL METAL MOLDING COMPANY 
1226 Fulton Building 
Pittsburgh, Pa. 


Representatives in all principal cities 
a 


OV ALFLEX was developed and 1s produced solely by the makers 
of National Metal Molding, Sherarduct and Economy Conduit, Flex- 
tube, Flexsteel, National Brackets, Liberty Rubber Covered Wire and 
Cable, Outlet Boxes and Fittings. 






























































THE JOBBER’S(AJSALESMAN 












Measure Vision by Electricity 


Humans soon may be able to dis- 
cover the exact weaknesses of their 
eyes, under the outcome of experi- 
ments now being conducted at Cam- 
bridge, Mass., which have accom- 
plished a most accurate measurement 
of nerve impulses transmitted from 
the eye to the brain. 

Electric apparatus of extreme deli- 
cacy, which amplifies nerve impulses 
about 500 times, is used in this meas- 
urement. It has long been known that 
light, passing through the lens of the 
eye, makes a photograpic image on the 
retina at the back of the eyeball, and 
that the impulse which then carries 
the message from retina to brain is in 
the nature disturb- 


ance, 


of an electrical 


The intensity of this electrical dis- 
turbance has already been measured 
roughly by scientists, who represented 
the route of the impulse as a curve 
which rises sharply, then dips, then 
again gradually. The second 
rise corresponds with what is called 


rises 


noticeable when one 
has looked at a brilliant light and then 
closed his eyes. 


“after vision;” 


The light . remains 
visible because the optic nerve is still 
transmitting impulses to the brain. 
The new apparatus used now makes 
measurement exact. 
which it is demon- 
strated involves the eye of a frog, re- 


this curve more 


The means by 


moved immediately the moment tne 
frog is killed. 


* * * 


Says Building Activities Will 
Increase 

Estimating that $5,090,000,000 was 
the amount put into the building in- 
dustry during this year, approxi- 
mately one-third of this amount going 
into the construction of residences, the 
Copper and Brass Research Associa- 
tion, New York City, recently issued 
the following statement: 

“Activity in the building industry 
has served greatly to assist in hasten- 
ing the return of normal business con- 
ditions throughout the United States. 





> 
, 


1 « 








ertinent Sales Facts and 


Figures 





It is therefore reassuring to note that 
only a start has been made toward 
catching up on the accumulated build- 
ing deficit, and that with increased 
construction of heavier types of build- 
ing, even though there may be a 
smaller amount of residence construc- 
tion, we may reasonably expect, dur- 
ing the next three years at least, con- 
siderably more than the normal pre- 
war building activity.” 

* * * 


Electricity Generated in 1921 


According to the United States 
Geological Survey, the public utilities 
of the United States had a total out- 
put of electricity for 1921 amounting 
to 40,976,000,000 kw-hr. An ordi- 
nary 40-watt electric lamp uses only 
0.04 kw. of energy in one hour; there- 
fore, this enormous output of elec- 
tricity would keep that lamp burning 
day and night for nearly 117,000,000 
Of this total output of elec- 
14,971,000,000 kw-hr. 
produced by water power, a utiliza- 


years. 
tricity was 
tion of natural resources which would 
otherwise have gone to waste. Steam 
generating plants produced 26,005,- 
000,000 kw-hr. In this work the steam 
plants burned 31,585,000,000 tons of 


ne J 


coal, 12,045,000 bbl. of fuel oil, and 
23,722,000,000 cu. ft. of natural gas; 
also, 141,976,000 kw-hr. were pro- 
duced by plants burning wood for 


fuel. 
* * @ 


Do You Know 


That the Society for Electrical De- 
velopment has prepared a_ splendid 
talk on “Electricity in the Home” 
suitable for broadcasting over the 
radio? 

That central-station power operates 
20,000,000 labor-saving appliances in 
our homes? 

That the same splendid service sup- 
plies 8,000,000 residences, nearly 
2,000,000 stores and offices and drives 
14,000,000 hp. of stationary motors in 
our industrial plants? 

That the flashlight is the most 
widely used electrical appliance. 

That 5,000,000 are sold annually in 
this country alone? 

That 25,000,000 batteries are re- 
quired to keep operating those now in 
use? 

That the Society for Electrical De- 
velopment compiles statistics like the 
above to popularize the use of electric 
service ? 





e¥s ggg 8 38 


Per Cent INCREASE 


100 
ID1G 1917 1918 





1922 


1921 


i919 1920 


It is estimated that the sales of miniature lamps for Christmas tree lighting in 
1922 will total over ten times the number sold in 1916. The above curve, reproduced 
from the Stimulator, published by the National Lamp Works, shows how the demand 


has grown in recent years. 


Especially significant is the increase in sales in 1920 over 


those in 1919, which probably resulted from the publicity given the advantages, from 


a fire protection standpoint, of electric lamps over candles. 


These advantages still 


exist and form convincing sales arguments, aside from the fact that electric lamps 


offer more opportunities for Christmas tree decoration. 
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Take a tip from the waiter! 



















When you buy pie at a restaurant 
you are quite apt to buy pie a la mode. 


The waiter suggests “a la mode” 
| when you say “Pie.” He knows you 

probably like it and the restaurant 
BRYANT makes a big profit on the ice cream. BRYANT 


ee (we That makes him solid with the boss. Sper-Tap Socket 
° $1.00 


You, the Electrical Merchant, can 
do the same thing. Whenever you sell 
a household appliance—lamp, iron, 
toaster, grill, washer, cleaner—suggest 
to your customer the use of a Bryant 
Dubl-duty socket or a Bryant No. 651 
Appliance Switch Plug, or a Bryant KE 
Pilot-cap. Your customer probably 
needs a number of these accessories and 
you can make a clean profit on the sales. 








Don’t pass this up. Your business 

BRYANT needs profits as much as the restaurant 
No. KE = $0.95 and you certainly are as keen a salesman 
as a waiter. 





BRYANT 
No. 651 $1.00 











Sell em 
Pie a lamode 





This is a facsimile of the Bryant 
eprertionment in December issues 
o 





4% Electrical Merchandising 
Electrical Puating 


qe THE BRYANT ELECTRIC COMPANY 





emma Electrical Recor A BRIDGEPORT , CONNECTICUT 
Hard N 
ardware News NEW YORK CHICAGO SAN FRANCISCO 
Journal of Electricity ie MAgssen avenvs dee WEST Agams STREET (99 mew MUNTEOMERY STREET 


National Electragist 


eee sue 
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PERTINENT SALES FACTS AND FIGURES 








The information given on this 
age relates to no single manu- 
user's products, and no pref- 
erence is intended, the purpose 
being to furnish general sales 
data of use to jobbers’ salesmen. 





Just what is meant by electrical 
porcelain ? 

It is an earthenware product made 
of specially selected clays so fabri- 
cated and treated as to be especially 
suited as an insulating material for 
electric wiring and wiring devices. 





What are its characteristics and 
relative advantages? 

It is hard and not affected by oils, 
acids, alkalies or other common sol- 
vents; it is not sensitive to changes of 
temperature, and has a high insulat- 
ing value. It is comparatively inex- 
pensive. Its tensile strength is only 
about one-tenth of its compressive 
strength; therefore it should be used 
where it is subjected to mechanical 
compression rather than tension. The 
porcelain made for low voltages is 
slightly porous and will absorb water, 
making it unsuited for high-tension 
service. It has the further disad- 
vantage of being quite breakable. 





For what articles is dry-process 
porcelain used ? 

For cleats, knobs, tubes and bush- 
ings, all of which are relatively stand- 
ard. Also for switch sub-bases, cut- 
out bases, the bodies of rosettes, snap 
switches, attachment plugs, spark 
plugs, receptacles and sockets, and 
often also for the outer parts of 
weatherproof sockets, etc. Both un- 
glazed and glazed porcelains are used 
for these articles, the latter especial- 
ly for such things as are exposed. 
Glazed porcelain is less porous and is 
better protected against surface leak- 
age through dust, etc. 





What are the processes for mak- 
ing electrical porcelain? 

It consists of four ingredients— 
china clay, ball clay, flint and feld- 
spar. The clays are well broken up 
and mixed wet with pulverized flint 
(pure sand or quartz) and ground 
feldspar. Great care is taken to get 
the proper materials and correct pro- 
portions. The mixture is allowed to 
stand in a plastic mass after the sur- 
plus water is drawn off. 

For dry-process porcelain, which 
is used for low and moderate voltages, 





Electrical Porcelain for 


Low Voltages 


the mixture is dried out and pulver- 
ized to a crumbly condition in which 
there is just enough moisture left to 
hold the material together when it is 
squeezed. It is then pressed into 
steel molds to give the shape of the 
desired articles. After drying fur- 
ther (and in some cases glazing) the 
pieces are put into a kiln and care- 
fully fired. 

What is known as the wet process 
requires more skill. This process is 
used for high-voltage insulators and 
seldom for low-voltage porcelain. 





What are the uses and special 
features of porcelain cleats? 

Porcelain cleats are usually oblong, 
used in pairs to clamp one, two or 
thiee wires and hold them parallel 
and at least 0.5 in. away from the 
surface wired over. There are trans- 
verse grooves across the mating sur- 
faces of the pair in which the wires 
are secured; if the cleats are for two 
or three wires, these grooves are at 
least 2.5 in. apart. There are always 
two holes through the cleats to pro- 
vide for nails or screws holding the 
twu parts together and against the 
surface on which they are mounted. 
Clests are usually reversible so that 
any of them may form either the 
upper or lower half of a pair. They 
are used for surface wiring of light 
and small power circuits. 





Describe porcelain knobs and 
their uses. 

Porcelain knobs are usually cylin- 
drical with a hole through the axis for 
the fastening nail or screw. They 
are made either solid (one part) or 
split (two part). The solid knobs 
have a smooth groove clear around 
the circumference near the upper end 
of the knob; in this groove the wire 
te be held is given a tight turn, or, if 
a large stiff wire is to be supported. 
it is run straight past the knob and 
is held against the groove by a tie 
wire that passes around the knob in 
the groove. Split knobs have two 
mating parts that may or may not be 
alike; in the former they are rever- 
sible or interchangeable and in the 
lutter the base part is usually higher 


is made to give to jobbers’ sales- 
of general in- 
formation about different staple 
lines of electrical material. Tear 
out this sheet and save it. 


In this department an effort | 


men a summary 








than the cap part. In split knobs 
there is usually a groove on each side 
of the center in the base part at least, 
thus giving wire support in either 
groove, whichever is more convenient. 
The details of knob designs differ 
considerably, especially in the nu- 
merous types of patented split knobs. 
In all cases, however, the groove is 
so arranged as to support the wire at 
least 1 in. above the surface wired 
over. 

Knobs are used very extensively in 
concealed knob-and-tube wiring to 
hold the wire along the joists or stud- 
ding. They are also used in open 
wiring on ceilings and walls. 





What are porcelain tubes and 
bushings used for ? 

Chiefly for protecting wires where 
they are run through joists, studs, 
flooring and other timbers in knob- 
and-tube wiring. Also for similar 
protection through walls, partitions, 
ceilings or floors in exposed or open 
wiring; for example, to protect a 
radio lead-in wire where it passes 
through an outer wall or window 
frame. Sometimes for like use on ap- 
paratus or machinery, this being more 
commonly called a bushing. Split 
tubes are used to slip over wires 
already in place. Crossover tubes 
are used to protect wires that cross 
over each other. 

Tubes and bushings have inside 
diameters ranging in 12 sizes from 
0.8125 to 3 in. The thickness of wall 
ranges from 0.125 to about 0.625 in.: 
the lengths run from 0.5 to 48 inches. 
There is usually an enlarged head at 
one end to prevent the tube or bush- 
ing from dropping out when placed in 
any position except horizontal. 





What is called special design 
porcelain? 

The porcelain made up for sockets, 
plugs, switch bodies and _ bases, 
rosettes, cutout bases, etc., is nearly 
always made up to the designs and 
specifications of the manufacturers of 
these wiring devices, when they have 
no porcelain department of their own 
and must get their porcelain from 
porcelain manufacturers, which is the 
preferred practice. 
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Bussmann Mfg. Co. { 





; 
' 


BUSS Camp-oSet LAMP 





be 
rnp -0- Set 
——— 


G4 > 


“o-5 


A 


\ 





Beautiful in Design. Artistic in Appearance. Built for Life- 
Time Use. A Thoroughly First Class Lamp. Packed in 
Handsome, Colored, Self-Selling Carton. Backed up by the 
Most Impressive and Beautiful Dealer Advertising Ever Put 
Out on an Article of this kind. Our Advertising and Our 
Own Sales Force are Paving the Way for a Big Trade Ac- 
ceptance. Sells to the Dealer at $1.33 each, including Shade, 
Cord and Separable Plug. Retails at $2.00. The Goods are 
Right. The Price is Right. The Policy is Right. Just what 
the Go-Getters have been waiting for. Something to Fatten 
the Salesman’s Order Book and Keep the Dealer’s Till 
Tingling. 


Fix Yourself Up with a Sample 
BUSS Clamp-o-Set and Go to It 








The Lamp of a Thousand Uses 





Any Place—Anywhere 


,) Swivels, Angles and Stays Put 
in Any Position 


The Season’s 
Selling Sensation 








Clamp-o Sets 
LAM! 








Each case of 10 lamps includes—A big 
show window poster——A handsome dis- 
play card. Both as shown in cut above. 





Saint Louis, Mo. 
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ATRESIA 


AN-ACHIEVEMENT 















































IN- MERCHANDISING 


LIGHTING-FIXTURES 


_ WITH-A-JOBBERS-POLICY 






QayiHE Albert Wahle Company was in- 
‘283 corporated June 10, 1922, and thus 
far has accomplished the following: 


Developed and standardized a complete line of 
Lighting Fixtures for use in the home. 


Established and maintained an Economic Selling 
Plan for merchandising these fixtures. 


Furnished over fifty thousand Catalogues, Photo- 
graphs and Folders, to its distributors. 


Appointed the following Electrical Supply Job- 
bers as distributors of the Wahle Line, representing 
thirty-three warehouse Service Centers. 


ALBERT WAHLE COMPANY 



































Incorporated 
224 Fifth Avenue, New York City 
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Alaska 
Pacific States Elec. Co. 


Albany, N. Y. 
Elec. Supply & Equip. Co. 
Western Elec. Co. 


Baltimore, Md. 
Southern Electric Co. 


Boston, Mass. 
Pettingell-Andrews Co. 


Brooklyn, N. Y. 
Western Elec. Co. 


Buffalo, N. Y. 
Elec. Supply & Equip. Co. 
Western Elec. Co. 


Chicago, Ill. 
Electric Appliance Co. 


Columbus, Ohio 


The Avery & Loeb Electric Co. 


Detroit, Mich. 
Commercial Elec. Sup. Co. 


Duluth, Minn. 
Duluth Electrical Supplies Co. 


Elmira, N. Y. 
Elec. Supply & Equip. Co. 


Hartford, Conn. 
Elec. Supply & Equip. Co. 


Hawaii 
Pacific States Elec. Co. 


Los Angeles, Calif. 
Pacific States Elec. Co. 


Louisville, Ky. 
Belknap Hardware & Mfg. Co. 


Newark, N. J. 
Western Elec. Co. 

















ELECTRICAL SUPPLY JOBBERS 
Who are Merchandising 
the WAHLE LINE of 


LIGHTING FIXTURES 


ALBERT WAHLE COMPANY 


Incorporated 


224 Fifth Avenue, New York City 






















New Haven, Conn. 
Western Elec. Co. 


New Orleans, La. 
Electric Appliance Co. 


New York City 
Sibley-Pitman Elec. Corp. 
Western Elec. Co. 


Norfolk, Va. 
Southern Electric Co. 


Oakland, Calif. 
Pacific States Elec. Co. 


Peoria, Ill. 
U. S. Elec. Supply Co. 


Philadelphia, Pa. 
Schimmel Elec. Supply Co. 


Pittsburgh, Pa. 
Union Electric Co. 


Portland, Ore. 
Pacific States Elec. Co. 


Providence, R. I. 
Union Elec. Supply Co. 


Richmond, Va. 
Southern Electric Co. 


St. Paul, Minn. 
St. Paul Electric Co. 


San Francisco, Calif. 
Pacific States Elec. Co. 


Seattle, Wash. 
Pacific States Elec. Co. 


Spokane, Wash. 
Pacific States Elec. Co. 


Springfield, Ill. 
U. S. Elec. Supply Co. 


Syracuse, N. Y. 
Western Elec. Co. 
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Business Outlook Good for 
Holiday Lines 

While discussing business condi- 
tions in the Pittsburgh territory, J. A. 
Augenstene, vice-president of the 
Price Electric Co., Pittsburgh, recent- 
ly stated to a representative of THe 
Jopper’s SALESMAN that his company 
has noticed a decided increase in its 
sales over last year, and the demand 
for Christmas goods is unusually 
strong. The company has recently 
added the “Rochester” line of ap- 
pliances, which it will distribute in 


the Pittsburgh territory. 
* * * 


Trotter with Dingle-Clark 


L. E. Trotter, who has been assist- 
ant sales manager for the Post-Glover 
Electric Co., Cincinnati, for four 
years, has resigned to become man- 
ager of a branch office opened at 733 
Union Trust building, Cincinnati, by 
the Dingle-Clark Co., of Cleveland. 
The latter company specializes in 
electrical engineering and construc- 
tion work, and is sales representative 
for the Terry Steam Turbine Co., 
Packard Electric Co., Roach Stoker 
Co., and the Ajax Flexible Coupling 
Co. 


* * * 


Sager Electric Supply Branch 
in Brockton 


The Sager Electric Supply Co., 
Boston, has opened a branch house at 
26 High street, Brockton, Mass., in 
charge of W. M. Fyffe, formerly pur- 
chasing agent of the company. The 
Brockton branch will serve south- 
eastern Massachusetts and the Cape 
Cod territory. 

* * * 


Manhattan Adds Salesmen 


A. J. McGivern, sales manager for 
the Manhattan Electrical Supply Co., 
Chicago, recently stated to a repre- 
sentative of THe JoppBer’s SALESMAN 
that his company has made a number 
of additions its sales force. 
Harry Q. Beven, formerly with the 


to 














Trumbull Electric Manufacturing 
Co., will cover the Northwest, with 
headquarters in Minneapolis. J. R. 
Hughes, formerly with the Bryant- 
Marsh Lamp Division of the National 
Lamp Works at Kansas City, is now 
in Chicago on special lamp and illum- 
ination work. Charles H. Steigmaier 
is stationed at Cleveland, and will 
cover the state of Ohio. 

* * # 


Heating Appliance Specialist 

Lawrence (Larry) M. Kean, who 
has been selling the Edison Electric 
Appliance Co.’s “Hotpoint” line of 
heating appliances in and around Chi- 
cago for several years, has left that 
company to become manager of the 
specialty department of the Faden 
Electrical Supply Co., 186 West Lake 











Some fellows have cognomens that aren’t 
a bit descriptive. For instance, Frank F. 
Crabb, salesman for the Elliott Electric 
Co., Cleveland, lives down the dictionary 
meaning of his name in great fashion. He’s 
got his hand on H. L. Coup’s shoulder and 
is imparting a little friendly advice. The 
latter, by the way, is a little more con- 
sistent, for he’s store manager for the 
Elliott company. 








street, Chicago. The Faden company 

was recently added to the list of 

“Hotpoint” distributors, and Larry 

has started a campaign to stimulate 

the company’s sales of heating devices. 
* * * 


Electric & Radio Supply Co. 
Formed 

The Electric & Radio Supply Co., 
165 North Wells street, Chicago, has 
been formed by John F. Bowbin and 
I’. J. Fenel following the receivership 
in July of the Columbus Light Co. 
The new company will continue to act 
as jobber and distributor of electrical 
supplies, including lighting fixtures 
and radio. Mr. Bowbin brings to this 
company 380 years of experience 
gained in the electrical supply busi- 
ness. He was formerly connected 
with the Electric Appliance Co. for 
12 vears and with the Manhattan 
Electrical Supply Co. nearly 18 
years. Mr. Fencl has been connected 
with the industry over 12 years. 

* * # 


New Quarters for W-E Branch 
at Indianapolis 

The Indianapolis branch of the 
Western Electric Co. has been moved 
from 121 South Pennsylvania street 
to larger quarters at 400 West Ohio 
street. The new building houses both 
the supply and telephone depart- 
ments, and affords about one-third 
more floor space. 

Avery Degolier has joined the sales 
force of the supply department and 
will specialize in the sale of appli- 
ances. 

* * * 


Additions to Mine & Smelter 
Sales Force 


A number of changes in the person- 
nel of the electrical department of 
the Mine & Smelter Supply Co., 
Denver, have been announced by 
J. W. Ryall, manager. E. K. Bacon, 
who has been the “Massco” repre- 
sentative in Wyoming for several 
vears, is now assistant to Thomas 
Yoniey in the company’s Westing- 
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Rocers LINE OF HEATING APPLIANCES 


PREFERABLE HOT PLATES 
ROGERS “TWIN HEAT” HOT PLATE 


The exceptionally low price of the “Twin Heat” 
places it within reach of the mass of people your 
dealers court as cus- 
tomers. 





Retails 


for 


Jobbers whose dealers sell the Rogers $500 


“Twin Heat” will experience a brisk sell- 
ing period during the pre-holiday season. y)... of Rockies 


Its neat appearance; its many exclu- €Go00 
sive features and low selling price produce sc22 
an impelling sales appeal. Stock your dealer in anticipa- 


tion of the Christmas trade. 





ROGERS ELECTRO HOT PLATE 


< . 
For those peo- ; ex 


ple who do not 
desire a ‘Twin 
Heat” there is the 
Rogers Single 
Electro Hot Plate. 
Same quality and materials as ‘““Twin 
Heat.” Price and quality make it a 
fast selling Hot Plate. 





Retai!s for 
$200 
West of Rockies, 


$250 


THE ROGERS CURLING IRON 


Here is a high 
grade Curling Iron 
equipped with mica 
insulation, just the 
same as is used in 
the very highest 
priced goods. Beautifully nickel-plated, a 
standard two-piece plug with six-foot cord. Retails 
Fully guaranteed for one year. A really for 
remarkable value at $3.00 or $3.75 with $300 
drying comb. — 





Exceptionally liberal discounts to jobbers 


THEROGERSELECTRI 


2017 EAST 65TH ST. 


ALSO MANUFACTURERS OF ROGERS VIOLET RAY HIGH FREQUENCY GENERATORS 










THE COAL SHORTAGE 
AND ROGERS JUNIOR ELECTRIC 


This combination Heater and Cooker is marvelously effi- 
cient and proves a real boon in its field. It will not only 
keep an ordinary room comfortable, but it will cook, fry, 
boil or toast. It is 12 
inches high by 7 inches 








in diameter and __ is : 
equipped with asbestos Price 
cord and standard sep- $500 
arable attachment plug. 

An asbestos pad below 

the element prevents West of 
the heat from passing Rockies 


downward. The feet 
are fiber insulated. 
Nickel plated top and 
bottom. Cone Shaped 
Reflector inside of the 
blued steel shell, The 
current consumption is 
600 watts. There is 
ample air circulation 
from the bottom up- 
ward, resulting in a 

constant and steady flow of heat. 


$626 





THE ROGERS ELECTRIC 
RADIANT HEATER 


The acuteness of the uni- 
versal coal shortage is creat- 
ing a powerful market for elec- 
tric heaters, 















People must have heat. 
Public utilities have priority 
on coal and naturally the pub- 
lic will turn to electricity for 
the solution of the heat prob- 
lem this winter. 


Rogers Electric Radiant 
Heaters provide the practical, 
efficient and eco- 
Retailsfor | nomical method 
$850 of using electrici- 
Weet of Rockies) *Y for heating the 
$950 home, office and 


store. 

The jobber 
who takes steps 
immediately to 
claim his share of 
electric heater business, will be surprised at the volume 
of orders. 

















Dealers know and buy them—consumers need and de- 
mand Rogers Electric Radiant Heaters. PLACE YOUR 
ORDERS NOW FOR QUICK SHIPMENT! 


C LABORATORIES CO. 


CLEVELAND, OHIO 
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The cars of the Chi- 
cago Elevated Rail- 
ways are Unilet 
equipped. 


Service 


Wherever electrical wiring must give the 
utmost in service—where the conditions are 
the most severe—Unilets have an enviable 
reputation. 


Their light weight due to the pressed steel 
construction makes handling easier, more 
rapid, and less costly. 


This construction also facilitates wiring be- 
cause of the increased space with no increase 
in the dimension of the fitting. 


There is an Appleton Unilet for every re- 
quirement, 


APPLETON ELECTRIC COMPANY 
Factory and General Offices 
1708 Wellington Avenue at Paulina 
CHICAGO 





Unilets, Uniduct, Outlet Boxes and Covers, Laundry 
Fittings, Locknuts and Bushings, Meter Terminai 
Fittings, Entrance Fittings Conduit Clamps and 
Hangers, Switch Boxes,- Reelites and AutoReelites. 


“GNILC TS” 


REG. U. S. PAT. OFF. 


For Unfailing 








house department. C. F. Holden and 
H. E. Leigh are recent additions to 
the sales force, the former taking the 


| Wyoming territory and the latter in 


the Westinghouse department. 

H. J. Gundlach, general manager 
of the company, has recovered after 
quite a siege of illness, and is again 
at his desk. 

* * * 

Felker with G-Q Electric 

The G-Q Electric Co., Milwaukee, 
has announced that C. A. Felker, who 
has been identified for 15 years with 
the electrical supply business in 
northern Illinois and southern Wis- 
consin, will succeed Fred Wilmarth 
as the company’s resident representa- 
tive in Rockford, Ill. The change 


will become effective Dec. 1. 
* * % 


Ensign Opens Minneapolis 
House 
The Ensign Electric Co. has been 


| organized by D. P. Ensign, who has 





been engaged in the electrical supply 
business in the Northwest for over 
20 years, and opened an electrical 
jobbing house Nov. 1, with office and 
stockroom at 314 Third avenue south, 
Minneapolis, Minn. The business 








H. E. Shields, salesman for the Electric 
Appliance Co. of San Francisco, just sold 
a man a bill of goods and he’s losing no 
time getting it into headquarters. H. E. 
was snapped just as he was vaulting on to 
the shipping platform. He believes in 


| using the family entrance. 
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‘This 72 page 

book is Just off 
the press-Be sure 
to get your copy 
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Let Frankelite 
Fixtures add to 
your 1923 Profits 


VERY electrical jobber who has taken 
on the Frankelite Line of Lighting Fix- 

tures has made money—big money. The 
reasons are obvious,— 

Frankelite lines are attractive; they look 
quality all over and are popular priced. 

Our special Jobber Plan makes it easy for 
you to develop a substantial lighting fixture 
business. Carefully worked out sales ma- 
terial enables your salesmen to talk Franke- 
lite Lighting Fixtures to your dealers intel- 
ligently and convincingly. 


Write for full details of the Frankelite plan. 


THE FRANKELITE COMPANY 
5016 Woodland Ave., Cleveland, O. 


BRANCH OFFICES 


12 South Clinton St., 207 South Sixth St., 
Chicago, Ill. Minneapolis, Minn. 
When at the 


, Clevetand 
© Convention 


Be sure to visit 
our exhibit at 
Room 9052, 
Cleveland Hotel. 
You will be inter- 
ested in our dis- 
play of represen- 
tative Frankelite 
lines. We would 
be glad to get 
better acquainted 
with you. 





Quality Lighting Fixtures 
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SHELTON 


Headquarters for 


VIBRATORS 
AND 


VIOLET RAY 
APPARATUS 


*]2~ UP 


Send for General Cataog 


Shelton Electric Co. 
16 E. 42nd St. 
New York City 



































will be conducted on a strictly whole- 
sale basis, no goods being sold at 


retail. 
* * * 


Southern Electric Opens 
Branch at Norfolk 


The Southern Electric Co., with 
main office in Baltimore, Md., and a 
branch at Richmond, Va., has opened 
another branch at Norfolk, Va., to 
serve eastern Virginia and North 
Carolina. A lease has been taken on 
a store at 251 Bank street. The new 
branch will be under the management 
of P. R. Metcalf, a well-known elec- 
trical man of Norfolk. 

* * * 


Long Joins Edison Appliance 

J. W. Long, who has been covering 
southern Indiana for the Varney 
Electrical Supply Co., Evansville, has 
joined the sales force of the Cleve- 
land branch of the Edison Electric 
Appliance Co. He will make his 
headquarters in Pittsburgh, and his 
territory will include western Pennsyl- 
vania, eastern QOhio and _ northern 
West Virginia. 

* * * 


Adds Fixture Line 


The Steiner Electric Co., 115 
North Wells street, Chicago, has re- 
cently added a fixture department, 
and will handle the Riddle line of fix- 
tures. The company has finished two 
display rooms on the main floor to 
assist in the sale of fixtures. 


Achenbach with Simplex 


B. E. Achenbach, who has for 11 
years been a salesman for electrical 
jobbers in Philadelphia, and for the 
past two years has conducted a job- 
bing business of his own in Virginia, 
has joined the sales force of the Sim- 
plex Wire & Cable Co., Boston, and 
will cover the Philadelphia territory. 


* * * 


Join Theobald-Jansen 
Company 
E. C, Monheimer, who has been as- 
sociated with the Tafel Electric Co., 
Louisville, Ky., for over 15 years, has 
joined the Theobald-Jansen Electric 
Co., Louisville, and will have charge 
of sales. John Casey, also with the 
Tafel Electric Co. for a number of 
years, will cover Kentucky territory 
as sales representative. 


a. "> 


Chambers in Los Angeles 


Percival Chambers is now connect- 
ed with the sales department of the 
Western Electric Co.’s Los Angeles 
office. For a number of years he was 
connected with the American Loco- 
motive Works of New York. 


2.2 * 


With Electric Appliance Co. 


A. Kopald, formerly in the con- 
tracting business at Minot, N. D., has 
joined the sales force of the Electric 
Appliance Co., Chicago. 








Here are the light heavyweights and the heavy lightweights of the Oakland, Calif., 


branch of the Pacific States Electric Co. 


H. F. Rea, who is the manager, has an 


aversion to sunburn, and when this picture was taken he couldn’t be induced to re- 


move his straw sailor. 


leash would stop him. 


Standing right in the very center and looking as if he were 
ready to go is S. J. Mara, store manager. 


At that, he always is; nothing but a 
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WHY BAKELITE FOR 
“BEST” DUPLEX 
PLUGS 


Bakelite is the best known 
insulation today. It is not 
affected by steam, hot 
water or acid. This ex- 
plains why the leading 
manufacturers of high- 
grade radio receiving sets 
and parts are using Bake- 
lite exclusively. 


Bakelite combines neat 
appearance and durabili- 
ty; this material is practi- 





Introducing 


BAKELITE 
DUPLEX PLUGS 


An announcement of para- 
mount interest to Electrical 


Jobbers and Dealers 


The constant demand in the electrical freld is for 
new specialties that afford greater convenience, econo- 
my and utility to the consumer and quicker turn-over 
for the dealer. 


All of these advantages—plus superior DESIGN, 
CONSTRUCTION and SERVICEABILITY—are em- 


bodied in the NEW 


No. 500 “BEST” (Bakelite) DUPLEX PLUG 


No. 550 “BEST” (Bakelite) DUPLEX PLUG WITH 
PULL CHAIN 


There are plugs and plugs on the market—but nothing 
distinctive about any of them. However, consider the un- 
usual SELLING FEATURES of the new “BEST” DUPLEX 
PLUGS: 


Genuine Bakelite construction—which makes 
Be them heat-resisting and practically unbreakable. 


2 A new interior—mechanically and _ electrically 
* perfect. 


3 Superior design—‘‘BEST’” PLUGS will be pre- 
cally unbreakable and * ferred wherever attractive appearance is a factor. 
will give lasting service. 4 Pull-Chain on the No. 550 type affords an addi- 

* tional convenience in controlling current of out- 


let to which appliances may be connected. 











Unusual Profit-Opportunity for Jobbers and Dealers 


Unquestienably—the new “‘BEST’’ DUPLEX PLUGS 
will be the popular favorites everywhere because their 
SUPERIORITY can readily be demonstrated. This will 
mean quicker SALES and larger PROFITS for you. 





Our attractive counter and window displays will help 
to stimulate sales for Dealers. 


Send for Samples and Discounts 


Henry Hyman & Co., Inc. 


Manufacturers 


Executive Offices: Branch: 
476 Broadway, New York 212 W. Austin Ave., Chicago, Il. 
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EADY for service—an electric toaster that 
makes four pieces of toast at a time. A real, 
exclusive specialty. You know what that 

*means to a salesman. 


The illustration below shows the mechanism of 
this innovation in toasters. 





One movement of the lever knob to right or left 
turns over all four racks. Turns them positively 
—no jamming or sticking. 


A strong, sturdy appliance—built for long and 
efficient service. Heating element made of gen- 
uine Nichrome wire. 


Nickel finish, with all parts easily accessible for 
cleaning. 


Equipped with cord, plug and off-and-on switch. 


Ask “‘the house’’ to order 
a sample for you. You'll 
find that it sells on sight. 


Slalle 


ELECTRIC TOASTER 


MADE BY THE ESTATE STOVE Co., HAMILTON, OHIO 
MAKERS OF ESTATE ELECTRIC RANGES 


| Courtesy Catches 
Customers 
(Continued from page 15) 
on for customers. The real kind 
can’t be had that way.’ Being a good 





ur Pieces at a lime! 


Irishman, he got the point at once, 
and we both laughed and shook on it.”’ 

“You said something about true 
courtesy being sympathetic with cus- 
tomers,’ remarked Jim. “The other 
day I was in an electrical store down 
in Natville. A woman came in— 
acted kind of timid like, as though 
she might get a shock of some kind. 
Ever. realize that there are a lot of 
people in this country who feel kind 
of strange in electrical stores? They 
haven’t got fully acquainted with 
them yet. 

“This particular dealer was one of 
those guys who is proud to conduct a 
quality store, and his idea of quality 
is ‘high price.’ The woman had heard 
of a toaster or hot plate, or some- 
thing—she wasn’t quite sure—that 











wouldn’t cost a great deal. She was 
| surprised when the dealer quoted $18 
and she said so. Then Mr. Dealer 
told her how surprised he was to find 
anybody who thought they could buy 
anything of the kind cheaper, and so 
on, until the poor woman was made 
to feel that only millionaires had a 
| right to look at electrical appliances.” 
* * * 


“Talking about quality,” said Jack, 
“did you ever realize that price is the 
last thing a real quality store relies 
on for business? After all, the store 
that bases its quality on high prices 
is first cousin of the store that makes 
its big appeal on low prices.” 


“T never thought of it that way,” 
said Sid. 

“Neither have hundreds of deal- 
ers,’ replied Jack. Your great little 
job is to make your dealers think. 
Now just carry a side line of ideas 
and after you sell your man a bill of 
goods, give him a good idea, point 
out the value of ‘Smile,’ ‘Good Morn- 
ing,’ ‘Please, ‘Thank You.’ They 
won't cost him a cent, but if he uses 
them he will make more money—and 
so will you.” 

“T never thought there was any 
money in giving away ideas,” replied 
Sid. 

“No wonder,’ said Jim, “you've 
got to have some ideas yourself be- 
fore you can give them away.” 
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HsH Set SWITCHES 


When the buyer wants the best 


Ten years of experiment went 
into the design of this new “H ( H”’ 
line—the biggest achievement ever 
produced in high grade push but- 
ton switches. Only the best ma- 
terial, and plenty of it, used in 


Each of these switches is distinguished by 
a star set in the face of the “current on” 
button. “Gold Star’ Switches are marked 
with a 14 carat gold star. “Silver Star” 
Switches have an Undark star which 
makes the “on’”’ button visible night or day. 





Push button. Composi- 
tion “H &H” initials on 
“off” button, UniqueStar 
set in “on” button. But- 
tons very finely finished. 


every part. Perfected produc- 
tion methods assure the quality 
of every switch. In appearance, 
Operation and durability, these 
Switches warrant your enthusiastic 
endorsement. 











Dust cap. Substantial 
Composition. Close fit- 
ting. Protects mecha- 
nism from dirt and me- 
chanical injury. 





Base plate. 
Heavy brass. 
Insulated from 
all live parts by 
composition and 
liberal air gaps. 









F 
ra 





The Hart & Hegeman Manufacturing Company, Hartford, Conn. 






Composition base. Moisture 
proof. One piece. Won't 
break. Substantial. Neat. 
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Start Now To Make 


If you want to cash in on the Christmas 
business this year and step into 1923 with 
your merchandise stock trimmed for action, 
follow out this suggestion. Start right now 
and go over your stock carefully, picking out 
the slow-moving, profit-eating merchandise 
and make definite plans to sell it between now 
and Christmas. 


Money will be spent more freely this month 


Reversing Cylinder Washer 


This all-metal Gainaday is the very latest in 
cylinder type construction and has been our 
standard make for many years. The eight- 
sheet capacity aluminum cylinder revolves and 
reverses in a copper tub tinned on the inside. 
The 4% H.P. motor runs the strong mechanism 
which is entirely enclosed. Wringer is all 
metal, equipped with special device which in- 
sures absolutely even pressure at all times. 
Nearly 100,000 in use. Retails at $150.00. 
(Galvanized tub model $130.00.) 


$150= 


Household 


than at any other time of the year and it gives 
you an opportunity to clean up your miscel- 
laneous assortment of washers, ironers and 
cleaners and start 1923 with one nationally 
known complete line of appliances. In other 
words, put your appliance department on a 
permanent and profitable basis. The most suc- 
cessful merchandisers agree that the only way 
to do this is to concentrate on one line such 
as Gainaday. 


Gainaday Oscillator 


This is the highest grade, cabinet type, oscil- 
lating washer on the market and retails at the 
lowest price. Seven-sheet capacity copper tub 
is driven by a simple mechanism which in turn 
is direct driven by a powerful splash-proof 
motor. Automatic switch shuts off current in 
case of overload. Exclusive feature which pre- 
vents blown fuses and burned out motors. 
Equipped with same wringer as_ cylinder 
washer. The greatest washer value in the 
world. Use it as a “leader” and you will make 
more sales and bigger profits. 


























Your 1923 Sales Plans 


The Gainaday line is illustrated and described 
below. Pay particular attention to the Oscil- 
lator. Use it as a “leader” to build up a 
successful business. No washer on the market 
can compete with it as to quality and price. 


By concentrating your efforts on the Gain- 
aday line, you will simplify your correspond- 
ence, purchasing, accounting, servicing and 


selling, which in turn cuts your overhead and 
increases your profits. 


Some desirable Gainaday territory is still 
open for live jobbers so if you have the proper 
sales facilities and are desirous of linking up 
with a national organization with 30 years 
experience and resources of over $4,000,000, 
write or wire for our 1923 sales proposition. 


Do it today. 


GAINADAY ELECTRIC COMPANY 
3016 Liberty Ave., Pittsburgh, Pa. 


Suction Cleaner 


This cleaner is a wonder. Light, strong, simply 
constructed, and very efficient. Specially de- 
signed bag holds dust and dirt gathered up by 
powerful suction through nozzle which is 13 in. 
wide. Pistol grip handle equipped with trigger 
switch. Retails $48.50. Attachments $10.00 


extra. 
$4850 


Household 


All Prices Quoted are East 
of Rockies and F. O. B. 


Nearest Warehouse 


Open End Ironer 


The most efficient and up-to-date Ironer made. 
Many important features—strong motor, con- 
venient switch button, clutch to start and stop 
roll, smooth faced ironing shoe, pedals for con- 
trolling shoe, 46-in. well-padded roll, open end, 
automatic gas and air mixer, and one wheel for 
adjusting pressure. Mechanism is strong and 
completely covered. No belts or pulleys. 
Retails $155.00. (Electrically heated $200.00.) 











Appliances 
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Not Only 


“Sell ’em 














Something More” 





PITTSBURGH 











ECONOMY 


NATIONAL PRODUCTS 


‘All You Require When You Wire”’ 








But 


“Sell ’em 


Something Better”’ 


| That’s Why National Products Sell Everywhere 


National Metal Molding © 











| Inland Electric Furnishes Radio 
Program 

What is considered quite an ino- 
vation in radio circles was offered by 
the program broadcasted on Oct. 31 
from KYW, the Westinghouse broad- 
casting station at Chicago. ‘The radio 
department of the Inland Electric 
Co., Chicago jobber, furnished the 
entire program, the following mem- 
bers taking part: Bob Meyers, bary- 
tone; Ben Berg, violin; Arthur Size- 





more, accompanist; C. H. Benvenuti, 
banjo; E. V. Tanner, guitarist; J. B. 
Blanton, sax-clarinet; Maurice S. 
Wetzel, pianist; Charles Curtiss, 
cornet; Melba A. Moore, pianist; Joe 
Grill, trombone; Lee Butterfield, 
pianist, and Urban Palmer, drums. 

An orchestra has been organized 
by the Inland employes, and arrange- 
ments have been made for broadcast- 
ing one evening each. month during 
the winter season. 





That’s Different 


Two jobbers’ salesmen met in a 
restaurant. One of them happened 
te be eating crackers and milk. 

“Hello, Bill! 

“No. 


Are you on a diet?” 





I’m on a commission.” 


















Signlite with clear bulb 


















Signlite with blue bulb 
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The Brighter Light of 


Lower Current Cost 


When you sell 


Signlites you are assured that your 


customers will keep on coming back for more. 


The concentrated filament that 


gives brighter light, 


the rugged construction that insures longer life and the 
10-watt guaranteed consumption all make for a lamp 


that gives absolute satisfaction. 


Order your fall stock 


now and be prepared for the renewals needed for the 


longer fall evenings. 
Write today for discounts 


and full details 


Manufactured Exclusively for 


Save Sales Company 
261 Broadway 


New York City 
































Probably 
saleswoman 
that is Mrs. Shelton of the Illinois Elec- 


there is only 
in the United 


one jobber’s 
States, and 


tric Co. Los Angeles, Calif. She shied 
a little at the photographer and wouldn't 
come entirely into the picture. In the 
center is Mrs. MacEwing, who is with 
the Renard-Stary Electric Co., retailer 





at Los Angeles. 














Administrative Building, Merchandise Dept., Bridgeport Works 


Increased Service for Jobbers 


By concentrating the sales direction of all resale products into 
one organization, the new Merchandise Department of the 
General Electric Company is prepared to give special attention 
to the problems of the jobber and the dealer. 


The new department is located at Bridgeport, Conn., where 
there is ample room for expansion. Every phase of market anal- 
ysis and sales promotion will receive expert consideration and the 
result will be an ever increasing service to every distributing 
branch of the electrical industry. 


G-E Service will follow G-E products all the way from factory 
to consumer, speeding up sales for both jobber and dealer and 
developing larger markets for all resale electrical products. 


When you need sales help remember 
Merchandise Dept., General Electric Co., 
Bridgeport, Conn. 


Sales Offices in 


General Office “Ss 
all large cities 


Schenectady, NY. 
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G-E Wayne Toy 
Transformer 
50-Watt Capacity 





G-E Wayne Toy 
Transformer 
100-Watt Capacity 








Handy Power for Toys— 
A Year-Round Sales Item 


Christmas is not the only time when electrical toys are 
sold—birthdays come every day of the year—and it is 
indeed a neglected child who gets toys only on these two 
occasions! 


Toy transformers follow or accompany the sale of electrical 
toys almost as surely as day follows night provided, of 
course, that the toys are sold to a wired home. Batteries 
wear out but the transformer outlasts the toys it runs—and 
the profit on a transformer sale exceeds the profits on the 
sale of many batteries. 


Right now there are a lot of electrical toys that can bring 
renewed joy to their youthful owners if supplemented by a 
toy transformer. Get your dealers to go after this business 
and place their orders now for sturdy, reliable G-E Wayne 
Toy Transformers—little brothers of the great million-volt 
apparatus made by the General Electric Company. For 
information address Merchandise Dept., General Electric 
Company, Bridgeport, Conn. 


A quality device creates good will for both 
jobber and dealer who sell it 





General@Electric 


General Office 
Schenectady, NY. 


Company Siagaa .. 











Are you selling a battery charger 


you can safely guarantee? 


Of course you have already felt the growing demand from 
your dealer for a charging set that will charge radio bat- 
teries at home. How are you meeting this demand? 


Tungar Battery Chargers 


are not an overnight development to meet the present 
radio demand—they have seen years of service charging 
storage batteries for automobile starting and lighting. 
Now they can be offered toradio users with the confidence 
bred of demonstrated reliability. 


Practically noiseless, the Tungar can be used for overnight 
charging with no inconvenience. This eliminates the trouble 
of taking the battery elsewhere for charging, and home 
charging with a Tungar saves at least 24 the charging cost. 
Tungar is highly efficient, absolutely dependable, perfectly 
safe and fully guaranteed by the General Electric 
Company. 


Jobbers can safely guarantee Tungars to their dealers 
who in turn can guarantee them to their customers. 








Owners of radio sets 
need a battery charger 








Tungar Battery Charger—saves disappoint- 
ments and annoyance by keeping storage bat- 
teries efficient. 


Tungar is made easy for deal- 
ers to sell by extensive adver- 
tising in radio papers and by 
a complete line of dealer helps 
including lantern slides, win- 
dow display, booklets, and 
newspaper electrotypes. 


For further information address Merchandise Dept. 
General Electric Company, Bridgeport, Conn. 





General 


Saag Company 


@Electric 


Sales Offices in ,., 
all large cities 














List of G-E Factories 


Connecticut 
Bridgeport Windsor 
Indiana 
Kt. Wayne 
Maryland 
Baltimore 
Massachusetts 
East Boston Everett 
Gloucester Hudson 
Lynn Pittsheld 
Taunton West Lynn 
Missouri 
St. Louis 
New Jersey 
Ampere Be lle V ille 
Harrison Bloomfield 


Decatur 














Bridgeport Works 
General Electric Company 


Where to Get G-E Service 


For Business in the United States 


G-E Sales Office G-E Distributing Jobber 
Alabama, Birmingham...... Matthews Elec. Supply Co. 
A OER. 5 55440 dn 005 00bas hand bs 650s be ouke® ee re 
PUREE TITS OI, 6 0 660106 Shs SEAN sd Fewe sa saneceee ssesusmrnehdave 
California, Los Angeles}. .... Pacific States Electric Co. 
California, Oaklandt........ Pacific States Electric Co. 
California, San Francisco§f. . .Pacific States Electric Co, 
Colorado, Denvert.......... The Hendrie & Bolthoff Mfg. Sup. Co. 
A RUNNIN 6 cds sx dG Ras cwhS oe SEGRE EON be Wa pewes be ASGs 
Rinna PN NEIEN Ss ning Suidis sis sick bao ons bs 900604409544 ee eas se 


Connecticut, Waterburyt. .. 
District of Columbia, Wash- 


. New England Eng. Co, 


ee PEE er National Elec’! Supply Co. 
Florida, Jacksonville. ....... Florida Elec. Supply Co. 
Florida, Tampat.........+.% Florida Elec, Supply Co. 
Georgia, Atlanta§{.......... Carter Electric Supply Co. 
Georgia, Savannah{......... Carter Electric Supply Co. 
Illinois, Chicago§}......+.+- Central Electric Company 

Commonwealth Edison Co. 

Indiana, Evansvillet........ Crescent City Electric Co. 
RNMARES FOES FURY NC 0 0s 0:00 50009995005 eins dh McEwen tsess cee ebeesne 
Indiana, Indianapolis........ Indianapolis Elec. Supply Co. 
Indiana, South Bend}. ...... South Bend Electric Co. 
SOUR MT RERUEP. 56s ecsnsevces asec ser seareeseus ona kw eae 
Iowa, Des Moines... ......-Mid-West Electric Co. 
Kentucky, Louisville. ....... Belknap Hardware & Mfg. Co. Inc 
Louisiana, New Orleans..... Gulf States Electric Co., Inc. 
Maryland, Baltimore........Southern Electric Co. 
Massachusetts, Boston}..... Pettingell-Andrews Co. 
NMRA TTR BOININ 6 iss covey does k asses nceraeweuerensabes teu 
RN TES S52 sing Wo o5eb Aoaw bb RC AMEE S Seah ois Soe ee Wien 
Michigan, Detroit. . . rank C. Teal Company 
Michigan, Grand Rapids Biased obs) i $8 co basso ee se oeae er erane cele see 
PRICHARD, GECKBON, <2 6 6 6:s:0;515 15.00.0041 visidn te 6 8.00 8 8Sie' 0.0 010 5ie fa bees O04 0:6 
Minnesota, Duluth.......... Northwestern Elec, Equipment Co. 
Minnesota, Minneapolist§....Peerless Electrical Co, 
Minnesota, St. Paulf........ Northwestern Elec. Equipment Co, 
DENOTE, TODUNT:.: 2... «0000 sid ne tus vics sin ecincwesse¥ ees eecedeoecseeese.s 
Missouri, Kansas Cityj...... The B-R Electric Co. 
Missouri, St. Louis§f........ Wesco Supply Company 
Montana, ButteT........00- Butte Electric Supply Co. 
Nebraska, Omaha........00- Mid-West Electric Co. 
New Jerecy, Harrison... 0is000c0c0cc sees sec svcsnescccesescccecesiocicdes 
New Jersey, Newark........ Tri-City Electric Co., Inc. 
New Jersey, Trenton... .cccccsscccccsccsscceccsccscccsccscceccccceces 
New York, ‘Albs anyt. . Havens Electric Co., Inc. 
New York, Buffalo.......... Robertson-Cataract Elec. Co. 
ieee Bier Rs ois o's pts gions enced sober eaaior ees eetes i eunaess 


Roselle Park Newark 
Little Ferry 
New York 
Schenectady Maspeth, L. I. 
Rochester 
Ohio 
Cleveland Sandusky 
Pennsylvania 
Erie York 
New Kensington Philadelphia 
Scranton 
Rhode Island 


Providence 








F a 


G-E Sales Office G-E Distributing Jobber 
New York City§f........... E. B. Latham & Company 
Royal Eastern Elec’ Sup. Co. 
(Also Borough of Brooklyn, Long 
Island City and Jamaica, L. I.) 
Sibley-Pitman Elec. Corp, 


hel 


te cg EOD AE Ly Tr eee 
New York, Rochester....... Wheeler-Greene Elec’l Sup. Co. 

PCW TORN, OCORBERRAY 52 5.85 bois np salerny eiwea aie he GaSb elo e acid n ed's 
New Y ork, SYTACUNE, 6... odes Mohawk Elec’l Sup. Co. 

North Carolina, Charlotte. . .Elec. Supply & Equipment Co. 

Chie, Abtren... 000s sc.ceees Republic Electric Cou. .........2200000-00, 
Chio, Canton.. cnieore .- 

Chio, Cincinnati} Ravwibat stawisie . The F. D. Lawrence -e Elec. ‘Co. 

Ohio, Cleveland. . 15.25 c0s0 Republic Electric Co. 

Chio, COMMUN BUR 69.65 054 sb 00% The Erner & Hopkins Co. 

ORiOS BYU 6 ie sis ove sees The Wm. Hall Electric Co. 

oe ee Vi. G. Nagel Electric Co. 

Ct ate hag pane AOE EE CPT ON EEE |S SELES ICU 
Cklahoma, Cklahoma Cityt. Southwest C-E Co. 

Oklahoma, Tulsa. .......... Southwest G-E Co. 

Cregon, Portland}. ......... Pacific States Electric Co. 


POUR PIT RAIA MON. 5 osc sits essa EN he bo ae tbe 
Pennsylvania, Philadelphia§t Philadelphia Electric Company 
Supply Dpartment 
Frank H. Stewart Electric Co. 


Pennsylyani., Pittsburght. ..Union Electric Company 


PADDOE IMEn A SOV IAEN OSS 6-6 o'ss ecitOe as bese os ee dle oe Ss 4 06828 ssid 
South Carolina, Columbia}. ..Perry-Mann Elec. Co. Inc. 

Tennessee, Chattanooga... .. James Supply Company 

LODDENEOR, MOTMEVIUE. 65's. 0.550 6 von Sisk ene vee EA as eee niche pare re ee : 
Tennessee, Memphis. ....... Llectric Supply Company 

TE CURAIBE IN AEEN IUD ain olen soon oa eee ee pases so IS esd exer bee ee 
DOSES, DRUGS so oocesssecd Southwest G-E Co. 

pin eT. Southwest G-E Co. 

Texas, Houston}.............Southwest G-E Co. 

Texas, San Antonio......... Southwest G-E Co, 

Utah, Salt Lake Cityt....... Capital Electric Company 

Virginia, Richmond... ......Southern Electric Company ..............+ 
Washington, Seattle}........ Pacific States Electric Co, 

Washington, Spokane. ......Pacific States Electric Co, 

V ‘ashington, i Se pa nales pm ERD AGT aes s10 reco saa buat wan 
West Virginia, Bluefield. .....cccecceccccccccerccceee ceeeeeeees o 
West Virginia, Charleston. .... ESD RNR Se REDE ead e Oct e Teme sacs TA : 
WHISOOMIRT, MMWOORIE i555 550% s0'55s bales neve <obb seas ela uke Rees 


For Hawaiian business: Catton, Neill & Co., Ltd. Honolulu 

For Canadian business: Canadian General Electric Company, Ltd., Toronto, 
Canada 
tNo G-E Office 


{Warehouse §Service Shop 


Distributors for the General Electric Company Outside of the United States 


INTERNATIONAL GENERAL ELECTRIC COMPANY, INC, 


120 Broadway, New York, N. Y. 


Scionnie, N. ¥. 


eneraldEle ctric 


General Office 
Schenectady, NY. 


mpany 


Sales Offices in 


all large cities “~~ 
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Railroad Electrification 


One advantage of the electric loco- 
motive that is frequently overlooked in 
comparisons with the steam locomotive 
is the fact that the former is more 
“fool-proof,” states The Practical En- 
gineer. The electric locomotive is pro- 
vided with meters affording complete 
knowledge and control of operating 
conditions, also forming a valuable 
guide to the handling of a train, par- 
ticularly in starting. The economy of 
electric traction is not dependent upon 
man, as in the case with steam, and 
operation is therefore no longer a mat 
ter of individual human judgment, 
skill, or fidelity. The theoretical ad- 
vantages of the steam locomotive are 
more often than not in practice nulli- 
fied by the human element. Brick 
arches, superheaters, stokers, siphons, 
automatic fire-doors and power re- 
verses all show low average results 
because their properties for increasing 
efficiency are dependent upon the in- 
telligence and faithfulness of the en- 
gineer, who is only human. In the 
modern power house, on the other 
hand, the efficiency devices are used in 
far greater completeness, and, in ad- 
dition, there are trained men and care- 
fully kept records to make sure that 
they are properly used. 








You don’t have to look twice to see that 
California’s famous flowers do not stand 
one-two-three with his daughter, in the 
opinion of J. G. Loomer, salesman for the 
Western Electric Co., Los Angeles. J. G.’s 
rather quiet, but given the opportunity, 
there’s something or two in California 
he’d probably say a few words about, and 
that doesn’t leave out Miss Loomer either. 











A Real Salesman 
Never Overlooks An Opportunity 


We have just placed our Bulletin No. 2 on 


New Glass Insulators 


for 


Power Lines 


in the hands of many Central Stations and 
Power Companies. The resultant orders and 
inquiries have shown that a market for these 
insulators does exist. 


Why not grasp this opportunity ? 


bo 


Send for this New Bulletin No. 


HEMINGRAY GLASS COMPANY 


MUNCIE, INDIANA, U. S. A. 























_HYDRO-PROOF _ 





G TAPE 


Sun or warmth do not harden this tape 
thefe’s no rubber in it to vulcanize. 

Rain, sleet or cold cannot affect its adhesive- 
ness—a thoroughly weather-proof composition 
insures this. 


Does not deteriorate in stock. 


Distributors of Hydro-Proof Black In 
sulating Tape develop an ever-increasing 
demand for it among their customers on 
account of its perfect insulating qualities 
and its durability. 


Sold to jobbers only. 
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A. I. E. E. Meetings in 1923 

In accordance with its policy of 
holding four national meetings each 
year, the American Instityte of Elec- 
trical Engineers has taken steps to 
arrange its program for the coming 
year. The board of directors has ap- 
proved the holding of two meetings, 
the midwinter convention in New 
York on Feb. 14-16, and the summer 
convention at Swampscott, Mass., on 
June 26-29. It 
that one of the remaining two conven- 
tions be held in Pittsburgh in April, 
and the other at San Francisco in the 
latter part of September or October. 

%* * # 


Inspectors to Discuss Code 
Revisions 
The eighteenth annual meeting of 
the Western Association of Electrical 
Inspectors, which will be held at the 
Hotel Sherman, Chicago, Jan. 23-25, 
will be one of the most important, 
from a technical and practical stand- 
point, that the association has ever 
held. Pactically the entire program 
will be devoted to a presentation and 
discussion of proposed changes in the 
National Electrical Code. 
It is planned to have the chairman 
of each standing committee or the 


was recommended 


chairman of each technical sub-com- 
mittee of the Electrical Committee of 
the National Prevention 
ciation present the changes in the code 
related to the work of each committee 


and explain the reasons for and im- 


lire Asso- 


port of each suggestion. 
x * # 


Transformer Standardization 


The second edition of “Trans- 
former Standards” handbook, issued 
by the Transformer Section of the 


Electric Power Club, contains infor- 
mation on all transformer standard- 
ization effected by that organization 
tc date, and copies of this pamphlet 
may be obtained from any American 
manufacturer or distributor of power 
transformers. ; 

The standardization which has been 
effected by the sections specializing 








IGEST OF THE NEW; 





on other groups of Electric Power 
Club apparatus and control equip- 
ment appears in other publications 
which may be obtained by addressing 
the Electric Power Club, Kirby build- 
ing, Cleveland, Ohio. 


* * * 


Cooper Heads Electrical League 
of Denver 

The Denver 

tive League has just completed its 

first year of operations and the results 


Electrical Co-opera- 


have been so successful that plans 
have been made to widen its scope. 
At a recent meeting of the advisory 
board John J. Cooper, general man- 
ager of the Mountain Electric Co., 
who has contributed a great deal 
toward the building and expansion of 
the league, was elected chairman ot 
the board; Charles N. Shannon, prom- 
inent Denver contractor, was elected 
vice-chairman; R. W. Elliott, sales 
manager for the Albert Sechrist Man- 
ufacting Co., secretary, and O. L. 
Mackell, chief clerk of the Denver 
Gas & Electric Light Co., treasurer. 





J. J. Cooper, General Manager of the 
Mountain Electric Co., Denver. 


i 


Jobbers who are actively identified 
with the league include L. E. Law- 
rence of the New England Electric 
Co.; B. C. Watts of B. C. Watts 
& Co.; J. C. Davidson, manager of 
the electrical department of the Hen- 
drie & Bolthoff Manufacturing & Sup- 
ply Co., and J. W. Ryall, manager of 
the electrical department of Mine & 
Smelter Supply Co. 

Frank J. McEniry has been ap- 
pointed field representative and_ is 
making a study of conditions as af- 
fecting the electrical industry in 
Denver. 

* * * 


A. M. E. S. Discusses Industry 

A comprehensive report was pre- 
sented by President S. L. Nicholson 
at a special meeting held during the 
regular fall conference of the various 
sections of the Associated Manufac- 
turers of Electrical Supplies in New 
York during October. It took the 
form of a review of conditions af- 
fecting the organization of the elec- 
trical industry at the present time and 
of the work the Electrical Manufac- 
turers’ Council and the A. M. E. S. 
are undertaking through their various 
sections. 

* # # 

Societies Combine to Make 
Fixture Market a Success 
At. a meeting of the executive 

boards of the Lighting Fixture Deal- 

ers’ Society of America, the National 

Council of Lighting Fixture Manufac- 

turers and the Illuminating Glass- 

ware Guild, held at Hotel Winton in 

Cleveland on Oct. 10-11, it was de- 

cided that henceforth there would 

exist closer co-ordination of the so- 
cities, which would work to the great- 
er expansion of the fixture market. 

It was also announced at this ses- 
sion that the convention would be held 
at the Hotel Winton the week of 
Jan. 15. The manufacturers’ regular 
business sessions have been postponed 
to the midsummer meeting. so as to 
leave the entire week of Jan. 15 to 
conduct the business sessions of the 
dealers. Inasmuch as the 19238 con- 
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NOARK treenve devices 


SVERY 


FUSE IE 


STEP: 





Worthy of their name~and of your trust 


Noark NON-INDICATING FUSES are 


new-comers to the Noark line. 


But they are every whit worthy of their name 
—and of yourtrust. The one thing connotes 
the other. 


Noark Fuses will never be cheapened at the 
expense of quality. 


You cannot buy a Noark Fuse designed for 
service where protective equipment of another 


type should be used. 


But you can buy a Noark Fuse designed to 
serve every purpose for which fuses should be 
used. And in such service you can rely abso- 
lutely on the dependable protection afforded by 
Noark Fuse performance. 


Whether your requirements are for fuses of 
| ampere capacity or 1,000 amperes—fuses for 
a 6-volt automobile lighting circuit, 110-volt 
house lighting service, a 220, 440 or 600-volt 
power line, a 2200, 4400, 6600 or 13 ,000-volt 
transmission line—or any other standard volt- 
age, amperage or class of service—there is a 
Noark Fuse exactly adapted to your require- 
ments. 


Noark Fuses are made with ferrule contacts, 
knife-blade contacts, post contacts, flush con- 
tacts, variously modified for differing service 
applications, and are supplied in all ratings 
desired with these respective types. 


Noark service is your service for every electri- 
cal protective problem. 


THE JOHNS-PRATT COMPANY, HARTFORD, CONN. 


NEW YORK BOSTON (9) SAN FRANCISCO 
41 East 42nd Street 161 Summer Street Call Building 
ST. LOUIS CHICAGO PITTSBURGH PHILADELPHIA 


Boatmen’s Bank Bldg. 


i i ‘\ 
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35 So. Desplaines St. 


VULCABESTO 


Bessemer Bidg. Franklin Trust Bldg. 
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PACKING AND 
INSULATION 

















JOHNS-PRATT Prooucts 
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Down Akron way they say two leading 
lights in the jobbing firmament are T. D, 
Thomas and C. F. Murphy, who keep 
things running smoothly at the Akron 
branch of the Republic Electric Co., Cleve- 
land. T. D.’s on the left, and C. F.’s on 
the right. 





vention and market will not be open 
to the public, it was decided that ex- 
hibits in hotel rooms would be more 
satisfactory than the open booths in 
a public auditorium used at previous 
markets. It is the opinion of the 
executive boards also that the business 
atmosphere of a hotel is more con- 
ducive to a successful market than 
that of an auditorium. 

A feature of the convention, which 
will include a display of glassware 
and lighting fixtures, will be practical 
the 


proach of dealer to retail customer 


demonstrations for proper ap- 


and of salesman to dealer. Five hun- 
dred dealers and 2.500 salesmen are 
expected to attend. Officials will con- 
centrate on a membership drive, and 
have an 


manufacturers will 


tunity to discuss the industry with the 


oppor- 


dealers. 


* * * 


Utility Control in Indiana 

Returns from a state-wide poll in 
Indiana on the subject of govern- 
mental regulation of public utilities 
show conclusively that the business 
interests of the state are overwhelm- 
ingly in favor of regulation of some 
Those polled were the members 
Indiana State Chamber of 





sort. 
of the 





Commerce, the Indiana Manufactur- 
ers’ Association and the Indiana 
Bankers’ Association. The returns 
show a vote of 614 to 48 in favor of 
regulation of public utilities. On the 
question whether the utilities should 
be regulated by the state the vote was 
587 to 77. 
* * * 


Salt Lake City Exposition Very 
Successful 

The Salt Lake City Electrical Ex- 
position, held in the Bonneville pavil- 
ion Oct. 2-14, under the auspices of 
the Rocky Mountain Electrical Co- 
operative League, proved to be one 
of the most successful exhibitions ever 
conducted to gain public interest in 
electrical development. The famous 
archway of jewels, illuminated each 
evening by a battery of twenty 18- 
in. seachlights, was a magnificent 
spectacle, and was a great factor in 
advertising the exposition. 

Inside the spacious pavilion the 
visitor was greeted with an array of 
electrical exhibits, featuring house- 
hold appliances of every description, 
industrial applications of electricity. 


radio, generation, transmission of 
power, lighting demontrations., ete. 
A set program was carried out 


every day, including radio concerts, 
of 


current, 


demonstrations high-frequency, 


high tension educational 
talks on the use of electrical appli- 
ances in the home, demonstrations and 


the “Hall of Elec- 


trical Wonders,” dancing and orches- 


experiments in 


tral music. The demonstrations and 



























experiments were made by P. P. Ash- 
worth of the Utah Power & Light 
Co. and H,. T. Plumb of the Salt Lake 
City office of the General Electric 
Co. Mr. Plumb’s “stunts” included 
the production of artificial thunder 
and lightning, the wireless transmis- 
sion of light, and demonstrations of 
corona. 

A spectacular parade 
held on the evening of Oct. 5, a pub- 
lic wedding with electrical presents 
donated by dealers, prizes of elec- 
trical appliances for the winners of 
contests, and the designation of cer- 
tain days as “Old Folks’ Day,” 
“Students’ Day” and so forth added 
to public interest. 

Among the most 
hibits were those of the Intermoun- 
tain Electric Co., Capital Electric 
Co.. Mine & Smelter Supply Co., 
Western Electric Co., General Elec- 
Westinghouse Electric & 
Manufacturing Co.. National Lamp 
Works. Utah Power & Light Co.. 
Union Pacific Railroad Co., Mountain 
States Telephone & Telegraph Co.. 


electrical 


interesting ex- 


tric Co., 


Utah Copper Co.. and the Western 
Union Telegraph Co. 


* * * 


California Defeats Act for 
State-Owned Utilities 


A proposed amendment to the state 
constitution, known as the water and 
power act, was defeated by the people 
of California at the November elec- 
the 
The 
advocates of the amendment charac- 


tion. the returns showing that 
measure lost by two to one. 


View in the Bonneville Pavilion, Salt Lake City, Where Exhibits Were Made at the 


Rocky Mountain Electrical Exposition. 
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fl helped land ONE big Order! 


I’ma package outfit of Scoopettes, complete with 








ws all fittings and wire ready for you to light any show case 


Here’s how I helped one dealer: SCOOPETTES 


1. While the prospect was ‘‘hot’ his jobber delivered a Slee Medal 83 de 

package outfit of Scoopettes from stock. It was complete 25-watt 

with all necessary parts. All he had to do was to install x 

it in one case to demonstrate Scoopette show case lighting Round G-18% 

to the merchant in his own store. (medium screw base) 
Lamps 





2. Scoopettes lighted this case better than any the 
merchant had ever seen and the cost of lighting his regular 
8-foot case with Scoopettes was less than any other equip- 
ment he had ever used—only 5 cents per 8-hour day. Each Package 


is a complete Outfit and 
includes all parts neces- 
sary to completely wire 
one case, i. e., Scoopette 
units, T-fittings, elbows, 
tubing, insulating joint, 
and wire. 


3. When we compare the cost of lighting all cases with 
Scoopettes it was easy to get the big order for his 256 
cases. Did we take our time then? No—we started 
installing more standard package Scoopette outfits right 
then. Is he satisfied? I'll say he is!! 





Any wonder he is sold on Scoopettes in complete package outfits? No delay 

when the prospect is interested. No delay installing ’em—and best of all— NO OTHER 
Scoopettes light any show case better and cheaper because each ‘‘Scoopette™ PARTS NEEDED 
is a powerful silver mirrored X-Ray Reflector!!! 


Sell yourself on Scoopettes so you can sell others! Read our bulletin “How to Sell Show Case Lighting!!” 


National XKay Reflector Co. 


New York CHICAGO Los Anégeles 


31 W. 46th STREET 231 W. JACKSON BLVD. PACIFIC FINANCE BLDG. 
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LIBERAL 


Discounts Now 
Get Our Prices 
Features that make 
PROPP One-4-All 


Single Standard Unit 


Xmas Tree Sets 
the 


Jobbers Best Sellers 


Quality High—Price Lowest 

















Flexible—Practical—Up-to-Date 
Build Them Up As You Like. 
Old and new sets can be easily attached 
to the PROPP Continuous Socket At- 
tachment indicated by the arrow in 


illustration. This one style set takes 
care of every demand. 


Let Ad-A-Lite 
Increase Sales 


NEW LIST PRICE 





The finest Two .~ Device Made 


AD-A-LITE has a Spring Contact in 


the base of the socket. Will take a 


Shade Holder. Will seat in deep sock- 
ets; is built sturdy and handsome in 
appearance. 


GUARANTEED IN SERVICE TO 
LAST A LIFE TIME 


These outstanding features of AD-A- 
LITE make it a sales getter. 


M. Propp Company 


524-28 Broadway - New York City 











| 
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| terized their campaign by insinuations 


of graft, exorbitant profits and mis- 


_ representation of the stand of the 
| power companies, and the power in- 


terests were accused of trying to 


build up a_ political machine and 


| create a monopoly by which they 


could control the hydroelectric re- 


| sources of the state. 











The act provided for the contro! 
of the water powers of the state by a 


| board of five to be appointed by the 


governor, which would have at its 
disposal $500,000,000 to be raised by 
the sale of bonds and backed by the 
credit of the This money 
could be used at the discretion of the 
board to develop and distribute water 
and electrical energy and, if deemed 
expedient, for the acquisiton of the 
power plants and distribution systems 
of private owned utilities. 
* * # 


New Miniature Lamp Contract 


The Westinghouse Lamp Co., the 
National Lamp Works and the Edison 
Lamp Works of the General Electric 
Co. have announced the introduction 
of a new miniature lamp contract, 
known as the retail purchasers’ con- 
tract. In addition to the 25 and 33% 


state. 


| per cent discounts, any dealer who 


signs one of these contracts and who 
within a year buys $200 net value of 
one brand, either directly from the 


manufacturer or through one agent, 
will be allowed an additional discount 
equal to 10 per cent of the net value 
of the lamps. It is further provided 
that when the dealer’s purchases have 
reached $200 net value in one year’s 
time the contract immediately ter- 
minates and he is eligible to sign a 
new one, 
* * # 

Publicity in West Virginia 

At the annual convention of the 
Public Utilities Association of West 
Virginia, held at Charleston on Oct. 
20 and 21, plans were made for a 
publicity campaign in the state to 
educate the public concerning central- 
station and other utility companies. 


* &¢ 


Handbook in Two Parts 


At a recent convention of the Elec- 
tric Power Club at Asheville, N. C., 
it was decided to issue the “Hand- 
book” in two parts. One part will 
contain the standardization rules of 
the Electric Power Club, including 
adopted standards, recommended 
practices and recognized departures, 
this part of the book to be available 
for general distribution. The other 
part will include the constitution and 
by-laws, rules of procedure, list of 
member companies and_ represen- 
tatives, and one page to each member 











Following its practice of preparing a series of Christmas campaign selling helps, 
the Society of Electrical Development has come forward with an array of material 


which surpasses anything it has offered in previous years. 


These include a three- 


panel window display screen in five colors, a festoon of nine cut-out cards, holly- 
wreath design, each card being illustrated with a different appliance; a set of seven 
display cards illustrated with a different appliance reinforced by a selling message, 
a space being left blank for price; a six-page illustrated gift suggestion folder with 
space for imprint; a set of six lantern slides covering Christmas subjects, and a 
colored poster stamp The Society has made the material available to members and 
non-members alike, the prices charged to members being the actual cost of produc- 
tion, and to others a special price which will enable them to obtain ‘real, live selling 


helps at a great saving of expense. 


SESE ae ae 
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Patented March 1, 1910—Feb. 13, 1912 


It’s Easy to Sell 
“Gem” Sectional Switch Boxes 


Because they’re Fool-proof and Trouble-proof 


This and other talking points—coupled with 
tising—give men who sell “Gem” 
salesmen. 


the aid of our extensive adver- 
Switch Boxes a big advantage over competitors’ 


Your competitors haven’t a leg to stand on when you explain to prospects 
that “Gem” Boxes are so simply and accurately constructed that it is impossible 
to assemble them any way but the right way, either singly or in multiple form as 
gang boxes, and point out these other superior points. 

It is impossible to make a mis- 


To build gang boxes you mere- 
ly remove cne side and add an- 
other unit, making it fast with 
one screw. The only tool need- 
ed is a screw driver. 





take in putting the sections to- 
gether because all sides are in- 
terchangeable. And all sections 
must fit snugly and rigidly. 
There is no other way to put 


them together. 
“Gem” 
quicker 


Their extreme simplicity makes it easy to build 
of gangs right on the job and to install them 
This saves delay—reduces cost. 

Furnished regularly in a smooth, heavy black insulating enamel finish which is thoroughly 
rust-proof, moisture-proof and acid-proof, can also be furnished galvanized. 

“Gem” Boxes are suitable for both old and new work. Ears extend % 
affording ample room for setting screws into lath or mounting board. 

No trouble to install—no trouble after they are installed. The original and recognized standard 
switch box. 

Remember, if you aren’t selling the 
your competitors who do sell them. 


Boxes into a number 
than any other make. 


in. from body of box, 


“Gem” line, you are helping to build up the business of 


May we send you Catalog No. 29 and full particulars? 


Chicago Fuse Mfg. Co. 


Manufacturers of Switch and Outlet Boxes, Cut-Out Bases, Fuse Plugs, 
Automobile Fuses, Renewable and Non-Renewable Enclosed Fuses. 


CHICAGO 


NEW heacseen 
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cy 
Little Ch ae 


on Electric Stove 


HE “Little Chef” electric stove 


is the handiest little household | 


necessity imaginable. In the kitchen 
for cooking, in the dining room for 
coffee or toast, in the bedroom for 


* preparing baby’s food, in the bathroom 


for shaving-water—it proves itself the 
housekeeper’s handy assistant. 


The exceptionally attractive retail 
price attracts the thrifty housekeeper 
and assures your dealers the rapid 
turnover desired. 


Push the “Little Chef” and the 
Little Chef will boost your profits. 


Specifications 
cold-rolled 

construction. 

coated and 


725” 


2-piece 
steel 
Copper 
nickel plated. 


high. 
ounces, 
and plug. 


Weight 22 
6 ft. cord 


Sold only 
thru jobbers 
and retailers— 
no house-to-house 
canvassers. 


can’t “‘short,” rust, 


nor corrode tt. 


THE W. B. McALLISTER COMPANY 
2167 East 3lst Street Cleveland, Ohio 
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I am enclosing $1.00 in full payment. 
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Give Yourself a 
Christmas Present 


Spend a dollar on yourself 
and get twelve issues of 
your favorite magazine— 
The Jobber’s Salesman— 
use the blank below. Just 
pin a dollar bill to it and 
mail in. 


SUBSCRIPTION COUPON 


Please enter my subscription to THE JOBBER’S SALESMAN for one year. 
(Canadian Rate, $2.00.) 


12-22 


























for listing of products manufactured, 
officers, etc. This part of the “Hand- 
book” will be principally for distribu- 
tion to members of the club. 


* * * 


New Type of Daylight Lamp 


An artificial daylight lamp has been 
developed in England. The lamp is 
of the regular incandescent type, and 
the light is reflected from a reflector 
which is colored with spots of certain 
The resulting reflection is 
very much like ordinary daylight. 
The absorption of the yellow and red 


shades. 


| rays in the light produces a light of 


long, 675” wide, 234” | 


The heat- | 
ing element is partic. | 
ularly efficient. Water | 





maximum clarity. A park was lighted 
with 60 of these lamps and the effect 
was almost the same as if the sun were 
shining. The new lamps are purchas- 
able on the English market at the 
present time. 

* * * 


Oklahoma Men Meet 


and_ plant 
gether with public relations, occupied 


Service problems, to- 
a prominent part on the program of 
the Oklahoma Utilities 
electric light and power division at 
the district meeting in Tulsa on Oct. 
17. Fifty public utility men attended 
the one-day conference, and another 
meeting on Dec. 1 is contemplated. 


Association’s 








Nope! No relation to the famous “Pat 
Rooney” of vaudeville fame, but the above 
likeness, as well as the name of Irvin J. 
Rooney is as well known among the con- 
tractors and dealers in and around Chi- 
cago. I. J., who has been connected with 
the jobbing industry for a number of 
years, recently joined the Faden Elec- 
trical Supply Co., 186 West Lake street, 
Chicago. and is renewing old friendships 
again. 
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Another Arrow Convenience 


The Arrow Electric Company announce that the chain balls on all 
Arrow Pull Sockets, cord balls on all Arrow Pull Switches, and handles 
on all Arrow Toggle Switches, both surface and flush, are now threaded 
to take a radium luminous tip. We feel confident that this improve- 
ment will prove to be as great a convenience in sockets and switches 


as the Uno bead was in shadeholders. 


The luminous tips contain ‘““Undark” Radium Luminous material 
enclosed for protection and mounted on a threaded brass ferrule to be 


screwed directly to these different Arrow products. 





Hereafter it will be unneccessary to order special mate- 
rial or replace an old installation in order to obtain the 
luminous feature. You can simply screw a new Arrow 
luminous tip to standard articles. It automatically locks 


into place. 


This is another step in standardization for the Arrow 


line and another point of progress in Arrow service. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONN. 


RROW 


The complete line of Wiring Devices 
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Fans for 1923 


KZ 





Emersons, of 
course-—including 


that good little fan, 
‘‘Emerson Junior''. 





Emerson Junior and 
all the larger 
Emersons, including 
some new models, 
make their 1923 %ap- 
pearance in new 
Bulletin No. 4024. 





Northwind Bulletin 
No. 4025 is also 
ready. 


The Emerson Electric 
Mfg. Co. 


St. Louis New York 





| down my 
| for materials. 

















My Relations with the Jobber 


(Continued from page 7) 


hardly blame them. I can only coun- 
sel patience to these jobbers and urge 
them to keep up their good work, be- 
cause it has been true since the 
beginning of history that nearly al! 
innovations and improvements have 
had to be crammed down an unwilling 
public’s throat. 

So, from what I have said above, 
I feel that my jobber has been of 
great service to me. He has per- 
mitted me: First, to devote mor: 
time to the business of getting orders 
and running my business, by relieving 
me of details; second, to do a larger 
and greater business on a compar- 
atively small investment; third, he has 
given me the newest and freshest 
stock of up-to-date materials; fourth, 


| to order stuff as the job comes alonz 


and through prompt deliveries to keep 
outstanding indebtedness 
Therefore, who is 
there that can deny that the jobber 
doesn’t help men in my business, who 
use them rightly? 

And here are two things the con- 
tractor must do if he wants perfect 
co-operation: First, he must pay his 
bills promptly; second, he must not 
use sharp practice on the jobber and 


try and secure carload lot prices on 


pipe, for instance, when he needs but 
30 ft. of it. 

It is said that the jobber sells 
direct to the consumer, namely, the 
large industrial plant or office build- 
ings, and thus short-circuits the con- 
tractor. It is true that many large 
concerns have their own electrical 
force on the premises to take care of 
electrical apparatus and do various 
jobs. It is a practical impossibility 
to prevent the jobber from selling 
these concerns. In fact, I believe it 
is just as impossible as it is to try 
and prevent electricians from working 
for them instead of for contractors. 
In fact, from my experience, I believe 
that electricians prefer working for 
such concerns; employment is steady, 
work is easy and the pay is certain. 
And the jobber may well feel the 
same way about it. There are times 
when these concerns have extra work 
to do and as a rule it is given to out- 
side contractors who furnish the labor 
and materials direct through their 
jobber. 

The jobber is absolutely necessary 
te our welfare, and he will function 
just as well as we permit him to. 
Occasionally I hear some one rise up 
and rant about “doing away with the 














If you make Seattle now and then and get around to the Westinghouse office 


perhaps you will recognize some of your friends in the above group. 


You will note 


that they look pretty happy, and the reason probably is that they have recently 
moved into their new building at 3451 East Marginal way, which houses the district 


offices as well as warerooms and assembly and repair shop. 
office has quite a unique arrangement; better drop in and see it some day. 


They say the sales 
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Constantly remind your dealers of their customers’ sure response 
to this argument: “Clearsite Fuses are a necessity and an insurance 
against lengthy interruptions to electrical circuits. The retail pack- 
age is an economical means of always having on hand good spare 
fuses of the required capacities.” 


Study of the ten reasons below will convince you that increased fuse 
sales are sure to result to all dealers handling this fuse. 





In manner of merchandising, as well as operation, Clearsite Plug 
Fuses meet the call for consumer convenience. Place your dealers 
in position to capitalize on this call. 





The ten sound, sure-selling arguments: 


1—Easily inspected; capacity plainly visible. 
2—Small, strong, clear window permanently attached. 
3—Link melts immediately under the window. 











4—FEconomy ‘“‘drop-out”’ link used exclusively. 
5—lInsulation cap has fluted grip. 

6—Screw shell is securely fastened. 
7—Breakage eliminated in handling or use. 

ty 8—Lighter weight minimizes freight costs. 
PLUG Fy = e) 9—Priced right to jobber and consumer. 





10—Packed in usual standard carton quantities and in 


attractively colored retail packages. 

Jobbers’ Salesmen: 

Tell your dealers to send for Have your dealers write for details of our four-package plan 
his Counter Display Stand. and counter and window display material. 


Economy Fuse & Mfg. Co., Chicago, U.S. A. 


SALES OFFICES IN PRINCIPAL CITIES 
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“Circle F’’ 
The Guaranteed Line of 
Quality and Profit 





1422-C 








Sockets Receptacles Rosettes 
Switches Cutouts 
Attachment Plugs 


Have you a Catalog? 


E. H. Freeman Electric Co. 
Trenton, N. J. 


























middleman,” meaning more partic- 
ularly the wholesaler. That such a 
person speaks out of ignorance in no 
way lessens the foolishness of their 
statements, or the damage they may 
do by resorting to such speech before 
they know all the facts. When we 
do away with the postmen—because 
we could all call for our mail, when 
we do away with the police—because 
we could all go armed and protect 
ourselves, when we do away with 
grocers—because we could all go 
down to market at 5 a. m. if we had 
courage to get up and do our own 
marketing—then we may begin to 
talk about the elimination of the mid- 
dleman. But we want police protec- 
tion; we want the postman to bring 
us our letters; we want groceries and 
stores near us, to wait upon us and 
deliver our things when we want them 
—and we must pay for the service. 
Therefore, I say the jobber is as 
necessary to us, as plain citizens as 
well as contractors, as the fire depart- 
ment is necessary to us in our com- 
munities, as the postal people are 
necessary. 

The jobber and his salesmen—you 
men who are reading this—should 
know how economically necessary you 
are to our welfare. You may make 
mistakes, and enemies, through selling 
at retail, or through selling large con- 
cerns on a better basis than you do 
the contractor, and all that, but those 
are details and they in no way alter 
the economic factors. In serving as 
my warehouse, handling my deliveries, 
aiding me with my finances and sup- 
plying me real help in serving my 
customers, you render a real economic 
service, and I for one am ahead of 
the game thereby—and am corre- 
spondingly grateful. 





Electrical Progress in Utah 

The Rocky Mountain Electrical Co- 
operative League recently announced 
that approximately 95 per cent of all 
homes in Utah within 800 feet of dis- 
tribution lines are wired and served 
by the power companies. This does 
not include individual farm-lighting 
plants, of which there are a large 
number. This estimate is far above 
that of the average throughout the 
United States, which is between 30 
and 40 per cent. 

In Utah homes there are being 
used approximately 4,200 electric 
ranges, 20,000 washing machines, 
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Catalogues Built Entirely 


from 


The Jobbers’ Standpoint 


The new Donnelley series of electrical supply jobbers’ catalogues is being 
built under a unique plan. 


Not a manufacturer is being asked to pay for a page. 


Donnelleys are going to invest at least the first $25,000.00 from our own 
funds in the building of the first six or eight catalogues, beyond what the job- 
bers will pay for the catalogues. 


For the building of the first three books of this series we have contracted with a 
leading General Electric distributor, a leading Westinghouse distributor, and 
a leading independent distributor. To these jobbers we have given an abso- 
lutely free hand as to the selection of goods. Their selection will be as indi- 
vidual as their buying. If they consider any article a poor seller, they can omit 
it from the catalogue. 


You can have the same freedom in the selection of goods by placing the con- 
tract with Donnelleys now for the preparation of your catalogue. 


There are many other advantages in the new Donnelley series of electrical 
supply catalogues, such as the Donnelley Unit Selection Plan, but it is 
noteworthy that now, for the first time, catalogues for jobbers of electrical sup- 
plies are being built by a compiling firm exclusively from the jobbers’ stand- 
point. 


Even with our recently enlarged compiling organization, it will be possible for 
us to build only a limited number of catalogues for this coming Spring de- 
livery. 


Contracts will be entered in the order in which they are received. One of our 
representatives will be glad to go over your requirements with you without 
obligation or expense. 








R. R. Donnelley & Sons Company 


Jobbers’ Catalogue Headquarters 
731 Plymouth Court Chicago, IIl. 
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Every Plant in the Steel 


Industry a Potential 
Market for “Type A” 
Safety Switches 


The steel industry, with its hundreds of mills, abounds with 
potential sales for wide-awake jobbers’ salesmen. Every open 
knife switch—there are thousands of them—presents an 
opportunity for profitable work. 

There is nothing technical about Trumbull “Circle T” Type 
A Safety Switches; there is nothing so intricate as to prevent 
any jobbers’ salesmen intelligently presenting a convincing 
sales talk. 

The steel industry is a big one—work it thoroughly and 
watch your sales volume grow. For every dollar’s worth of 
Trumbull “Circle T” Type A Safety Switches sold, three dol- 
lar’s worth of additional equipment is required. You can also 
take the order for this equipment. It’s worth the effort—get 
the orders for Trumbull “Circle T”’ Type A Safety Switches. 
If you need kelp ask your sales manager for a Trumbull sales- 
man—one will be there in record time. 


Sales Points on Type A sear ag Switches 


“Built up” contact jaws. 
Safety catch. 


Hinge rivet upset—can’t loosen 


Can be locked open. 


uw me Ww bo 


Ample room -for running wires. 
6. Quick break. 
Knockouts 

8. Pin with which catch operates. 
9. Box made of Armco Ingot iron. 


10. Switch cannot be opened when in running 
position. 


ends, sides and rear. 





This is the first 


vi"! TRUMBULL ELECTRIC MANUFACTURING CO 
showing the mar- A ° 
ket for Trumbull ‘ _ + 

“Circle T” Type Plainville, Conn. —~ 

A Safety Swatches. 

More come, New York Chicago Philadelphia Sah Francisco 
watch for them. 114 Liberty St. 40 S. Clinton St. Boston 595 Mission St 


THE INDUSTRIAL STANDARD FOR MORE THAN 20 YEARS. 
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| part of the country. 





| the 





60,000 irons, 7,500 vacuum cleaners, 
1,500 electric sewing machines, 85 
bake ovens, and in addition 20,000 
other appliances. 





“My Own Electric Home” 

Under the above title a booklet 
suitable for distribution at electric 
home exhibitions has just been pro- 
duced by the Society for Electrical 
Development. This attractive book- 
let, the cover of which is printed in 
three colors, is 6 by 9 in. in size, and 
the copy has been so worded that it 
will conform to the requirements of 
an electric home exhibition in any 
Fourteen pages 
are standard copy and two pages are 
available for copy to be supplied by 





Cover of Electric Sens Booklet 
Prepared by S. E. D. 


user, thus permitting the intro- 
duction of the necessary local color. 

With one or two minor changes, the 
booklet is equally suitable for dis- 
tribution to the consumer by manufac- 
turers, central stations and jobbers. 
The prices at which it can be supplied 
in quantities are much lower than a 
booklet of equal size and merit can 
produced the average com- 
munity and the Society is to be con- 
gratulated on getting out this excel- 
lent companion piece to its mono- 
graph, “Organizing and Exhibiting 
the Electric Home.” 


be in 





The Worth of an Article 
Quality is that invisible, vital ele- 
ment that enables a product to make 
good. After all, it is worth which 
counts—not merely the amount out- 
layed to purchase. 
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Lamp cord is but one of many details con- 
tributing to the perfection of modern light- 
ing equipment. But the cord can make or 
mar the appearance and service of the lamp 
as quickly as any other detail. 


First quality cord, smooth, perfect in finish 
and in the hidden details of its manufacture 
is the only safe selection to make. Such 
cord enhances the beauty of any artistic fix- 
ture and gives full value in lasting service. 


PARANITE is first quality Lamp Cord, 
every foot of it “right.” Use it on every 
lamp you sell, and recommend a convenience 
outlet to make its use most satisfactory. 


IF IT’S PARAN ITE IT’S RICHT 
Indiana Rubber & Insulated Wire Co. 


Chicago Office, 210 South Desplaines St. 


















Jonesboro, Indiana 
New York, The Thomas & Betts Co., 63 Vesey St. 
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Highest quality of manufacture in 
every point from design and the se- 
lection of materials to the final finish 
has established the Williamson line 
of lighting fixtures. 


The sale of over four million fixtures 
is evidence of the stability of the 
line, of its quality, and of the value 











R. WILLIAMSON & CO. 


NEW YORK CHICAGO SAN FRANCISCO 
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Williamson Fixtyres sold \ 
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| million 
~q Record of Siqbility 











of the Williamson merchandising 
methods that protect Jobber, Dealer 
and Consumer. 


An enormous market and a plan of 
distribution in harmony with elec- 
trical supply jobbers’ facilities make 
Williamson lighting fixtures one of 
the most profitable lines jobbers 
salesmen have to merchandise. 











R. WILLIAMSON & CO. 


NEW YORK CHICAGO SAN FRANCISCO 























THE JOBBER'S[AJSALESMAN 




































































ELECTRICAL MERCHANDISING 





October, 1922 
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In the kitchens surveyed, 70 per cent of the glassware or a deep reflector at the ceiling 
ceiling-fixtures are drop-cords, and only 20 provides the best lighting. Here is a large 
per cent of the ceiling-fixtures are placed field for the electrical merchandising man, 
at the ceiling. In the kitchen, enclosing dealer or contractor. 



























In the kitchen 70 per cent of the 
eiling-fixtures are drop-cords and 
only 20 per cent of the ceiling-fixtures 
are placed at the ceiling. In the 
kitchen, enclosing glassware or a 
deep reflector at the ceiling provides 
the best lighting. This is a large 
field for the merchandisers. 

The predominance of drop-cords in 
bedrooms and bathrooms provides 
} an opportunity for the sale of better 
r fixtures. 

The basement also is a field for the 
sale of reflectors. 


popular among ceiling fixtures in the 
living-room, while the bowl ranks 
second. If the former is equipped 
with deep diffusing shades these 
numerous sockets are fields for large 
odern lamps. A similar field i 
lso present in the bowls. 
In the dining-room the foregoin 
- he showers. It is see 





Mr. Luckiesh is Right— 


and so is Baby Denzar 


The aricle by Mr, Luckiesh, in the October issue of Electrical Merchan- 
dising, calling attention to the prevalence of drop cords in kitchens and 
our own ad on page 234 of the same issue were a significant coincidence. 
Both of them used an illustration of the Milwaukee Electrical Home 
Kitchen, with Baby Denzar installed, as an example of good kitchen light- 
ing and laid stress on the large field for the sale of a good kitchen light. 


A Baby Denzar equipped with a 75 or 100 watt Mazda C lamp furnishes 
ample glareless illumination in the kitchen while its perfect diffusion ob- 
literates all harsh shadows. Mr. Luckiesh has shown you the market, we 
have given you Baby Denzar, unquestionably the best kitchen light; the 
back door stuff—actually selling them to the housewife rests with your 
dealers. Start them now while the field is fertile. We have folders and 
newspaper ads to help the dealer, but he must write for them. His order 
for 10 Baby Denzars gets an extra five percent discount. The jobbing 
end is easy because Baby Denzar is packed in cartons for reconsignment. 


BEARDSLEE CHANDELIER MFG. CO. 
218 S. Jefferson Street CHICAGO, ILL. 

















Jobber’s Salesman Wants 
New Connection 

We have a letter from a salesman 
now located in the Southeast, who 
states that he is desirous of making a 
new connection with another jobber 
or as a manufacturer's representative 
in that territory. He is a graduate 
of Tulane, and has had nine years’ 
experience in electrical engineering 
and construction work and_ four 
years’ selling a full line of electrical 
supplies. If you are interested write 
to THe JospBer’s SALESMAN and refer 


to this item. 
* * * 


Pole Specifications 

The American Engineering Stand- 
ards Committee has announced the 
appointment of a special committee 
to consider and make recommenda- 
tions concerning the application of th- 
American Electric Railway Associa- 
tion for approval as American stand- 
ards of its specifications for wooden 
poles and tubular poles. 








Without a great deal of formality, be- 
| cause he’s a regular fellow, well met, we’re 
| going te introduce H. Elconin, the newly 
appointed general sales manager for the 
Frankelite Co., Cleveland, He’s an old- 
timer at the game, having been with that 
| company for a good many years. 
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That smile of Gray’s is 
DURADUCT smile—users get 
it too~ (because ‘tt’s a joy to 
work it). 







THE BLACK DOTTED LINE 
IS YOUR GUARANTEE 
IT 1S DURADUCT 


LARGE AND SMALL STRAN 
INTERWOVEN INTO ONE WALL 


Gray Says :— 


Just study that picture. See 
the features which make 


DURADUCT 


popular with the contractors. 


The Single Interwoven Wall, for instance, 
prevents blistering and breaking down. 


The Roller-Bearing Wireway makes fish- 
ing very easy. 


The Black Dotted Line shows it is the 
genuine DURADUCT. 


To insure your getting it, don’t order just 


“Loom’”—specify DURADUCT. 


Tubular Woven Fabric Co. 


Pawtucket, R. I. 
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The Salesmen I See 


Heatherington, Sometimes Known as a “Grouch Dealer,” Tells How, When 
and Why Some Jobbers’ Salesmen Get on His Nerves 


HE grouchiest electrical dealer 

between New York and Chicago! 
That’s me, if you take it from the job- 
bers’ salesmen who make Fairport and 
try to sell me goods. Personally J 
don’t think I am as bad as that, but I 
have to admit that I don’t always wel- 
come the peddler with outstretched 
arms. Perhaps it is because I am a 
little contrary by disposition. 

Anyway, when I hear someone come 
into the store and ask, “Is the pro- 
prietor in?” my first impulse is to get 
out of meeting that man if I can, and 
if I cannot, then at least to avoid buy- 
ing anything. 

Possibly this feeling is due to the 
fact that when I first started in busi- 
ness I had some unfortunate experi- 
ences with salesmen who loaded me up 
because I was green and didn’t know 
enough to look out for myself. Those 
were the days when a salesman’s main 
thought was to sell as much stuff as 
he could this trip and let next trip— 
and the buyer—take care of itself. 

It seemed to me that I never found 
myself exceptionally busy with a lot 
of things that must be done right 
away, that there did not some sales- 
man come along and insist upon tak- 
ing up time I did not want to spare. 

One such morning when I was try- 
ing to get off some mail orders and 
also endeavoring to prepare a news- 
paper advertisement that was due at 
the newspaper office at noon, I heard 
that familiar query, ‘Is the buyer in?” 

Of course that meant a new sales- 
man, because a salesman who had been 
there before would have asked for me 
by name. And my experience was 
that a new salesman was sometimes 
very hard to shake and I had that too 
common attitude of a dealer toward a 
new salesman, the feeling that I did 
not want to be shown anything new 
because I already had more stuff than 
I could sell. 

Before I could disappear or get 
any word to the clerk who met this 
man, he was upon me; he stood before 
my desk. He looked at me with such 
an agreeable smile that, having no 
sample case or anything in his hands, 


By FRANK FARRINGTON 


not even a card, if I had not heard 
him ask for the buyer, I would not 
have thought he was a salesman. But 
knowing what I did, I did not warm 
up to him any. 

“Mr. Heatherington,” he said, “are 
you very busy this morning?” 

I told him I had more to do between 
then and noon than I could possibly 
get done and that I could not spare 
him any time. But I did feel a little 
less edgewise toward him because of 
his courteous inquiry. 

“Then I am not going to intrude 
upon you,” he returned. “I have with 
me some samples of the best line of 
devices ever sold in an electrical store 
and I want to give you a chance to see 
them, but I will do it at your conveni- 
ence. When can you give me 20 min- 
utes of your time between now and 
3 o'clock? I will not exceed the 20 
minutes.” 

Well, that didn’t sound like much 
time. He was so polite about it, and 
so obviously anxious to accommodate 
himself to my wishes, that I gave him 











Nothing is so sweet as going over the 
items on a big order. That’s what F. H. 
Caestecker is doing, and he is showing a 
big one to his boss, A. Schwenck, manager 
of the Grand Rapids branch of the West- 
ern Electric Co. “It’s easy if you know 
how,” says F. H. 


2 o'clock as a date, and he excused 
himself at once. 

Now, I note this about his keeping 
that appointment. He did not come in 
15 minutes ahead of time and irritate 
me by reminding me by his waiting 
presence that he was going to spring 
upon me when the clock struck two. 
He came in just at 2 o'clock, and he 
did not bring a lot of stuff with him 
that would have made me feel that he 
could not possibly get through with 
his sales talk in 20 minutes and that 
he was expecting I would consent to 
his prolonging it. 

He had a bag in his hands and he 
laid it down and greeted me. He said 
that he appreciated my giving him a 
chance to tell his story, and he re- 
newed his promise to take only 20 
minutes. Then he took out an electric 
iron, and in about 3 minutes he showed 
me wherein that iron had it all over 
most irons—and had me admitting it. 

“We can give you an introductory 
lot of those irons at a very good 
price,” he said, and quoted me a price 
that was attractive. He told me those 
irons were shipped with a window 
sign and price cards. “Introductory 
orders shipped express prepaid,” he 
said. I ordered. 

Back went the iron into the bag, 
out came a two-way plug, and in 3 
minutes more I was sold on this de- 
vice, and so on through half a dozen 
items. He was concise and to the 
point. If I had given him the im- 
pression that I was businesslike and 
liked businesslike salesmen, he lived 
up to my ideals, and with a minute yet 
to spare he had my name on the dotted 
line and was thanking me for giving 
him the opportunity and promising to 
be back in six weeks to see how the 
line was taking hold. I remember his 
last words: “We are going to see that 
these goods sell with you. If they 
don’t, neither of us makes any money.” 

I have bought goods from so many 
salesmen who, when they come around 
again, seem to be afraid to say any- 
thing about the stuff I bought before, 
that his attitude pleased me, and it 
pleases me yet, because he has made 
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Wire new buildings andrewire 
old ones on the surface with 


WIREMOLD CONDUIT 


[Section of Goodyear Rubber Company factory. Wired throughout with Wiremold.] 























as ‘Re 
Section of Hartford Special Mch'y Co. plant. Mukiple circuit installation of Wiremold in 
Wired throughout with Wi Id PC Ol i f Se — warehouse of Atherton-Fowler Co. 
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Wiremold is installed 

fma| after buildings are erected, 

\ j permitting the location of 

; wiring outlets just where 
they are needed. 


Concrete ceiling lighting installation of Wire- 
mold in Factory Insurance Ass'n offices. 











¥ 
— t Wiremold costs less to 


een : oa) buy and to install than any 
a “a a i oi other conduit. Wiremold 
makes a strong, neat appear- 


ing job. 






















Wiremold is the modern way, satisfied users say so. 


Write today for complete information, catalogue and sample 


AMERICAN Wiremo.D Company 


HARTFORDO.CONN. 
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WHAT'S IN A NAME? 


The name “Duncan” in reference to Watthour 
Meters immediately brings thoughts of accuracy 
and dependability in current measurement. 


Thirty years of continuous effort to establish the 
name “Duncan” as the Hallmark of Watthour 
Meters has been successful. ‘Today, the name is 
recommendation enough for the thinking man 
who wants the best. 


Consequently, those jobbers’ salesmen selling 
Duncan A. C. Watthour Meters Model M2 find 
it a matter of exerting less sales effort. The 
“Duncan” on meters they sell is their best argu- 
ment. 


Put your extra time and effort on Duncan A. C. 
Watthour Meters Model M2. It pays. 


DuNCAN ELEcTRIC MANUFACTURING Co. 
LAFAYETTE, INDIANA 
Duncan Meters Made For More Than 30 Years. 








good on it. Each time he comes he 
wants to know what item isn’t selling 
as I think it should and as he wants 
it to, and he shows me what I can do 
to move the stock. He seems to be full 
of selling plans and ideas that other 
fellows have worked. 

That salesman had studied his prop- 
osition until he knew just how to pre- 
sent it in the most attractive way, and 
when he could present only a part of 
it, he knew which part to present. 


And he had evidently studied his field, 


| too, because he knew what my trade 


was, what sort of devices it would 
buy and about what quantities I could 
handle. He was a pretty wise young 
man. 

There are a good many salesmen 
who don’t seem to have mastered their 
lines. It takes them so long to present 
their proposition, and they do it with 
so much mental gear shifting and re- 
versing, that the wonder is that they 
ever get anywhere at all. 

Some electrical dealers are not like 
me. They like to have the salesman 
stay and talk to them. They want 
him to earn his money, and some of 
us have to be coaxed carefully up to 
the trough or we will not drink. But 
a few of us want the proposition right 
hot off the bat without any hemming 
and hawing, and we will say “yes” or 
“no” at once and be done with it. I'll 
say this, though, in favor of the more 
deliberate method: It gives more 
chance to get from the salesman some 
of the good ideas he is likely to be 
ready to impart. 

There used to be one salesman who 
nearly drove me crazy. After I had 
bought from him a couple of times he 
began to call me by my first name, and 
no matter what I was doing, he would 
come in sit down on a corner of my 
desk and talk, and nothing I could say 
seemed to get under his hide. If I 
paid no attention to him he was likely 
to go and prowl around the stockroom 
to see if he could find we were short of 
anything he sold. I endured him as 
many trips as I could and finally told 
him not to come in again. I suppose 
he is one of those spreading the word 
that Heatherington is a crab. 

Another salesman of quite a differ- 
ent sort was a chap I really liked, and 
we found we had many common inter- 
ests. After we got well acquainted I 
used to have him up. to the house to 
dinner now and then, but he never took 
advantage of my friendliness and 
when it came time for business he 
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Five Factors 
That Mean More Profitable Iron Sales 





The Holidays will mean more profitable sales if you push Dover- 


DOMANCO, to sell at $5.00. 


What other iron, at any price has all these Five Factors of Su- 
periority? What other iron provides the jobber the same liberal 
discount, and backs him with the same cooperative service? 
The story of Dover-DOMANCO is now being told to millions of 
readers through the newspapers, and to the trade in leading trade 
publications. 
Add to these Five Factors of Superiority the fact that Dover- 
DOMANCO is the simplest iron «built; has fewest parts, is 
easiest to service and that in its balance and its beauty of 


appearance it has no counterpart, and you have reason aplenty 
why your company should take on the Dover Franchise. 


Jobbers and their salesmen desiring particulars about the 
Dover Line of Electric Irons should write 


DOVER MANUFACTURING COMPANY 
DOVER, OHIO 


For nearly 30 years makers of Dover irons. Originators of the patented “Vea” No-Burn-Out 
Heating Element, winner of Panama-Pacific Gold Medal, highest award. 


DOVER 


DOMANCO 


he iron that will not burn out! 


> 


Study these five 
sales making factors: 


1. Heating element that 
will not burn out. The heat- 
ing wire is permanently 
sealed against those elements 
which cause burnouts. 


2. A new heating unit free 
if your Dover-DOMANCO 
ever burns out. 


3. Rugged, rigid pure 
nickel terminal posts and 
phosphor-bronze connections 
that will not rust or corrode. 


4. Veriflex Cord that will 
not kink; easily removable 
reinforced plug. 


5. PRICE, including steel] 
stand, complete, $5.00 


Endorsed by the National Board of Fire Under- 
, electrical engineers and central stations, 
and the numerous economic institutes. 


The iron of a lifetime 


for a lifetime. 
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The only thing you need 


DN » _(a 








know about the quality 
of lamps, is the name 





It symbolizes the stand- 
ard of perfection in lamp 
making. 
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SAVE ELECTRIC CORPORATION 


615-623 Front Street 220-254 36th Street 
TOLEDO, OHIO BROOKLYN,N.Y. 


Executive Offices: Toledo, Ohio 




















stuck to business and imposed upon 
me in no way. If there were more 
like him, I would incline to be friendly 
with more of them. 

I like to have the salesman who 


| takes up my time take it up with 


business talk rather than with gossip 
and funny stories, and I find that the 
best salesmen value their time just as 
much as I value mine. That kind of a 
salesman won't find me delaying him 
needlessly. 

And yet I can scarcely be expected 
to adjust my time always to suit the 
salesman who is in a hurry. There is 
one man comes to see me regularly 


_ who has a habit of arriving on an eve- 


ning train and trying to catch me 
after he comes so he can get my order 
and leave on the early morning train. 
If it weren’t that he has a line I buy 
regularly I would not bother with him 
at night, even when he catches me. 
As it is, it is getting to be an old story, 
and sometime I am going to make 
him wait and tell him that I don't 
want to work overtime just to accom- 
modate him. That sort of thing is all 
right in an emergency, but when it 
gets to be a habit, I object. 

When I know a salesman is com- 
ing who usually tries to crowd me 
into giving him time at my own in- 
convenience, I duck seeing him if I 
can. I make him wait. And so I get 
called a crabbed electrical merchant 


| again. I like to hurry, but I hate to 


be hurried. 

As a business man I realize that the 
traveling salesman, also a_ business 
man, has to make trains, has to con- 
sider his schedule, has to make his 
time count. I am willing to help him, 
within reason. Naturally I feel that 
I must consider my own business wel- 
fare ahead of his, and my own con- 


| venience ahead of his, but the sales- 


/ man who knows how to approach me 


and secure my friendly interest will 
find me ready to inconvenience myself 
at times when it will help him. If | 
am rated as a crank with salesmen, it 
is mainly due to my unwillingness to 
give up time to them when I feel that 
time is worth more to me for use in 
some other way, and the salesman 
with tact and a good approach will 
have no trouble in getting me to give 
him at least a brief chance to inter- 
est me. 

There is one thing I want to say I 
don’t like, and that is to have a sales- 
man remind me that I am a small 
dealer and that my town is a small 
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Profit by Jim Hagertys Plan | 


Of Selling ILG Ventilating Fans 


IM HAGERTY has always made a 

good showing selling Ilg Ventilating Fans, 
because as he says — “it’s something the 
people need in every small town and big 
city”’. 


Hagerty is not a high powered salesman, 
but he is a thinker. On a recent trip covering small 
towns in Wisconsin, he sold twenty-two Ilg Ventila- 
ting Fans, and opened up some dandy new accounts. 


Every jobbers salesman can profit by Jim 
Hagerty’s plan of selling, which proves that there’s 
any amount of orders for Ilg Ventilating Fans to be 
picked up in hotels, restaurants, stores, theatres, etc., 
and unlimited volume that can be developed by co- 
operating with the local dealers and contractors. 


Send for ILG TELL TALES, now in its third edition 
— a 24 page illustrated book that tells an unusual 
story of keen interest to every jobber and salesman Y 
who is identified with the selling of electrical mer- 
chandising. 





aq 





























Mr. Jim Hagerty, Asso- 
ciated with the Julius 
Andrae & Sons Co., Mil- 


waukee, Wis. 


HAcertY doesn’t pose as a 
star salesman or a pace maker 
in salesmanship, but he invariably 
comes across, because he isa thinker. 


Hagerty thought that the Elks Club 
in Oshkosh, Wis., should install an 
Ilg Ventilating Fan. They needed it 
— he knew because he had spent 
many anevening there. He put his 
thoughts into a good sales talk, and 
secured an order for four Ilg Venti- 
lating Fans. 


In Fond du Lac, Wis., he thought 
out a plan of arranging with the 
local electrical contractor to canvass 
the city for Ig Ventilating Fan bu- 
siness. The contractor was delighted 
with the suggestion. Together they 
made twelve sales in two days. 


A couple of days later, Hagerty was 
in Cedarburg, Wis., a town of 1800 
and he thought he would repeat the 
samie plan. Two days work sold four 
Ilg Ventilating Fans. In Plymouth, 
a nearby village, two more sales 
were made to a theatre. 


Jim Hagerty says a little head work 
is all that’s necessary to sell Ilg 
Ventilating Fans — and he proves it 
on every trip he makes. 








The ILG isthe only Ventilating Fan 
made with a fully enclosed selt-cooled 
motor and is manufactured, tested, 
sold and guaranteed as acomplete unit 

























FOR OFFICES - STORES: 
FACTORIES: PUBLIC BUILDINGS: 
RESTAURANTS ‘THEATRES ‘HOUSES -ETC: 


















BRANCHES IN ALL PRINCIPAL CITIES 
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ANY GLASS 
on RED SPOT 
HANGERS 


For Example — 


Holophane | 





Nomatter what style, 
price or make of urn- 
shaped glassware you 
favor for commercial 
lighting installations, the 
hanger should always be 


a Wakefield “Red Spot.” 


“Red Spot” Hangers are 
adapted to fine jobs, to 
the general run of jobs, 
and to jobs where the 
price has to be whittled 
down to minimum. In 
each case ‘“‘Red Spot” sat- 
isfies both customer and 
contractor and at the same 
time you make money 
yourself by selling it. 









This is the well known 
“Red Spot’ Hanger 
equipped with Holophane 
Glass. We are proud of 
the fact that ‘Red 
Spot’’ Hangers are so 
accurately made, so per- 
fect in detail and finish, 
that the Holophane Glass 
Company has standard- 
ized on them. ‘Red 
Spot’’ Hangers are also 
adopted as standard by 
many of the most dis- 
criminating distributors 
and installers of com- 
mercial lighting equip- 
ment. 






























Let us send you our complete data—also, let 
us tell you of the experience of other jobbers with the “Red Spot” 
It’s a money-maker. 


The F. W. Wakefield Brass Co. 


Vermilion, Ohio, U. S. A. 





| town. 








I know all that and admit it, 
but I don’t like to have it rubbed in. 


| The salesmen who land me, don’t re- 
_ mind me of what they sell in big towns 


and to big dealers. They show an 
appreciation of my orders though they 


| do not amount to a great deal. 


No salesman ever increased my or- 
der a dollar by telling me what some- 
body else bought. I have just as much 
disregard for the salesman who wants 
to show me his order book as his fel- 
low salesmen have for that practice. 

Perhaps if I was easier to sell, sales- 
men would like me better, but per- 
haps too they would not find me buy- 
ing as much or paying my bills as 
promptly. I notice that a lot of these 
easy buyers are having an awfully 
hard time selling what they buy. I 
want to sell more goods and if a sales- 
man can show me something that will 
sell and increase my business, it is not 
likely he is going to find me shutting 
my eyes and ears to his talk. 


Hugh Q. Foreman 


(Continued from page 21) 





sult in more care being given to the 
bringing out of new devices. Un- 
doubtedly it would mean fewer new 
devices brought out, and I for one, 
am convinced that that would be a 
good thing for the industry. 

“As to the price changes, the 
logic of the situation would demand 
that the manufacturer consider dis- 
tributors’ stocks as his own, and 
credit or charge the distributors, as 
the case may be, with the difference 
in price of stock in his possession on 
date of change. This would minimize 
the evil of speculation in the jobbing 
business, at least, and it would work 
out ultimately, I am sure, to the in- 
terest of both the distributor and 
manufacturer. For crediting price 


| changes would act to elevate manu- 


WE MAKE ONLY THE HANGER) 


“Buy ‘Red Spot’ Hangers from your jobber,” is our advice to the 
And because we hold strictly to a jobber policy, most of our 
output is sold that way. 


facturing standards, thus requiring 
new manufacturers who go into the 
field to qualify on a higher scale. 
That would be good for business cer- 
tainly. 

“It will be necessary, of course, to 
give proper consideration to orders 
actually accepted by the distributor 
for future delivery. This is some- 
what of a necessary evil, as con- 
tractors must have a definite price in 
order to arrive at the amount of their 
bids. Sharp practices would be pos- 


sible, but the manufacturer would un- 
doubtedly reserve the privilege of ex- 
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Thirty-Five Jobbers 
Who Made No Mistake 


HEN one electrical supply jobber takes on a new staple he 
may be excused on the ground of being a gambler. 


But when thirty-five, selling in the same territory, take on 
that product, all within a few months of each other, vou’re forced to 
believe that it must have unusual merit. 


Such is the case of 2-PILEX, the new, unusual combination-rubber- 
and-friction tape. 


Within a few months thirty-five regular electrical jobbers in the 
Metropolitan Area of New York have ordered 2-PLEX, the aver- 
age order exceeding 100 Ibs. 


‘These companies were not actuated by chance, whim, guesswork, or 
the gambling spirit. In the words of Post—‘There’s a reason.” 


That reason is found in 2-PLEX itself, in what it does on the job 
and the way it does it. 


2-PLEX is truly the wonder tape. It cuts taping costs right in 
half. In fact, after using it contractors figure that it practically 
costs them nothing. Its cost is more than offset by the labor saving 
alone. And 2-PLEX does better work, easier, quicker and safer 
work. No wonder wiremen prefer to work with 2-PLEX! 





You men who sell 2-PLEX are going to be asked by your cus- 
tomers about this newest tape innovation. You 
r SEND FOR 


should have samples—your house should have 


stocks. It’s a great seller because it has the talking THIS FREE 
points—and it makes good every claim for it! BOOKLET 


For further information write 
The H. I. Diamond 
Holfast Sales Co. 


280 Broadway New York City 









Or any one of the following branches 


Chas. R. Corcoran, 100 Boyl- H. C. Biglin, 41 Fairlie St., 
ston St., Boston, Mass. Atlanta, Ga. ; 
M. J. Powers, 280 Broadway, S. H. Eisenberg, 1637 Court 


\ I Place, Denver, Colo. 
acylase -nethcadibe The M. B, Austin Co., 108- 








Dale B. Scarborough, 1326- 65s ) Raggy ele 
1328 Chestnut St., Phila-  46,South Desplaines Ave., 
delphia, Pa. Electric Agencies Co., 56 

H. C. Moran, Keystone Bldg., Natoma St., San Francisco, 
Pittsburgh, Pa. Cal. 








itis approved by the 


\ a 5 an é ie A Matonal Board of 
Fire Underwriter. 
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CHRISTMAS 
ae MEANS 


VOLUME SALES 


WITH THE 


Perfecurl 
$950 Each 



































The Iron with the Professional Touch 


The volume of curling iron sales depends largely upon the 
selection of the right curling iron. 

The PERFECURL has many features which make it a fast 
and quantity seller. It has a round tapered point, a 6 ft. 
flexible cord, a 2 piece plug, a removable waver, a special even 
heating element and a year’s guarantee. 

Here’s opportunity for big sales with the PERFECURL. 
It’s a better iron at a lesser price that meets all demands of 
jobber, salesman, dealer and user. Write for discounts and 
particulars. 


ROGERS ELECTRIC COMPANY 


301-307 FIFTH AVE., SO. MINNEAPOLIS, MINN. 
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Here’s Opportunity 





















































Electrical Appliances 


We made them good—their 
usefulness made them famous 


Upright Toaster 
No. 450 With self-adjusting bracket. 
and fibre feet and handles. 

Price acc ..-$4.50 
Duplex Siedeete pony Seumter 
No. 209 Two heat regulation. Tested 
and approved by Good Housekeeping 


institute. ~ WPmeé... 3. $9.50 
Stove and Toaster 

NOS IDG Sirmce cn $6.25 

Aluminum Cooker Set. Price...... 1.50 


With this combination, you can 
grill, boil, fry and toast. Two opera- 
tions at same time. Tested and ap- 
proved by Good Housekeeping In- 
stitute. 

Three Heat Iron 
No. 324 High, Low and Medium. 
Tested and approved by N. Y. Tribune 
and Good Housekeeping Institutes. 
gC: ul ae ae ee eR ah ap $7.50 
Sole Manufacturers of the Fitzall Plug. 


Send for catalogue 
and trade prices. 


REDTOP ELECTRIC CO., INC. 
& West 19th Street, New York 


























| amining the distributor’s records to 
ascertain, if he so desires, that such 
orders were correctly reported. 
“The adoption of such a_ plan 
would require more capital on the 
part of the distributor, as he would 
| be compelled to carry larger stocks. 
But his capital would be more safely 
invested than at present; instead of 
worrying about overstocks and ob- 
solescence he could devote more time 
and energy to selling. Furthermore, 
I believe that under this plan dis- 
| tributors would discontinue handling 
duplicating lines, which, it must be 
recognized, would largely offset the 
additional tieup of capital. And for 
the manufacturer it would mean 
| adequate stocks in the hands of dis- 
tributors, in addition to _ better 
information on which to base produc- 
tion. Also it quite possibly would act 
to prevent the manufacturing losses 
resulting from too readily following 





the recommendations of salesmen and 
engineers regarding new designs. 
Perhaps nothing that we could do 
would make for perfect satisfaction 
all along the line, but some such steps 
as these would seem to lead to more 
satisfaction than is enjoyed at 
present. 

“Now my thought regarding those 
arguments is this: If the reasoning 





is wrong that will be discovered and 
can be pointed out. If the reasoning 
is correct, why then, would we not 
benefit by acting accordingly?” 





| That is what we got from Mr. 

Foreman in place of the reminiscences 
and biographical data that we ex- 
pected, barring, of course, the follow- 
ing few high spots. Born in Georgia 
and graduated from Emery College in 
1892, he tried life insurance, and 
worked up to the position of superin- 
tendent of agents with one of the old 
line companies. He left that field in 
1906 to accept a position with the 
General Electric Co. as auditor in the 
Atlanta district, remaining there until 
1911. From 1911 to 1914 Mr. Fore- 
man served as treasurer of a corpora- 
tion owning and operating a string 
of hotels, and April 15, 1915, he 
joined the Sibley-Pitman organization 
as treasurer—a very close man, they 
say, when it comes to buying red ink. 





When a salesman gets an order, he 
“delivers the goods’ —but that doesn’t 
mean that the goods are delivered. 
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rive OFmices 
1907 CURET WATIONAL BANK OS 


HOME APPLIANCES Inc 
Western Electric P-3=. Stores 


ornces 
4129 WEST MADISON STREET 
nevans e108 
«eon ‘see 


= 
Rookford, Ill. Nov 26th, 1922. 


Mr. 4, P, Bromley, Mgr , 
Home Appliances Inc., 
6530 So Halsted St Chicago. 


Dear Art: 


Since the company sent me out here last year to 
gell electrical appliances I have had plenty of time to 
think over what you told me about window trim and store 
arrangement. Also what was said at our semi-annuel sales 
meeting about getting business, 


Did you ever think what « fine example of mer- 
chandising and customer attraction the HEMCO plug is? Its 
one of the best means of attracting new customers I know. 
And look at the selling side of it, in October I sold 93 
@ppliances large and small, and of these customers, 72 
took a HEMCO plug because I suggeéte’ it. 


I suppose you are planning to get up a good 

looking Chrietmas store to equal or better your lest yeare 
sales record. I am doing that out here myself, but instead 

of having big holiday sales on e few things, I am going to 

try and get a balanced sale to include all our appliances. 
HEMCO plugs were my largest single selling item last year, 

and besides big sales on them thie year, I'm going to make 
them help me sell sewing machines, grille and other appliances. 


Your we ‘, 





HEMCO 
Health Pad 


A new Electric Heat- 
ing Pad that is ex- 
tremely soft, flexibie, 
and comforting when 
applied to the body. 
Gives low, medium or 
high temperatures as 
desired. Lists at $8.00 
and will prove a lead- 
er in sales, Now 
ready for delivery, 
Write for discounts. 








Helps. 


Dept. 16 


Pacific Coast Agents 


Geo. A. Gray Co., San Francisco and 


Los Angeles, California 


HEMCO Dealers 


are Saying About 


HEMCO Plural Plugs 


line last year”—that has been the com- 

ment of many HEMCO dealers who are 
looking forward to featuring these plugs again this 
year during the Holiday Season. 


SOT ine i Plugs were our fastest selling 


Read the letter reproduced herewith, HEMCO 
plugs, pushed independently and also sold with ap- 
pliances mean quick turnovers. They are making 
splendid profits for thousands of electrical dealers. 
We are sure you can feature them this vear to fine 
advantage. 


15 Reasons Why HEMCO 
Plugs Are Superior 


They are made of condensite. 

Are molded in one piece. 

Are not damaged by moisture. 

Are not softened by gas-filled lamps. 

Withstand accidental jerks and pulls. 

Will not crush by accidental blows. 

Are made with full shell and spring center contacts. 

Are first in attractiveness. 

Will not break when dropped. 

Will last indefinitely. 

Are approved by the board of fire underwriters. 

Their quality is protected by HEMCO patents. 

Every HEMCO plug is factory tested. 

Every plug is Guaranteed Mechanically and Electrically 
Perfect. 


Mats or stereotypes for Christmas ads and window display helps 
furnished free on request. Ask for our Standard Package of Selling 


GEORGE RICHARDS & COMPANY 


557 West Monroe St. 


New York Office—Nelson & Mount Sts., Long Island City, N. Y. 


CHICAGO 


New England Agents, Export Dept. 
Pettingell-Andrews (Co., George Richards & Co., 557 W. Monroe 
Boston, Mass, St., Chicago, Tl) 
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Ges AS: 


Your Dealers Will 
Thank You for Showing Them 


The C-H 70-51 


Here is a Switch-Connector that will please you and your cus- 
tomers—designed and_ made with Cutler-Hammer thoroughness. 


Inside the strong C-H 
‘Thermoplax heat-proof cas- 
ing—vyou will find the same 
quick make-and-break snap- 
py mechanism that has so 
successfully served the mil- 
lion users of C-H Seventy- 
lifty Switches. 

The “C-H” trade-mark 
is moulded in every casing 

insurance and guarantee 
of satisfaction. 

The C-H 70-51 combines 
a universal connector of su- 
perior design with switching 
convenience. It saves yank- 
ing of the cord and troubles 


due to burnt contact posts 
and loose cord terminals. 


Easy to Attach 


Any one can attach the C-H 70- 
51 Switch Connector. The two 
ends of the cord are connected to 
the binding screws at the top— 
that’s all. 


Big Sales Possible 
Every user and purchaser of 
electrical appliances will readily 
appreciate the value, if called to 
their attention. In fact, they can 
be sold like 70-50’s, by electrical 
dealers sending salesmen or sales- 
women (or high school and col- 
lege students) to sell and install 

them from house to house. 


THE CUTLER-HAMMER MFG. CO. 


Switch and Specialty Department 
Works: MILWAUKEE, WISCONSIN 





N 


K 


"CH ”? 





C-H Heat- proof 
Thermoplax contains 
and insulates the 
Switch and terminal 
clips. Made in two 
halves for ready 
accessibility. 


The two ends of the 
cord are readily 
attached to the ter- 
minal screws placed 
at the top. 


The casing is so 
moulded that it does 
not interfere with 
guards used on some 
appliances and the 
extra length termi- 
nals can be pushed 
down to make good, 
thorough contact with 
the contact posts. 





7 








LICH SwiTCH-CONNECTOR 


Your Guarantee 
of Satisfaction 








Look for the 


trade-mark 
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Invention Assures Air Code 
Secrecy 

Radio code secrecy in the future is 

assured by an apparatus which has 

Edouard 


been perfected by 


of 


just 
Belin, 
tography. 


inventor telephonic pho- 

The principle of the invention con- 
sists in the emission of radio waves 
by means of six discs, the movement 
of which is synchronized with six 
other discs on the receiving post so 
that the reception of messages is im- 
possible unless the receiver is exactly 
tuned with the sending apparatus. 
The tapped by the 
operator in the ordinary words, which 
the machine thereupon translates into 


messages are 


signals resembling Morse dots and 
dashes, and these are again translated 
into words by the receiving discs. 

In order to prevent outsiders from 
picking up the synchronized signals 
the machines keep up a perpetual tap- 
ping of false signals which are not 
recorded on the receiving machine 
and serve only to confuse the would- 
be discoverer of the code. The code 
is subject to practically an illimitable 
number of variations, none of which 
can be received except on the discs 
for which they are meant. 

* *% * 


Carrier-Current System on 
Pacific Coast 


In a recent installation of wireless- 
telephone receiving and sending sets 
to facilitate communication between 
its generating stations at Big Bend 
and Caribou and its Oakland substa- 
tion, the Great Western Power Co., 
San Francisco, adopted the “carrier” 
system. The antennas at the three 
stations were placed near the 110,000- 
volt conductors, and by this means 
entirely satisfactory results were ob- 
tained, notwithstanding that the dis- 
patcher’s office at Oakland is 154 
miles from Big Bend and about 200 
miles from Caribou. Few previous 
attempts had been made to use car- 
rier current over so great a distance, 








and much experimental work in the 
selection of wave lengths and similar 
details were necessitated. 


* * * 


Denver Dealers Organize 

Denver radio dealers have organ- 
ized the Intermountain division of the 
National Radio Jobbers’ 
for the purpose of stimulating interest 


Association 


in radio and the development of bet- 
Hursch of the 
Reynolds Radio Co. has been elected 
president of the organization. 

& * 


ter business. J. L. 


Issues Catalog on Radio 

A 72-page catalog of radio appa- 
ratus has been prepared and is be- 
ing distributed to its customers by 
the Electric Appliance Co., with main 
office in Chicago and branches in New 
Orleans, Dallas and San Francisco. 








| 
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Here’s a photo of a 1,000,000-watt vacuum 
tube 50 times more powerful than any 
now in use, which has been developed in 
the research laboratories of the General 
Electric Co. by J. H. Payne, Jr. Its 
electrical output, expressed in terms of 
incandescent lamps, gives an idea of its 
power. It will supply energy equivalent 
to that required by 20,000 lamps of 50-watt 
size, or supply the electrical energy re- 
quired by 1,500 average homes. The tung- 
sten filament in this tube is so large that 
if drawn into filament of the size used in 
25-watt incandescent lamps it would sup- 
ply filaments for 175,000 such lamps. 
This super-tube is designed for power pur- 
poses rather than for radio use. 









































































Apparatus for those who desire com- 
plete cabinet sets, those who desire 
panel units so changes in hook-up can 
be made and those who desire parts to 
build their listed. De 
Forest, Remler, Frost and Magnavox 


products are featured. 
* *& 


Radio Manufacture 


In the five years from 1914 to 1919 
the manufacture of radio apparatus 
in the United Sates increased more 
than eleven times, according to figures 
reported by the Bureau of Census. 
The value of the apparatus made in 
i919 was $7,834,698, while in 1914 
the total was only $672,575. In 1909 
it was a little less, being $448,262. 
The next census of manufactures will 
be taken in 1924, and it is expected 
to show increases many times in ex- 
of that of 1919, inasmuch as 
broadcasting did not start until fal! 
of that year. 


own sets is 


cess 


Some authorities esti- 
mate that the value of the apparatus 
made during 1922 
$100,000,000. 


will exceed 


* * aa 


Broader Range of Reception 
Desired 

The radio public is beginning to 

demand not only good entertainments 

and 


range of reception. 


high-class transmission but a 
In other words, 
the listener-in wants to hear stations 
outside his city and state, and De- 
partment officials 
making a survey of each radio district 
to see that 


of Commerce are 


if there isn’t some way 
this can be arranged. 

In an effort to aid in seeking a so- 
lution of this new problem, the de- 
letters to its 
nine radio district inspectors advising 


partment has written 
that information reaching the depart- 
ment indicates that there is develop- 
ing a sentiment throughout the coun- 
try for silent local radio broadcasting 
periods so that the listeners-in can 
hear the distant stations, which is of- 
ten impossible when local stations are 
broadcasting. In some sections of the 


country steps for such an arrange- 
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Your Radio Sales with 


Bradlexstat 


PERFECT FILAMENT CONTROL 








Retail Price | 
$1.85 


There is no better evidence of the 
need for precise and gradual fila- 
ment than the many at- 
tempts now being made to convert 
vernier rheo- 


control 


wire rheostats into 
stats. 

IT CANNOT BE DONE 
CESSFULLY. Why? 


wire rheostats are noisy, 





, SUC- 
3ecause 
cumber- 
some, and affected by corrosion. 
THE BRADLEYSTAT is a 
graphite disc rheostat (no loose 
carbon grains) which varies in re- 
sistance so smoothly and gradually 
that everyone speaks of it as “Per- 
fect Filament Control.” 

SELL THE BRADLEYSTAT 
and get the benefit of Bradleystat 


advertising, popularity, and_per- 
fect performance. Recommend it 
to dealers, everywhere. Ask for 


our latest bulletins. 





Diocese Consseiiins Apparatus 
492 Clinton St., Milwaukee, Wis. 
Don’t sell rheostats—sell Bradleystats | 





ment have already been taken. In 
other sections the local broadcasters 
remain silent for one evening a week 
or a few hours one or two evenings a 
week so that those having receiving 
sets capable of long-distance recep- 
tion can pick up some of the powerful 
broadcasters outside of their district. 

It may be found desirable to divide 
the United States into zones some- 
what as it is divided into time zones, 
the stations in a particular zone hav- 
ing silent nights or periods of two 
hours each. It might be arranged so 
that the broadcasters in the eastern 
time zone would not transmit on Mon- 
day night, those in the central zone 
keeping quiet on Tuesday, mountain 
section and the Pacific Coast on 
Thursday, all sending on the other 
rights. The inspectors have been re- 
quested to bring this suggestion to the 
attention of owners of broadcasting 
stations in their districts. Reports 
from the inspectors will indicate the 
desire on the part of the public and 
the attitude of the broadcasters, who 
will have to arrange the matter as the 
department’s plan is only a sugges- 
tion. 

Radio enthusiasts who complain of 
interference must not forget, officials 


| point out, that the execution of such 


a plan will not enable them to get 
long-distance stations unless they have 
good sets and know how to tune them 
properly. The scheme is expected to 
receive the indorsement of the public 
and broadcasters alike. 


* * 7 


Low Rate for Communication 


With Europe 


For the first time in the history of 
international communication, the pub- 
lic is now enabled to send messages 
to England and Germany at a rate 
slightly higher than postage. The 
rate of the new service, afforded by 
the Radio Corporation of America, 
is 6 cents a word with no minimum 
requirement. 

It will be possible hereafter for in- 
dividuals and business houses to send 
messages of as few words as three 
or four at the fixed rate of 6 cents 
for each word, as for instance, “All 
well” would cost only 12 cents plus 
charges for address and signature, if 
any. 

For the present, the service is con- 
fined to London and to Germany. A 
message may be filed any day in the 


week up to Saturday with the desig- 
nation “Radioletter” or its abbrevia- 
tion “RL,” and it will be transmitted 
in time to reach London or Germany 
the following Monday morning. 

* * # 


Whistle Keeps Receiving Sets 
in Tune 

Those who have listened in recently 
on the programs of WGY, the Gen- 
eral Electric Co.’s broadcasting sta- 
Schenectady, N. Y., 
heard a whistle in the air between 
numbers. thought the 
whistle was due to imperfections in 
their receiving outfits, while others. 
observing that the whistle came only 
from WGY, were convinced that 
there was something wrong with the 
transmitting outfit. Neither theory is 
right. 

The whistle or 
caused by an audio-frequency oscil- 
lator used at the transmitting source 
for the 
The oscillator comes into play by 
means of a relay which is operated 
when the studio switch is thrown off. 
The instant a musical number is ended 
studio the whistle starts. 

The musical note or whistle will be- 
characteristic of WGY, an 
identifying mark, if the radio audi- 


tion at have 


Some _ have 


musical note is 


convenience of the audience. 


in the 


come a 




















A great deal of interest was displayed 
by visitors at the Chicago and Boston 
radio shows in the giant model of the 
Clapp-Eastham “Radak” receiving set 
pictured above. It is an exact reproduc- 
tion of the standard set made by this 
company, except that it is 7 ft. long by 
4 ft. high. It will be shown at the forth- 
coming show in New York City. 
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APPARATUS THAT RADIATES QUALITY 


Remler Molded Bakelite 


Variometer, Type 500 
Price, $7.50 


Remler 180° Vario-Coupler 
No. 503 
Price, $5.40 


Remler Bakelite Dial with 
Knob and Bushing, No. 100 
Price, 75c 


Dependable 
Radio Merchandise 


The Nation-wide Quality Reputation that Remler holds is causing the biggest radio dealers throughout 
the country to standardize on Remler Apparatus. 

Quality Apparatus—Sound Merchandising Methods that protect the dealer's profits backed by National 
Advertising—Dealer Helps—Jobber Distribution— these features will maintain the name Remler—will con- 
stantly and consistently build bigger profits for Remler dealers—will make Remler an even greater factor 
in the Radio field than it is today. 

Now is the time for you to get ready for the quality demand that is here. Remler, the Quality Ap- 
paratus, offers you a wonderful opportunity to build bigger, better, and more profitable sales. 


NEW REMLER CATALOG 


Send for new 40-page Remler Catalog containing circuit diagrams for Remler Apparatus and other 
useful information, including a table of inductance, capacity and wave length. 


Remler Radio Mfg. Co. 


Dept. J 





Eastern Representative 
154 W. Lake St. 
Chicago, Ill. 


Factory and Home Office 
248 First St. 


San Francisco, Calif. 


Remler Heavy Duty Rheostat 





Remler Junior Rheostat No. 
_ 810, Panel Type 
Price, 134 amps. carrying 
: capacity, $1.00 
Price, RU Resistance Unit 
Renewal, 20c 


Giblin-Remler Inductance Coils 
20 to 1500 Turns 
Maximum Inductance and Min- 
imum Distributed Capacity 


Remler Reinforced Molded 
Bakelite Tube Socket 


No. 92 
Price, $1.00 


No. 813, Panel Type 
Price, 3 amps. carrying 
capacity, $1.75 


RU Resistance Renewal 
Unit, 25c 


Price, 
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BESTONE RADIO 


is the most profitable Line 
for JOBBERS and DEALERS 


Because 


—BESTONE Receiving Sets embrace practically all 
popular types at prices ranging from $22.50 to 
$125.00. 


—BESTONE Receiving Sets are noted for attractive 
appearance, clarity of tone, volume, and the elimina- 
tion of distortion. 


—BESTONE Receiving Sets have demonstrated their 
long-range receiving capacity under practical con- 
ditions. 


—BESTONE Receiving Sets are backed by a leading 
manufacturing organization in the electrical field. 















We have an attractive sales proposition for you. 







Write for Illustrated Catalog 


HENRY HYMAN & CO,, Inc. 


Manufacturers 










Branch: 
212 W. Austin Ave. 
Chicago, III. 


Executive Offices: 
476 Broadway 
New York 














ence approves. Many people have re- 
ported that they have lost the station 
between numbers and before tuning 
in again the next number is well un- 
der way and the announcement has 
been missed. There is sometimes a 
slight delay between selections, a de- 
lay which seems minutes to the man at 
the receiving set, although it is ac- 
tually only seconds. He thinks he is 
out of tune and begins to retune. The 
musical note persisting during the in- 
termission enables him to know 
whether he is still in tune with the 
station. 
* * # 


Head Set as Fault Finder 


Successful tests have been made by 
the Globe Phone Manufacturing Co., 
Reading. Mass., in using its head 
phones in connection with a special 
vacuum-tube amplifying apparatus 
and a loop antenna for locating trou- 
ble on electric circuits. 

The magnetic waves radiated from 
the power lines can be received with 
this equipment when the line is in 
good condition, but if the line should 
become grounded or a wire break from 
its insulator and come in contact with 
the pole, the decrease in the signal 
strength will be quickly detected. If 
there is a group of trees near the 
suspected ground, the tree actually 
grounded can be picked out by using 
a small hand exploring eoil. In this 
case the current will be picked up by 
the amplifying set and head phones. 


- 2° »* 


Announce Radio Tube Requir- 
ing No Batteries 


A four-element radio-receiving tube 
operating from an alternating current 
source without either “A” or “B”’ bat- 
teries was described by Dr. A. W. 
Hull of the research laboratory of 
the General Electric Co. at a meet- 
ing of the Institute of Radio Engi- 
neers in New York City Nov. 1. 
The filament of this tube performs 
the double function of a cathode for 
the rectifier that provides the plate 
voltage and of a radiant heater for 
the pliotron cathode. The cylinder 
which surrounds the filament serves 
simultaneously as a pliotron cathode 
and as the anode of the kenotron rec- 
tifier. 

The cathode is an equipotential sur- 
face so that alternating current hum 
is inappreciable even with three stages 
in series. The combination of an 
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Registered Trade-Mark 


Safe Specifications for 
Profitable Radio Merchandise 


Distinctive Appearance—Small Size 
Advanced Technical Design—Highest Grade 
Workmanship and Material 


Manufactured and Guaranteed by a 
Well-known and Reliable Manufacturer 


These Are the Specifications of 


DAY-FAN RADIO APPARATUS 


Bank-Wound é 
Variometers and 7 g Variable 
Variocouplers 7 ~ | Condensers 


Maximum Tone ' Rheostats 


Audio Knobs and Dials 
Transformers 


The Day-Fan Radio Catalog is a great sales help 


Send for Catalog or—still better—send us a trial order and see for yourself 


THE DAYTON FAN & MOTOR COMPANY 
Factory & General Offices 
404 Day-Fan Block, Dayton, Ohio 
Established 1889 


' DAYTON FANS 
ey: Mele yienmen-2— 
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Make this a Radio Christmas 


'HE salesman behind the 

counter can say more 
about Brandes headsets 
than about their many imi- 
tations. 


In the first place, they are 
Matched Tone headsets, which 
means that both phones are 
sound-mates. 


Add to this, low cost, super- 
sensitiveness, durability, light- 
ness and comfort, and it be- 
comes evident why Brandes 
Matched Tone headsets have 
been the standard for fourteen 
years. 


District Offices and Distributors: 


Munsey Bldg., Washington, 709 Mission St., 
 C cisco, Cal. 
Pearl 


San Fran- 


33 So. Clinton St., Chicago, 76 Street, Boston, 
Ill 


" Mass, 
704 Granite Bldg.,  Pitts- 802.Forsyth Bldg., Atlanta, 
burgh, Pa. Ga. 
1220 Nicollet Avenue, Minneapolis, Minn. 
International Electric Company, Wellington, N. Z. 


C.Brandes.ivc 


CMatched Tone Headsets 


237 Lafayette St., New York. 
Dept. J. S. 


Canadian Distributors: Perkins Electric, Ltd., 347 Bleury St., 
Montreal. 


tie 


alking’ Points 





equipotential cathode and a large 
cathode area results in unusually high 
amplification and detection constants, 
making the tube a practical radio- 
frequency amplifier. 

The tube filament in one form oper- 
ates at 5 volts and 2 amperes. In 
this case the cathode is a nickel cyl- 
inder surrounding the filament, 0.125 
in. in diameter by 1.125 in. long, 
coated with barium oxide. The grid 


_ and plate are concentric cylinders sur- 


| in diameter by 1.5 
| latter case 


rounding the cathode. Another form, 
operating from an ordinary 110-volt 
lamp socket without transformers, has 
a cathode of similar material 0.5 in. 

5 in. long. In the 


the alternating current 


_ power line energizing the filament 
| may be the antenna. 


The voltage amplification per tube 


_is about four times of the ordinary 


UV-201 tube at both radio and audio 


| frequencies, this being especially sig- 


nificant in the of radio fre- 
quencies. With resistance coupling the 


case 


| equipotential cathode tubes average 





| with Australia and the East. 


sevenfold voltage amplification. A 
single tube is thus nearly equal to 
three UV-201 tubes. 


* * * 


Plan Vancouver Station 

The Marconi Wireless Telegraph 
Co. of Canada, in co-operation with 
the parent company in England, is 
contemplating erecting at Vancouver 
what will probably be one of the larg- 
est and most powerful radio stations 
in the world for direct communication 
It will 
cost upwards of $2,000,000 and will 
be the last word in modern radio en- 


| gineering. 








The British government has been 
anxious for some time past to estab- 
lish a great chain of imperial wire- 
less stations around the empire, under 
government and _ control, 
and has been urging the different 
parts of the empire to co-operate. 


operation 


* * * 


Show at Atlanta 


The Co-operative Radio Sales As- 


| sociation will be in charge of the radio 


show to be held in Atlanta, Ga., Dee. 
4-9. This association is composed of 


| radio jobbers, dealers and manufac- 


turers’ representatives in that section, 
and the show is sponsored by the At- 
lanta Chamber of Commerce, Amateur 
Radio Club, three of the city’s news- 
papers and other organizations. 
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“THIS IS 1 RADIO CHRISTMAS” 


You who know what Radio means, can enter into the true spirit of the holiday sea- 
son by sharing the broadcast programmes with your friends. 


Two Ideals for a Radio Christmas 


For Those Who Wish a Small Set 





The “R-W” 


Crystal Receiver 


This receiver ses the “R-W" Self-Adjusting De- 
tector, which makes it very simple and reliable in 
operation, as no time is lost in finding a sensitive 
spot on the crystal. Because of its simplicity of in- 
stallation and operation, it is especially recommended 
for the novice. When used with an antenna of proper 
dimensions and receivers of average sensitiveness, it 
will be found to give absolutely satisfactory results. 

[ his receiver e . * e . 
is designed for efficient service 
on wave-lengths ranging from 180 to 500 meters and 
is thoroughly reliable on distances up to 25 miles. The 
set is especially recommended for use in receiving 
from local broadcasting stations, although under favor- 
able conditions it will have a much greater range 
than 25 miles. The entire receiver is mounted in a 
mahogany piano finish cabinet, with bakelite panel, 
matched dial and all metal parts nickel plated and 
finish and interior construction of that high grade 
that harmonizes perfectly with any surroundings, 
make this an unusually attractive set. 





For Those Who Wish the Best 


“BS M’*Radio Receiving Set 
Appeals to The Radio Expert 


Because— 

Extra Heavy Bakelite Panel, shielded. 

Inductance Tube and Rotor of Bakelite. 

Variable Condenser Shaft Bearing of special de- 
sign, insuring smooth motion and correct align- 
ment of plates. 

Vernier Condenser. 

Complete Condenser Unit mounted on Bakelite 
Sub-base, and operated by non-metallic shafts. 

Vernier Detector Rheostat. 

Dials of original design, constructed as to secure 
perfect alignment. 

On-and-Off Switch. 


Binding Posts for all connections on the back of 


the set. 
And to 
The Novice in Wireless 


Because— 

Easy to operate—no knowledge of the theory of 
Radio is required for “tuning in” on local or 
distant broadcasting stations. 

Perfection of detail makes it possible to secure ex- 
ceptionally good results with indoor antenna or 
loop. 

Substantial construction insures reliability in opera- 
tion. 

Enclosed in inlaid mahogany cases of handsome 
and refined appearance. 


; Price, Set Only.............. ; ..$132.00 
P= TE I a ecapindibogechsaaastsnnca - ....$12.50 Price, with all Accessories.__...._....... : . 180.00 
Price, with all Accessories and Loud 
Price, with Antenna and Receivers... . 21.00 Speaker 200.00 
ttractive Discounts and prompt deliveries make 
hoththese items ones qou should handle this year. 


Central States Engineering Co. 


224 N. Halsted St. 


Chicago, Ill. 
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New Radio Products, Illustrated 


Ba PS 








A variable condenser has been placed 
on the market by the Kellogg Switch- 
board & Supply Co., Chicago, con- 
structed of plates of heavy sheet 
aluminum and furnished with a 4-in. 
bakelite dial which controls the con- 
denser proper and a small bakelite knob 
which controls the vernier. The station- 
ary plates are securely mounted be- 
tween heavy end plates of bakelite and 
are placed so that the movable plates 
occupy the center space at all positions, 
which are clamped to the shaft and are 
spaced to fit the plates. The ends of 
the plates are bolted together thus pre- 
venting any plate from getting out of 
line. The condenser is of a decremeter 
type, by which is meant that the plates 
are so Shaped and placed that ratio of 
increase or decrease in capacity is con- 
stant, and the dial may be calibrated 
in any scale desired. It is arranged 
for panel mounting, adjustments being 
made on the mounting screws so it can 
be mounted on an uneven surface or 
warped panel without binding. It is 
built with or without vernier, in 11, 21 
and 48-plate sizes, 








The “Wimco” variable condenser re- 
cently placed on the market by the 
Wireless Manufacturing Co., Canton, 
Ohio, is built in three capacities, 
namely, 3, 28 and 48 plates, and is 
made of hard-drawn aluminum. ‘The 
maximum resistance of the 43-plate 
condenser is 0.018 ohms, and the zero 
capacity of the same size condenser 
is 15 micro-microfarads. 








Designed to protect the filament in 
UV-200 and 201 vacuum tubes and 
mounted on an insulating base is the 
“Teleradio” fuse protector, recently 
developed by the Teleradio Engineer-- 
ing Corp., 484 Broome street, New 
York City. 


Portable ammeters and voltmeters 
of a new type, of which compactness, 
ruggedness, simplicity of construction 
and accuracy are important features, 
have been added to the line of in- 
struments made by the Westinghouse 
Electric & Manufacturing Co., East 
Pittsburgh,~- Pa. The _ instruments, 
known as type PX-3 portable instru- 
ments, are direct reading meters for 
general testing purposes. The field 
of their application is wide, including 
central-station analysis tests; trade 
school, high school, and college equip- 
ment tests; and battery tests. 











The Dual Tool Co., 12825 Euclid 
avenue, Cleveland, Ohio, has placed on 
the market a new device called the 
“Qualitone” radio horn. The horn 
contains a doubletone changer which 
is claimed to absorb mechanical noises 
and produces clear, mellow tones. It 
is made of fibre and hardwood, fin- 
ished in mahogany. The list price is 


$9. 











For the amateur operator who de- 
sires a socket giving positive contact 
without soldering the tube prongs in 
place is the set-screw socket recently 
developed by the Mazda Radio Manu- 
facturing Co., 8405 Perkins avenue, 
Cleveland. Each of the four posts is 
mounted in a slightly oversize hole in 
a black dielectric base. The base is 
fitted with four legs long enough to 
keep the contact stems clear from the 
shelf or panel floor. The list price is 
$0.50. 





A variocoupler claimed to produce 
any desired coupling from zero to maxi- 
mum has been placed on the market by 
the Hartman Electric Manufacturing 
Co., Mansfield, Ohio. Both the rotor 
and stator is made of special com- 
position, and with a small amount of 
metal in the magnetic field the losses 
are reduced to a minimum. With a 
0.001-mfd condenser in series the wave- 
length maximum is 620 meters, and with 
a 0.0005-mfd. condenser it is 490 meters. 











A radio frequency transformer de- 
signed to act on currents oscillating at 
radio frequencies only, and thereby 
strengthening the radio signals and fil- 
tering out static and other foreign 
noises, has been brought out by the 
Radio Development Corp., Springfield, 
Mass. It is called the “Are-Dee-Cee” 
type 9-7-4, and has a wave length range 
of = to 600 meters. The list price 
is $5. 
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New Radio Products, Illustrated 











The “Crosley Model XXV Radio Receiver,” being made 
by the Crosley Manufacturing Co., Cincinnati, consists of a 
tuner, detector unit, one stage of tuned radio frequency 
amplification and two stages of audio frequency amplifi- 
cation. The set is installed in a highly finished console 
cabinet, in which there are compartments for batteries, 
battery charger, etc. 








Comprising one stage of radio frequency amplification, a 
detector tube and two stages of audio frequency amplifica- 
tion is the Federal No. 57 receiver, brought out by the 
Federal Telephone & Telegraph Co., Buffalo; N. Y. The 
amplifier is controlled by three filament rheostats, allowing 
control and careful adjustment of the separate tube fila- 
ments. 








The “Echo-Tonc” is an instrument designed by the Wil- 
liams Radio Co., 1438 Washington boulevard, Detroit, to 
reproduce identically the original tones broadcasted through 
the ether. What is called a sonorous metal is used for the 
horn of this instrument, and it is claimed that all impedi- 
ments or factors having a tendency to distort or absorb the 
original tones are entirely eliminated. 








A device made for controlling vacuum-tube circuits without 
the use of jacks, plugs or additional switches has been de- 
veloped by the Klosner Improved Apparatus Co., 2024 Boston 
road, New York City. It is called the “Amplitrol” and elim- 
inates the necessity of plugging in from one stage to the 
next; the phones or loud speaker are attached to binding 
posts and any stage can be switched on at will. It is auto- 
matically switched off and on. The manufacturer claims that 
the device will adjust the filament to its maximum efficiency, 
that it does not put a sudden strain on the filament, and that 
the gradual current increase will prolong the life of the tube. 
The “Amplitrol” is made of condensite with phosphor-bronze 
contacts. 








A variometer and variocoupler have been developed by the 
E. A. Rittenhouse Co., Honeoye Falls, N. Y., for use with 
radio sets. The frames are made of kiln dried oak, impreg- 
nated with shellac. The variocoupler stator has seven 7-turn 
taps and seven 1-turn taps. The variometer stator is form 
wound and spherical in shape. The list price for each of the 
devices is $4.50. 








The Radiall Co., 99 Warren street, New York City, has 
placed on the market a device for automatically regulating 
the current supplied to the filaments of vacuum tubes used 
with radio receiving sets. The purpose of this adjuster is 
to keep the temperature of the filament at a definite figure, 
thus obtaining the highest efficiency and at the same time 
prolonging the life of the filament. The regulator contains 
a filament which changes in resistance in relation to the 
“A” battery voltage and thus tends to keep the current con- 
stant. 
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New Radio Products, Illustrated 























The “Universal” detector stand, man- 
ufactured by the Pacent Electric Co., 
150 Nassau street, New York City, 
embodies dust-proof, rust-proof and 
fool-proof features. Adjustment is 
easily made and held by the use of a 
special universal joint. The stand has 
a molded top and base, a substantial 
ground glass covering, carefully ma- 
chined binding posts and metal parts, 
and is neat in appearance. 








One of the features of the 3-in. dial 
being manufactured by the Alden- 
Napier Co., 52 Willow street, Spring- 
field, Mass. is that it is so designed 
that the fingers can be placed on the 
knob without covering the numerals. It 
is made of condensite, and guaranteed 
not to warp. Excess material has been 
eliminated, which reduces the absorp- 
tion losses to a minimum. , 








A new loud speaker called the 
“Moon,” made of heavy aluminum, has 
been developed by the Wilson Utensil 
Co., Dayton, Ohio. Vibration is 
checked with the use of heavy metal 
sound channels. It can be used on one, 
two or three stages of amplification. 
The list price is $7.50. 











Another application of the compres- 
sion resistance principle has been made 
by the Allen-Bradley Co., Milwaukee, 
in the “Bradleyometer,” a new poten- 
tiometer embodying graphite discs op- 
erating under pressure. Two columns 
of discs are assembled in the porce- 
lain container, each column with a 
separate and independent pressure plug 
extending through the top cover plate. 
The pressure knob rotates through 180 
deg., and through a special shaped cam 
applies pressure to one column in one 
direction of rotation and to the other 
column in the other direction. As 
pressure is applied to one of the col- 
umns the pressure is released on the 
other. The “Bradleyometer” controls 
the resistance absolutely gradual as the 
pressure is increased or decreased on 
the discs. This provides for an abso- 
lutely even balancing of the potential 
in the plate or grid circuits, wherever 
the potentiometer may be connected. 
No foreign noises are introduced into 
the circuit. The “Bradleyometer” ac- 
complishes the full range in control 
with 180 deg. rotation of the knob. It 
is made in 200 and 400-ohm capacities. 








The Feri Radio Manufacturing Co., 
1167 Bedford avenue, Brooklyn, has 
placed on the market a new variometer, 
the rotor winding of which is placed 
outside and is in two self-supporting 
sections, held in place by brass strips. 
The stator winding is placed on a hard- 
wood ball, to which a brass cone bear- 
ing is attached, which is mounted to 
the panel by two machine screws, and 
the 0.25-in. hollow brass shaft revolves 
within the bearing. With an average 
variocoupler and standard detector 
tube, a wave-length range of 165 to 390 
meters is obtained. Flexible leads are 
provided for connections. 





The “Model RC” short wave regen- 
erative receiver marketed by the Radio 
Corp. of America, 238 Broadway, New 
York City, is a compact, portable and 
efficient instrument designed for gen- 
eral reception and for use with loud 
speaking devices. It comprises a com- 
bination .of short-wave regenerative 
tuner, a detector and a_ two-stage 
audio-frequency amplifier and has a 
wave length of 180 to 700 meters. 
Broadcasting may be received on either 
detector alone or with one or two 
stages of amplification by changing 
the head-set plug connection. 








The Missouri Radio Corp., 2625 
Washington avenue, St. Louis, has 
added to its line of radio products the 
“Missouri Jr.” receiving set, the chief 


feature of which is that the tuning © 


operation has been simplified to a great 
extent. The set has a wide range, a 
1000-mile guarantee being made by the 
manufacturer. It is completely fur- 
nished with “B” battery, detector, tube 
and head set, and is enclosed in a 
mahogany finished cabinet. The list 
price is $45. 








Especially adapted for use with the 
tubes now on the market is an ampli- 
fying transformer recently developed 
by the A. E. Rittenhouse Co., Honeoye 
Falls, N. Y. It is of the sheil core 
type, the coils being wound separately 
and placed side by side on the center 
core. The ratio of primary to secon- 
dary turns is 1 to 4.5. The list price 
is $4. 
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Signal-Hulbert Battery Charger 


Built on an entirely new principle. 
Charg:s 2 batteries at once, from any 110 
volt A.C. lighting socket. Selling ‘‘like 
hot cakes.”’ Send for special bulletin 
fully illustrating and _ describing this 
great step forward in serving the motorist 
and ‘‘Radio fan.’’ 


Shey) H 
Maneugseen 


—_——— 





Has more us*s in a Radio laboratory 
than any instrument of a condenser type 
so far developed. Affords the most effi- 
cient way to receive the long-wave un- 
damped stations. 
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Signal Vernier Rheostat 
Requires on!y one knob to operate both 
the main and the Vernier section and 

comes complete with knob and dial. 








Signal Tube Socket for W Dil 


Tubes 
Has formica base, phosphor bronze 


springs, and insulated feet. 


Factory and General Offices 


(You'll find our branch offices in the Telephone 
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go wrong- 


SIGNAL Se 


1904 Broadway, Menominee, Mich. 


Directory ) 


Repeat That 
Last Order! 


That’s what you hear 
when you have once put 
SIGNAL PRODUCTS into 
the hands of your customers. 

SIGNAL PRODUCTS 
give satisfaction because 
there are years of experi- 
enced handicraft in them— 
they are made by men who 
have grown up in the manu- 
facture of electrical goods. 


They are finished—outside 
to sell—inside to serve. 
Users, Dealers and Job- 


bers find SIGNAL a line of 
satisfaction. Its appearance 
makes it sell. Its merit 
makes it serve. You’ll never 
-either buying or 
selling—if you stick to the 
SIGNAL LINE 


The SIGNAL LINE includes: 


Bells, Buzzers. 
Transformers. 
Battery Chargers. 
Medical Batteries. 
Radio Equipment. 


Sell SIGNAL and you sell 
SURE SATISFACTION 











Atlanta Cleveland San Francisco op 
Chicago Montreal Pittsburgh 

Boston St. Louis Toronto . 
Minneapolis New York 


() Pendant and 


> " s 
(1913B) Push Buttons 
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Signal Electric Mfg. 
1904 Broadway, Menominee, Mich. 


Please send bulletins on the subjects checked be- 
low to name and address written on margin of this 


0 Electric Bells and Buzzers 


Bell Ringing Transformers 


Telegraph Instruments 





Signal, 
New Type 
Skeleton Bell 


The Signal 


Line of Sells 
Transformers, Push Buttons, etc., 
well Known to need description. 











Standard 
Signal Bell 


Signal Bell 
Transformer 


Buzzers, 
is too 
Here, as 


in every item, SIGNAL means first class 


material and 


surance of service 


workmanship, and is as 


and satisfaction 





At the SIGNAL plant much attention 


is given to even 
This accounts for the uni 


manufacture. 


the smallest detail of 


formity of our output, and the regularity 


with which we 


receive repeat orders, 





Signal Medical Batteries 


These batteries are used in thousands 


f homes, in this 


country and abroad 


The line is comprehensive and meets all 
requirements from single medical coil to 
iarge powerful double-cell instrument 





Signal Telegraph Instruments 


Our plant is one of the oldest makers 
of Telegraph Instruments. Our line is 


complete, 


varying 


from an inexpensive 


Learner Set to the finest of commercial 


instruments. 


Navy men during 
struments, both 
‘‘wireless.”” 


and for 


Type 


Thousands of Army and 


the war used our in- 
for regular telegraphy 
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Bulletin Coupon 
Co. 


] Medical Batteries 
0) Radio Parts and Sets 


] Junior Detector Units 


Battery Charger 
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Radio 
Equipment 
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Automotive 
Electrical and 


Equipment 





Service Station 








A Permanent 
Source of Supply 


When An ‘Order Is Placed 
For Sterling Products, 
Accuracy of Goods and 
Service Can Be Depended 
On. 


HUM 


ber or jobber’s 
has in 


= system of handling orders, the 











each article is correct in design 
and construction—that is more 
in itself than any selling talk 
ever devised. 


ATLA LATTA 


Sterling is known for its accu- 
finely 


racy of products—the 


calibrated meters and testing in- 


HU 


its radio and electrical devices. 
Not always the lowest priced, 
but the least expensive for con- 
sumer and dealer to buy. 


Sterling Radio Equipment 
Filament Rheostats, Portable Rectifiers, 
Audio Frequency Amplifying Trans- 
formers, Radio Frequency Amplifying 
Transformers, Pocket Voltmeters for 
testing “B” Batteries. 


TTT 


Sterling Automotive, Electrical 
= and Service Station Equipment 
= High Rate Cell Testers, 
Meters, Dash and Pocket 
and Voltmeters, Small 
Meters, Spring Oilers. 


Magneto 
Ammeters 
Switchboard 











HE 


Write for bulletins. 


THE STERLING MFG. CO. 
2849 Prospect Avenue 
CLEVELAND, 0. 


Over 2% Million Sterling Devices in 
Use Today. 
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struments—the excellent quality = 
and assured operating success of = 
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TOUTES 
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HE confidence that a job- = 
salesman — 
the manufacturer's — 


precision with which the prod- = 
ucts are inspected before ship- = 
ment, and the knowledge that — 
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Fundamental Principles of Radio 
Communication 


By C. M. JANSKY, Jr. 


Assistant Professor of Electrical Engineering, University of Minnesota. 


[To handle the sale of radio equipment necessitates an understanding of the 


practical applications of the theory on which it operates. 


With that pur- 


pose in view, Tue Jopper’s SaLtesMAN will publish a series of articles by 
Prof. Jansky, who is a recognized authority on the subject and who was a 
member of the U. S. Radio Conference Board. He has prepared these 
articles in a semi-technical style, so they can be easily read and digested 
by anyone having a knowledge of the underlying principles of electricity. 
Following is the first article, and it will be followed by others which take 
up in detail the theory of radio and history of radio development. ] 


To many people the transmission 
of intelligence by radio is a very 
mysterious process. Yet in reality it 
is very similar to phenomena with 
which we are all well acquainted. It 
has been known for over a hundred 
years that light is a wave motion 
traveling in some sort of a medium, 
which, for want of a better name, is 
called the “ether.” It is not essential 
that we discuss in detail the char- 
acteristics. which this medium must 
have to satisfy known existing condi- 
tions or the reasons why many 
scientific people lately doubt its ex- 
istence. Regardless of whether or not 
the ether really exists, it is con- 
venient for explaining and making 
clear many well-known phenomena. 

The waves which exist in the ether 
are transverse, that is, like those of a 
cord (see Fig. 1), and travel with a 
velocity of 186,300 miles per second, 
or in terms of the metric system 
300,000,000 meters per second. (One 
meter is equivalent to 3.281 feet.) 
They are _ called electromagnetic 
waves. The distance from crest to 
crest, or from trough to trough, in a 
wave disturbance is called the wave 
length of the wave and is usually 
designated in meters, or a submultiple 
thereof in the case of the shorter 
waves. 

Certain of the electromagnetic 
waves are known as light, because 
they are capable of affecting the hu- 


man eye. With each particu'ar color 


ae 
lt 


00000033 
-000000 75 
Ooos 


there is associated a particular wave 
length. Thus, the wave length of violet 
light is about 0.0000004 of a meter, 
or 0.0004 of a millimeter, while that 
of red light at the other end of the 
visible spectrum is about 0.00000075 
of a meter or 0.00075 of a milli- 


meter. All of the wave lengths cap- 


One Wave Leangth 





1.—Graphic Representation of a 
Wave. 


Fig. 


able of affecting the human eye and 
producing the sensation of light lie 
between these two limits. 

Thus we see that the band of wave 
lengths forming the visible spectrum 
is quite narrow. If we go beyond 
this band toward the short end 
of the spectrum we reach first 
the ultra-violet waves, which, while 
they do not produce the  sensa- 
tion of sight, produce sunburn and 
are capable of affecting the photo- 
graphic plate.. Beyond the longer or 
red waves of the visible spectrum lie 
what are called the infra-red waves. 
It is in the form of these longer waves 
that most of our energy reaches us 
from the sun. If we explore the 
spectrum still further in the direction 
of the longer waves we find nothing 
of a useful nature until we reach a 
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Fig. 2.—Relative Positions of Different Kinds of Waves, With Corresponding 
Wave-Length Bands in Meters. 












































December, 1922 


THE JOBBER'SMJSALESMAN 












high efficiency telephone equipment. 


mum results. 


Microphones 


Variometers 





Standard Microphone. 
sensitive. The result of twe 
five years’ experience. 








spring tension. 
lated frame. 





Decremeter Type. Standard 
Capacities. A Real Condenser 


Grid Condensers 


No. 601. 11 plate with 5 
plate Vernier. Knob and 











No, 501 
No. 562. 5 millihenrie air choke coil, Cacho... eee 
No. 501. 10 millihenrie air choke coil, cache... eects 
No. 503. 100 millihenrie iron core choke coil, each.. 
No. 504. 1 henrie iron core choke coil, each... 22... ececeneeneeee 








Super- 


nty- 


Durable insu- 


No. Each 
501—4 Conductor $1.16 
§02—2 Conductor........................ 75 
$03—3 Conductor.......................... 80 
504—4 Conductor 1.10 
505—6 Conductor......................... 1.25 


4-in. dial. ach... $6.75 
No. 602. 11 plate without 
Vernier. Less knob and 
dial. Each 4.50 
No. 603. 23 plate with 5 
plate Vernier. Knob and Grid Condenser on Single 
4-in. dial. Each...................... 7.75 ounting 
me Oy % , Same suphens No. 502. Kellogg Grid Condens- 
P= ge “ene ena 5 ers are 1% in. x 4% in. They are 
No. 6. 43 plate with 5 of the cartridge type, sealed in 
plate Vernier. Knob and a moisture proof shell. Not 
4-mn. dial.: Hoch... 8.75 affected by temperature 
No. 606. 43 plate without changes. Standard capacities. 
Vernier, knob and dial. 
Te nes ee as Sere Each . $0.75 





The following parts are manufactured by Kellogg and do not vary from the listed rating. 
the highest grade material is used, and first class workmanship assures a product that brings maxi- 


Head Sets 


Kellogg Radio Equipment For Better Results 
Easy to Mount—Simple to Operate 


The Kellogg Switchboard and Supply Company has been foremost in the production of standard, 
Its extensive laboratories and experienced engineering per- 
sonnel guarantee Kellogg products to be of the utmost reliability. 


Only 


The value of extremely light and very 
small head sets in Radio receiving is 
most evident when using Kellogg head 
receivers, which, however, have proved 


as 


sensitive and thoroughly efficient 


as they are light in weight and small 


in size. 
adaptable 


The b 
and 


and, 
the 


too, 
simple 


is especially 


receiver 


holders, which are held in place on 
the lower part of the head band by 
the spring tension of the metal, can 


a 


The Kellogg plug fits all jacks. 
It is of strong construction and 
handsomely finished. 


No. 


$01. Each $1.00 


Rhecstat 


Kellogg rheostats 
are so arranged 
that a long con- 
tact surface is 
provided to as- 
sure per- 
fect con- 
tact under 
all condi- 
tions, re- 
sulting in 
loud, clear 
signals 
free from 
distortion, scrap- 
ing and fading. 
Simple construc- 
tion, only one 
movable part. 







No. 501. Each $1.50 


3 be instantly adjusted so as to place 
All Bakelite moulded variom- No. 21. Bache $7.35 the receivers over the ears for the 
eter. Two rotor and _ three No. 69A best hearing. 
—— — ~a9 a tagl oP 
wound. or panel or base ° " 
oa Spring Jacks a og ue we 2400 ohms, each................. $10.00 
ay PPR IaY ge ae $8.00 o. . ead Set 2000 ohms, each... ...... 8.00 

No. 74A. Head Set 1000 ohms, each 5.00 
Variable Condensers hn eS 
Positive contacts, constant Plugs Tube Sockets 





No. 2 


All Bakelite tube socket. Takes 


all standard tubes. 


“The Standard Socket.” 


No. 2. Each 


Dials 


.... $0.75 





Four inch 
warping, 
tion. 


No. 502. Each 


Resistances 


No. 501. 
No. 510. 


12,000 ohm non-inductive wire wound 


resistance 


12,000 ohm non-inductive moulded resistance 


Mounting for moulded resistance 


USE IS THE TEST 


KELLOGG SWITCHBOARD & SUPPLY COMPANY 
CHICAGO 


all Bakelite. 
reinforced 


Non 
construc- 


$1.25 


$1.75 
a) 
AS 
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THE FIRM BEHIND 





For over twenty-five years the firm behind the E-D radio sets 
has been manufacturing delicate, high-grade electrical appli- 
ances. Its reputation amongst dealers for its universal “‘square- 
dealing”’ policy is excelled only by the reputation of its prod- 
ucts. Today, the company stands solidly behind every switch 
and panel made on any one of the three floors in our own 
building shown here. 


The E-D set comes in unit-panels matching each other as illus- 
trated. The radio novice can begin his set with only two E-D 
panels and then purchase more as his pocketbook permits. 
This exclusive feature assures you of endless sales and re-sales. 
You can always “Sell Em Some More” E-D equipment! 


You'll never regret the day that you wrote E-D. Tell us NOW 
to send you full information—and the next time you’re in 
Philadelphia, drop in and inspect our plant. We want to meet 
you. 


33rd and Arch Streets 


THE E-D-MANUFACTURING CU. 


PHILADELPHIA, PA. 
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| band between approximately 100 and 
| 30,000 meters. ‘This band includes 
the wave lengths used in radio com- 
munication. Some experimental work 
has been done with waves of 25 meters 
and even as low as 1 meter, but all 
commercial stations at present use 
some wave length in the band just 
mentioned. 

Thus we see that in radio communi- 
cations we make use of waves of 
exactly the same character as light, 
which travel with the same velocity in 
the same medium, but now instead of 
being concerned with wave lengths be- 
tween 0.0000004 and 0.00000075 
meter we are interested in wave 
lengths which lie between 100 and 





20,000 meters. A 400-meter wave is 


therefore approximately 100 million 


times as long as a violet light wave. 
Both waves travel with a velocity of 
186,300 miles per second. 

Fig. 2 is a graphical representa- 


tion of the ether spectrum which . 


shows the relative positions of visible 


| light, infra-red, ultra-violet, X-ray 








waves, and radio waves. ‘No attempt 
has been made to draw this spectrum 
to scale. 
Elements of a Radio System 
Every radio communication system 


| contains the following elements: 


First, a method of producing and 
radiating energy in the form of wave 
motion at a given wave length some- 
where between 100 and _ 30,000 
meters; this is a transmitting sta- 
tion. Second, a method of collecting 
a portion of the radiated energy at 
some distant point and detecting its 
presence; this constitutes a receiving 
station. 

It should be noted that when a 
transmitting station emits waves, 
these waves are transmitted in all 
directions and may be picked up un- 


der favorable conditions by any re- 


ceiving station which is adjusted for 
the particular wave length emitted by 
the transmitting station, which must 
be sufficiently close to it, because the 
energy of the radio waves diminishes 
as the distance from the transmitting 
station increases. It is this fact that 
transmitting and receiving stations 
that are to keep in communication 
must be adjusted to the same wave 
length that enables several groups of 
stations to be operating simultaneously 
without interfering with one another, 
all that is required being that each 
group operate at a different wave 
length. Thus if one transmitting sta- 
tion is sending at 360 meters to a 
group of receiving stations adjusted 
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Why Not Use Metal Panels 


in Radio Sets? 


This question is constantly being 
raised and the solution is to be 
found in the use of Eisemann units. 
By reason of their complete self- 
insulation, they may be used on 
panels of metal, wood or any 
other material without introducing 
electrical losses. The concave 
dial itself serves as an adequate 
shield. 


The illustration above shows the 
attractive appearanceof Eisemann 
parts when mounted. The absence 
of protruding knobs and dials ap- 
peals strongly to the user. 

The many advanced features of 
Eisemann parts, together with 
electrical characteristics of a high 
order, make the line a very desir- 
able one for the jobber and dealer. 


Eisemann Products are distributed through the Jobbing 
Trade. Write for descriptive literature and discounts. 


EISEMANN MAGNETO CORPORATION 


William N. Shaw, President 
BROOKLYN, N. Y. 


DETROIT 








CHICAGO 
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om "GREATER Radio 
Christmas =~ 


EALERS who demonstrate Broadcast 
D Concerts with Magnavox equipment 
are the jobber’s best customers—im- 
press the value of correct demonstration upon 
your trade. 
Sooner or later, every radio user wants a Magna- 
vox—without it, no receiving set is really complete. 


To meet this demand we have developed a most 
unusual Sales and Advertising Service which works 
for wholesale and retail salesmen every day in the 
year. 





R-2 Magnavox Radio with 18- ment for use in homes, offices, 
inch horn: this instrument is amateur stations, etc. $45.00 
intended for those who wish 


the utmost in amplifying Model C Magnavox Power 


power; for large audiences, “eet An gt 
dance halls, etc. . . $85.00 for your Magnavox Radio. 

R-3 Magnavox Radio with 14- 2 stage AC-2-C . . $80.00 
inch horn: the ideal instru- 3 stage AC-3-C . . 110.00 








How Magnavox can increase your profits is ex- 
plained in our new publication “The Magnavox”— 
send for free copy today. 


The Magnavox Co., Oakland, California 
New York: 370 Seventh Avenue 


A GNAVOX 
Radio 
The Keproducer Supreme 
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for that wave length, another trans- 
mitting station may be sending at, say, 
365 meters to.other receiving sta- 
tions adjusted for 365 meters, while a 
third group may keep in communica- 
tion separately by using, say, 355 


meters. 
* * * 


National Radio Week in 
December 


At a recent conference of repre- 
sentatives of publishers of radio maga- 
zines, the week of December 23-30 
was decided upon as a National Radio 
Week. Special feature programs will 
be broadcasted during this week, and 
every means will be used to draw at- 
tention to radio apparatus as timely 
holiday gifts. The week selected co- 
incides with the American Radio Ex- 
position. to be held at New York City 
Dec. 21-30. 








Haynes L. Everest, sales manager of 
Hart & Hegeman Manufacturing Co., was 
snapped while directing some of the events 
at the company’s picnic at Hartford, Conn., 
recently. This statement is made because 
appearances are against Haynes, for he 
Icoks like he was all fixed to go over to 
the first tee and drive off. Well, maybe 
he did—later. 
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Below is a picture of 
the Vari as com- 
bined with your own 
dial for back-of-panel 
mounting. 


This is the standard 
air variable conden- 
ser. Compareit in size 
with the Variadons 


appearing at the right. 


The Dubilier Varia- 
don as supplied from 
the factory, with grad- 
uated scale and knob. 





The New Variadon— 
“No thicker than an ordinary dial 


HE following are the more re- 

markable features of the new 
Dubilier Variadon, the first practical 
mica variable condenser : 


1. Itis no thicker than an ordinary 
dial. Yet it serves the purpose of an 
air-condenser with several dozen 
plates. 


2. It can be mounted on any con- 
venient part of a receiver case (front 
or rear of panel). 


3. Its adjustment cannot be des- 
troyed by ordinary shocks, falls or 


vibrations. Hence short-circuits are 
practically impossible. 


4. It makes the vernier unneces- 
sary. 

5. It can be used as a grid-leak 
condenser, so that new tubes or dif- 
ferent tubes can be adjusted to suit 
the receiving set. 

Capacity .0004 or .0006 mfd. Re- 
tail price, $2.50. 

Capacity .001 mfd. Retail price, 
$3.50. 

Supplied complete with dial and 
knob. 


Other Famous “SDubilier “Products 


Dubilier Micadons 
Micadons are little mica conden- 
sers which reduce tube noises. 
Madein a wide range of ities 





Price 35 cents to $1.50 each, ac- 
cording to capacity. 


Te |; 
DUBILIE 


The Ducon 


Screw the Ducon in any lamp 
socket and thus do away with the 
P t The broadcasting station 
comes in loud and clear. 


The Du-tec 
A chemical rectifier of which every 
spot is sensitive. Eliminates tedi- 
ous and frequent adjustment of 
“Cat Whisker."” Does not oxidize 
with age. Price mounted, 30c each. 


Condenser &» 
Radio Corp. 


Price $1.50. 


48-50 West 4"-St. N.Y. 


BRANCH OFFICES 


SAN FRANCISCO, CAL., 709 Mission St. 
WASHINGTON, D. C., Munsey Building 


ST. LOUIS, MO., Syndicate Trust Bldg. 
CHICAGO, ILL., 33 So. Clinton Street 


ATLANTA, GA., Forsyth Building 


Distributed in Canada by General Electric Company, Ltd., Toronto 
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HE two instruments shown above 
comprise an excellent and complete 
receiving set. The Coupled Circuit Tuner 
and Detector Amplifier on the mahogany 
mounting board present a_ beautiful 
appearance. Complete outfit as above, 


unwired, $32.00. 
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The Mounted Variometer carries through the 
standard quality of Atwater Kent products. For 
an open set it supplies a finished instrument 
unsurpassed in both appearance and performance. 


Mounted Variometer, $10.00 











ATWATER KENT MANUFACTURING COMPANY 
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My Idea of a J. S. 


(Continued from page 10) 


to do this we have to sell for the 
dealer. This does not necessarily 
mean that we have to go out and stay 
with “Bill” all the time to get him 
to sell for us, but we have to show 
him that we are really willing and 
anxious to co-operate with him. 
* & * 


“Service” and “co-operation” are 
two of the most bused words in 
Webster’s little book, and are used 
more often than any others. What 
we have to do is to show “Bill” that 
we as salesmen and as jobbers know 
the definitions of those two words 
perfectly, and when we do this we 
are going to find that the dealer is 
not nearly as cold-blooded as we think. 

Service and co-operation, in my 
opinion, mean exactly the same, even 
if they do look different after they 
are written on paper. Without it we 
are out of luck, and I honestly be- 
lieve that a lot of us forget the fact 
that when we are selling “Bill” that 
unless “Bill” gets an order also for 
the very same thing we are selling him 
we are likely to find this order look- 
ing us right in the face on our next 
trip. We haven’t sold him on the idea 
of selling for us, and, as Sis Hopkins 
used to say, “There ain’t no use in 
doing nothin’ for folks what don’t do 
nothin’ for you,” so “Bill” is firmly 
impressed with this idea. My motto 
is, “Sell for Bill and Bill will sell for 
you.” 

I had a dealer that was selling 
washing machines in a small way and 
I mentioned to him that with a truck 
he could sell many more by putting a 
man on the truck and working the 
nearby territory. He couldn’t see it, 
he said, so I got him to work with me 
four days in my machine in this terri- 
tory, and we sold more machines in 
the four days than he had been selling 
in a month. Yes, he got the truck, 
and now he has two more ordered and 
is buying washing machines in carload 
lots instead of two or three, as form- 
erly. 

My trade consists of a few factories 
and several mines, besides the dealers, 
and I work everything. Lots of times 
I pick up a small order or two that 
would cost my house more to pack and 
ship than the order amounts to, so I 
give this order to the nearest dealer. 
I have built up a good trade for a lot 
of my dealers this way, and they are 
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ales Kxecutives 
o Know Their Jobs 


Sales executives realize that ‘‘selective buying’’ now 
rules the radio market and their salesmen can no 
longer play the part of mere “‘order takers.’ 


This salesmanager has decided to push the Fada 
line of radio products. His decision is based on 
these facts which he gives his men as the dominating 
sales points that sell radio equipment to the retail 
trade:— 

1. Fada products are nationally advertised. Every month 


the name Fada is brought before thousands of potential 
radio buyers. 


2. Fada equipment offers a good profit and a quick turn- 
over on any dealer's capital stock investment. 


3. Fada helps its dealers sell Fada equipment by supplying 
cuts, newspaper mats, circular matter, etc. 


4. Fada has a reputation all over the United States and 
many foreign countries as the manufacturer of dependable 
radio instruments. 


5. Fada guarantees its products and stakes its reputation 
upon that guarantee. 


You will find it a lot easier to sell Fada products than to 
sell against them. 


Write for the Fada catalogue illustrating our complete line 
of radio equipment. 


F. A. D. ANDREA 
1581-H JEROME AVE. NEW YORK CITY 


Manufacturer of Fada Radio Equipment 





The Fada Vario-coupler is so designed, 
making it possible to rotate the rotor 180° 
and obtain a gradual variation of selec- 
tivity over the entire 180 degrees. An 
enormous advantage over the ordinary 
type of vario-coupler with coupling vari- 
able over only 90 degrees and just half 
as efficient. 


Fada dealers will find this a profitable 
item. 
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happy and I get my orders right 
along. 

If I find a dealer with more mate- 
rial than he can handle I jot it down, 
and when I get to another dealer that 
is short on this and needs it P. D. Q. 
I call him and tell him to ship “Jim” 
so and so. Then I write the house to : 
give “Bill” a credit memorandum and 


It PAYS To Sell 
“United” Radio Products 


They are scientifically correct in proportion and 
design. They are made from the best materials in 
a careful, workmanlike way. And, like a famous 


cigarette, 
“They Satisfy” 


Buyers swear by them, not at them. Every user 

















b b And th lot in th = Te we 
eee 8 ee ee ee ee [= charge Jim” with so and so. Yes, 

; = sir; my house backs me up 100 per 
United Variable Condensers with Vernier = cent on this, and we make everybody 
Scale attachment. Made of Hard Aluminum .= . ° 
with Bakelite ends. The only Vernier with a stop. = happy and help move things along by 
46 plate $6.50 | complete = getting rid of dead stock on the deal- 
26 plate........... 5.50 { like cut 8 - + 

. ; er’s shelf. 

United Variable Condensers (Plain) =z j I keep my good eye out all the time 
= 4 ea : = = : for new material. I take it up with 
11 plate without dial or knob. the S. M. and we get into it: if it 

7 . a 
“United’”’ Audio Transformers looks good, then it’s up to the P. A. 
Audio-f ‘ lif ticall hield- wid 3 itd 
af "Kase ckserel coldmattie. tees ton, In that way I can tell “Bill” what we 
clear signals without howl or distortion. have that is new. 


Best value on the market $4.50. I keep a file showing a list of names 


“United” Products of good competent wiremen, mine elec- 
have been adopted as standard equipment by leaders tricians, foremen, etc., that have men- 
in the radio industries. Their endorsement and con- . of ’ 
tinued patronage carry more weight than all the tioned to me at one time or another 


advertisements that were ever written. 


th 
Send for circular. at they wanted to make a change 


When so-and-so wants a man for pro- 
United Mfg. & Distributing Co., motion, I get in touch with him and 

ioe ie give him a chance to go over the list. 
le... SPN Chicago I make it a point to get acquainted 


with every newspaper editor in the 
2 So cM ee ARR ig 
NTA 


towns in which I work, because they 
Popular Loud Speaker 


may or may not do you a lot of good; 
WITH THE 


one thing sure they won’t do you any 
Double Tone Chamber 


harm. I subscribe for ten country 
papers and I keep posted on what is 
going on within a radius of 200 miles 
with those ten papers. You some- 

NO. 1 HOLDS 

TWO PHONE 

RECEIVERS 

$4.50 























y 


4 
; 
I 
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times get some “free” advertising by 
getting in with the city editor, for 
very often you get your paper at home 
and see where, “U. R. A. Salesman, 
representing the Treaten Right Elec- 
trical Supply Co. of Punkin Center, 
was calling on the trade this week.” 
That may not get you a darn thing, 
but it may bring you a letter request- 
ing you to call. I have seen such 
things happen and from concerns that 
I didn’t know were in the territory. 
(I hope my S. M. doesn’t see this!) 
I see that all my dealers have plenty 
of advertising and see that they use 
it, too, and I show them just what I 
think. is the best thing to run this week 
or next week in the paper. I help 
them dress the windows, and get them 
different kinds of special display 











NO. 1R HOLDS 
ONE PHONE 
RECEIVER 

$4.50 


Tone Chamber 
and Construction 
Patents Pending 


Illustrating the dou- 

ble tone chamber 
(Pat. Appl. for) 
which absorbs the 
mechanical noises 
and produces’ the 


Made of tough fibre and hard wood, fin- 
ished throughout in mahogany. The 
double tone chamber amplifies and throws 
the sound forward to the bell of the 
horn, producing a rich, mellow quality of 


splendid results tone and clear articulation. cards. 

which have made Sold by jobber’s salesmen who recognize . e 

the Qualitone popu- exceptional value and a popular priced Right now I am working on a 
ar. repeater. 


scheme that I think every salesman 


THE DUAL TOOL CO., 12325 Superior Ave., Cleveland, Ohio in the coustly Gah ani: . It will help 


“Bill,” it will help our houses and help 
us. My house, as usual, is backing me 
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Why This Sensational 
Reduction in Price? 


The announcement of the sweeping reduction of $4.00 

in the price of the Dictograph Radio Head Set will 
bring a tremendous demand. At $12.00 this supreme quality 
instrument was an established success; at $8.00 it will be a sen- 
sation. No other head set of like quality has ever been sold at 
such a low price. 


A N unprecedented opportunity for jobbers and dealers! 


New production plans on a gigantic scale make this new 
price possible. If not already stocked, protect yourself on 
delivery now. We have a strict jobber policy. Wire or write 
for discounts. 


Note: Plans are now under way for the production of the new 4,000 
ohm Dictograph SUPER-TONE Head Set, at a list price of $12.00. The 
most perfect instrument that can be made, to meet the most exacting 
requirements. 


The Standard of the W orld 


jo) Com neler yVils| 





S 





One of the greatest successes 
sets. Reproduces every sound in crystal-clear 


Radio LOUD SPEAKER 
List Pri ‘ 
* The Perfect Loud Speaker 
$ in the radio field! A handsome 
instrument of Dictograph 
tones, full volume, free from distortion and noise. 
Retailed at the popular price of only $20.00, com- 


for the Home 
standard quality. For all vacuum tube receiving 
plete with 5 ft. flexible cord. 








DICTOGRAPH 
Radio HEAD SET 
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DICTOGRAPH PRODUCTS CORPORATION 


220 West 42d Street (Branches in all principal cities) 


New York, N. Y. 
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MAKE THIS A RADIO CHRISTMAS 





DX TYPE No. 58 RECEIVER 


An Instrument of Great Selectivity and Exceptionally 


LONG RANGE 
For Complete Description Write for Bulletin No. 119-W 


Federal Telephone and Telegraph Co. 


BUFFALO, N. Y. 


{ MANUFACTURERS OF STANDARD RADIO EQUIPMENT 
WIMCO ANNOUNCES 























The Wimco Variable Condenser 


After months of experimentation to produce a really good Variable Condenser, we 
take pleasure in introducing to the trade The WIMCO Variable Condenser, which 
will be furnished in 43, 23 and 3 plate type. Tests conducted by the Washington 
Radio Laboratory show that The WIMCO Variable Condenser of the 43 plate type has 
a resistance, at maximum capacity, of but .018 ohms, and the capacity at zero on 
the scale is but 15 micro-microfarads. These values, we believe, are lower than in 
any other condenser manufactured for general amateur use. 

The WIMCO Variable Condenser is now in production and your orders will have 
our best attention. 

We have a very attractive proposition for the Jobber, and solicit your inquiries. 
Write for complete price list and discount sheet. 


THE WIRELESS MANUFACTURING CO., CANTON, OHIO 
Manufacturers—Distributors. 














up 100 per cent on this. I am getting 
a contract with a large newspaper that 
has a wide circulation for so many 
thousand lines of advertising. One 
half-page advertisement will be run 
each week, with the dealers’ names in 
large type. The advertisement will 
tell customers how their houses should 
be wired, what appliances should be 
used, etc., and the dealers are going to 
get their names on a half-page ad for 
about $2.50 per issue. Every dealer I 
have is sold on this 100 per cent. We 
are going to “Sell "Em Something 
More.” 

I keep in close contact with my 
dealers, either by personal calls, by 
telephone or by correspondence, and 
right here I want to say that I know 
from experience that the closer you 
keep in contact with your customers 
the more business you are going to get 
from them. If I were to change posi- 
tions today the first thing I would do 
after getting squared away would be 
to find a location as near the center of 
my territory as possible, whether it 
was in a large city or a hick town. I 
live as near the center of any terri- 
tory as possible and in a small city. 








Roy R. Lockhart, one of the Western 
Electric Co.’s big business-getters at Los 
Angeles, doesn’t believe in having the pas- 
sage blocked when a customer drives up to 
the door. Roy has a brother who’s a state 
senator up in Minnesota, and the cigar in 
Roy’s right hand shows that politics runs 
in the family. Roy is somewhat of a diplo- 
mat himself when it comes to. selling elec- 
trical supplies to oil companies. 
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Cabinet: Finished Mahogany, and English brown 
mahogany. 

Receiving Set: Double turned circuit; detector; 
three-stage amplifier; indicator dials; tube 


rheostats; plug and jack equipped on detector and 
all three stages of amplification. 


SPECIFICATIONS: 








“A” Battery: Rubber case storage battery in glass 
container with hydrometer and syringe for testing. 


“B” Battery: Three-unit, adjustable type dry-cell 
battery. 
Charger: Polarized vibrating type, with extension 


cord to electric light circuit; switch for charging. 


Price $300 complete, except vacuum tubes 


There’s a big holiday trade just ahead of you now. 


Write TODAY for full description, territory agree- 


ment and discount sheet, 


RISHELL PHONOGRAPH COMPANY 


WILLIAMSPORT, PENNA. 
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on every other radio product. 


Type R-10—Radio Frequency—(150-550 Meters) 
Type R-12—Audio Frequency—(Ratio 3 to 1) 
Type R-13—Audio Frequency—(Ratio 10 to 1) 
Type R-21—Audio Frequency—(Ratio 5 to 1) 


RausANp MPG Co. 


35 So. Dearborn 


“All-American” Amplify- 
ing Transformers (Audio 
and Radio Frequency) give 
a new joy to radio for 
every set owner who in- 
stalls them. 


By recommending this 
equipment the dealer es- 
tablishes his reputation as 
a man who knows radio and 
whose judgment is sound. 


Just as a restaurant is 
judged by its coffee so a 
radio shop is judged by its 
transformers. 


List Prices—Subject to Discount 


“All-American” Transformers 


Put You In Tune With Your Trade 





The dealer who will concentrate on the “All-American” line will stimulate his sales 
Great little business builders, these. 
manlike manner in which we have shielded the new type Audio Frequency Transformer. 


Note the work- 


Follow the example of leading manufacturers of radio sets who have adopted “All- 
American” Transformers as standard equipment and tie to “All-American.” 


$4.50 





4.50 





4.75 





4.75 





Liberal discounts. Send for Bulletin 22. 


St, Chicago, Til. 
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THOUSANDS OF 
EXTRA SALES 


TERMINAL INDICATORS—to 
go under binding posts on new or 
used instruments. They are neat 
little stampings, attractively let- 
tered. Every owner wants them 
on his set; they add distinction. 
Dealer demand created. As easy 
to carry a sample as to carry a 
dime. Every sample shown ought 
to be good for an order. 

JOBBERS—This product is to be 
merchandized through you. Write 
for samples, prices and discounts. 



















All - metal 
Model. 
List 15c 






43 Cornhill 











TERMINALS 


Standardized on two 
models after 5 years’ 
experience in radio. 
Constant supply in any 
quantities assured. 


SOMERVILLE 












Insulated 
Model 
List 8c 


Somerville Radio Laboratory 
ae BOSTON, MASS. 























‘By moving 100 miles I could be living 
in a larger city, but I could not keep 
in as close a contact with my trade if 
I did this. In a location of this kind 
you can have a place to tell your cus- 
tomers where they can find you over 
the week end, and this very often 
helps a customer out, as he can get in 
touch with you over the ’phone on a 
matter that may be very important to 
him. 

My office is in my residence and 
there are several reasons why I pre- 
fer this to having an office down the 
street. First, an office would increase 
the territory expense, and second, the 
office would be closed when I was out 
of town. By having my office in my 
residence, it doesn’t take me long to 
get home for a bite to eat, and I can 
stay as late at night as I wish. 

No, my office is not closed when I 
am out on the road, for my “Junior 
Sales Lady” has charge of it. My 
wife can take an order—not from me, 
however—for anything in the catalog. 
She can tell my customers where I 
am, and if it’s important she can in- 
form me and I can get in touch with 
them. She opens all mail, and at- 
tends to the details. This all helps a 
whole lot, for my wife is sold 100 per 
cent on my house and takes a great 


deal of interest in my business affairs. 


I never rush over my territory, and 
sometimes I spend a couple of days 
in a town of 500 or 600 population. 
I find it pays dividends to do this. 
I keep a weather eye open all the 
time for construction work, and if 
some industrial company is going to 
build a lot of houses I find out how 
the electrical work is going to be done. 
and then I get in touch with the near- 
est contractor-dealer and help him 
land the order. Lots of times my in- 
fluence helps him, too. 

If we can get our S. M. to see that 
by a little service and co-operation 
we can build up a territory by not 
skipping over it, it’s only a matter of 
time until we can be working two or 
three junior salesmen out of our office, 
and then the jobber is going to get 
tired of being called a jobber and 
will take the name that belongs to 
him—distributor. Then salesmen are 
going to be called district managers. 

I think the name salesman is just 
as much out of line as the name job- 
ber, and I am willing to bet a month’s 
commission that before many moons 
they will both be changed to the 
proper words of identification. 









December, 1922 


THE JOBBER’SfJSALESMAN 





103 














An Important Message for Every Man 
Dealing in Radio Equipment 





NE of the most disagreeable 
things about the radio busi- 
ness so far as dealers are 
concerned is the ever oc- 

curring complaint from customers 
who can’t get desired results from 
the equipment purchased. 





Every dealer, in the past, has 
had this experience time and time 
again. Is it possible to do any- 
thing to overcome this situation? 


It is! And the one message that 
we of the American Hard Rubber 
Company would register with all 
you many dealers this month is to 
tell you how to eliminate the ma- 
jority of these customer kicks. 


The positive operation of a pres- 
ent day radio set is not nearly as 
complicated a matter as driving a 
Ford car. And there are thou- 
sands driving Fords. 


The trouble heretofore has been 
that during the rush of big radio 
retail sales, dealers stocking radio 


equipment for the first time have 
purchased quantities of radio junk 
from get rich quick manufacturers 
—frequently newer in the game 
than many of the dealers who pur- 
chased and sold what proved to be 
trash. 

It is primarily this inferior 
equipment which has been the true 
cause of the many complaints deal- 
ers have received. A completed set 
will operate perfectly when well 
made. A set put together by the 
individual mechanically inclined 
will operate perfectly if all parts 
from cabinet and panel to dials or 
knobs which you sell are manu- 
factured with intelligence. 


Thus your troubles will be large- 
ly minimized if you will stock 
products which are made by the 
responsible manufacturers in the 
radio industry—the stable concerns 
—the concerns which use brains 
backed by experience in the con- 
struction of the equipment which 
they may offer you. 


American Hard Rubber Co. 


11 Mercer Street 


New York 


Manufacturers and moulders of 





ADIO 





Dials, Knobs, Panels and Other Parts needing no apology from 


the responsible concerns offering them to their customers. 
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DAYTON RADIO PRODUCTS _ 


This is going to be a Radio Christmas! 
Are you prepared for this additional business? 
If not, place your order now for immediate shipment. 


Dayton Radio Products are all tested and inspected before leaving our factory for their 
accuracy in performance, and their capacity in electrical measurements. 





Dayton Radio Products are absolutely guaranteed against defects in material or workmanship. 


Why we use genuine Bakelite parts in our assembly. 


Infusible High Dialectric Resistant to Moisture, Steam, ° 
Insoluble Great Strength Acids and Chemicals Will Not Fade 


Moulded Bakelite Products 






——— 
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Type A Vario-Coupler 
Price $7.00 


Type A Variometer 


Price $6.75 Type 17 P. C. Square 


Condenser 
Capacity, .0005 Mfd. 
Price $3.60 





Type 17 and 31 P. C. S. Condens- 
ers with Verniers Attached 
Price 17 Fs G. 3:...................... 
Ls gg oe Oh ee 5.30 










te 
Type B Variometer Canta " 
Pre 18 Tm Bacescis we” Type 318, C, Roun 
Capacity, .0005 Mfd. 
Price $3.60 
Type 9 P. C. Condens- 


5 IR NTO: 7 
Type 31 P. C. Condens- 
4. 





Type 3 P. C. Vernier Air Condenser 
Price $2.00 





Type C Vario-Coupler 90° 
Price $3.75 





Inductance Coil 
Price $2.00 

















Panel = Type 18 P. C. Transmitting 


Condenser. Price $4.50 





Dayton Phone Receiving Set 
Price $75.00 


Bakelite Knob and Dial 
2” Dia. Shaft 3/16”. 





Price 75c 
3” Dia. Shaft %4—3/16” BI sce sem 
Price 75c — a Insulating Tubing Vernier Rheostat 
4” Dia. Shaft %”. Phone Jack 5 and 10 ft. Packages Licensed 
Price $1.25 Price 65c Price 25c and 45c Price $1.75 


The A-C Electrical Mfg. Company, Dayton, Ohio, U.S.A. 


Makers of Electrical Devices for over 20 Years 
























































APEX-RGOTAREX 
MONTHLY SALES LETTER 


DECEMBER, 1922 


Straight from the Shoulder Talks to Jobbers’ Salesmen. Issued Monthly by 
The Apex Electrical Distributing Company, Cleveland, Ohio 


SUBJECT: Seeing is Believing. 
To All Jobbers’ Salesmen: 


One of the first lessons a man must learn to be successful in selling is that 
most men’s eyes are about twenty times more alert and intelligent than their ears. 
We believe what we SEE but we discount what we hear. 


Facts are grasped much more quickly and are understood much more 
clearly when they reach the mind through the eyes than when merely stated, ex- 
plained or described. 


It may, for example, take a little longer to SHOW your customer the big 
opportunity he is missing in not pushing his sales of electrical housekeeping ap- 
pliances by house-to-house selling methods, but there is no surer way to convince 
him. And once convinced and properly launched in this highly profitable business 
you have a mighty valuable account to add to your list. 


You may say that any dealer ought to be able to grasp the possibilities 
of this tried and proved selling plan after you have explained it. But you probably 
have learned from experience that he doesn’t. Can you afford to let it go at that 
and give him up? 


You must have discovered that fewer and fewer electric suction cleaners, elec- 
tric clothes washers and electric household ironers are being sold over the counter, 
that thirty times as many of these appliances are being sold by retailers who “take 
their stores right to the homes of customers.” 


The first wholesale salesman in your territory who learns how to sell this 
merchandising plan to the retail trade is going to get a corner on this business. 


Who will he be? 


He will be that salesman who first adopts the policy of backing up a brief 
explanation of the house-to-house selling plan and clinches his argument for it by 


SHOWING his dealers HOW TO DO IT. 


Start today. LEARN HOW. If you don’t make a sale the first day, try 
again tomorrow. WHEN YOU HAVE LEARNED, WHEN YOU ARE 
ABLE TO SHOW your customers that it can be done, that they can do it and how 
to do it you will find your own monthly earnings increased beyond your highest 
expectations. 


Helpfully yours, 
THE APEX ELECTRICAL DISTRIBUTING CO. 


R. J. Strittmatter: K. Sales Manager. 
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Superiority a Heritage 


Invariably, Wise-McClung Products possess qualities which im- 
mediately establish their superiority over similar products of 
different makes. 


Conspicuous among notable Wise-McClung Products is the 


SUNSHINE ELECTRIC CLEANER. 


Salesmen selling the SUNSHINE CLEANER find its quali- 
ties already known and consequently experience little trouble in 
commanding an interested audience with prospective customers. 


An Electric Cleaner whose heritage is superiority and whose 
quality is regarded as matter-of-fact promotes one’s confidence in 
selling ability and simultaneously multiplies the income. 


Concrete evidence is yours for the asking. 


SUNSHINE SALES CO. 


410 Seventh St-NewPhiladelphia,0. 
EE aR a 
























The Riddle Feature 
Fitment is made of 
cast aluminum 
throughout, in the 
regular Riddle Silver 
Estofado and Gold 
Estofado decoration. 
The success already 
secured by this line is 














The Riddle national 
advertising for 1923 
will include represen- 
tative space and inser- 
tions in the Saturday 
Evening Post, Ladies’ 
Home Journal, Good 





















Housekeeping, House 
& Garden, Vanity 
Fair and leading 
architectural and 
trade publications. 


without precedent in 
the lighting fitment 
trade. The styles in- 
clude ceiling and wall 
fitments. 





The Riddle Feature Fitment 


A jobbing line that offers larger profit and quicker turnover— 
Fitments of exclusive design and decoration in nine styles for 
all major rooms of the average home. 


—priced for volume sales. —each fitment individually packed in 
separate container (brackets packed 
in pairs), ready for delivery to in- 
stallation in original sealed package. 


—cost reduced by quantity production. 


—designed by regular Riddle designers. 
backed by complete advertising, 
merchandising and sales cooperation. 





—made by regular Riddle artisans. 


—each fitment shipped wired and as- —not the cheapest, but the most profit- 
sembled with sockets connected ready able line available to the jobbing 
for installation. trade. 


Write for portfolio and color illustrations of the Feature Fitment styles and 
full details of our proposition for 1923, including by far the most extensive 
national advertising campaign in the history of the trade. 


The Edward N. Riddle Company 
Department 12, Riddle Bldg., Toledo, Ohio 


Makers of decorative lighting fitments since 1892 
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Type F. R. Motor 1-25 H. P. Smallest Type C Motor Type D Motor 










Hair Dryer 1-25 H. P. Jeweler’s size for laboratory work. 1-16 H. P. Medium % H. P. Best size for all 
Botn hot and cold air blasts, lathe motor with rheo- Type B same as Type size laboratory motor. kinds of dental laboratory and 
Detachable heating unit. stat foot control. A with nickel finish. Universal type. jeweler’s motor work. 





No. 1 J. G. Grinder 

¥% H. P. motor. 15,000 R. 
P. M. Reach of arm 4%”. Ex- 
tension 2”. Complete equip- 
ment. 
















Model 4 Mixer 
A handy, sturdy, efficient 
drink mixer. Counterbalanced. 
All heavily nickeled except base 
which is hard glazed porcelain 
enamel. 









How Bigis the Market for Drills? 


OLES—drilled holes—in steel, in brass, in 
wood—how big is the market for them? 
Careful investigation has shown that the auto re- 
pair shop is only a part of the market. Probing 
research has proven that the auto body builder can 
use a drill, and the boat builder, the furniture fac- 
tory, the refrigerator manufacturer, the office equip- 
ment maker, the sheet metal worker and artisans 

in a score of other lines. 

The rising tide of preference, in this varied market, 
for DUMORE Geared Electric DRILLS is but a nat- 
ural recognition of the superior manner in which 
these worthy tools measure up to the exacting re- 
quirements of the “hole market.” Created to ‘‘de- 
liver’’ small holes at less cost and greater conve- 
nience than other similar devices, they are perform- 
ing their task faithfully and well. And drilling holes 
is but one of their accomplishments. With their in- 
dividual attachments they can grind valves and 
serve as a buffer or emery wheel equally as well. 
Dominate the “‘hole market’’ in your territory! Recommend 
DUMORE DRILLS to your sales manager—get him to list 
them, Productive new business for both the house and 
yourself will result. 


Wisconsin Electric Company 
1615 Sixteenth St., Racine, Wisconsin. 
Manufacturers of 


DUMORE 


ELECTRICAL TOOLS 
and APPLIANCES 





No. 2 O. G. Grinder 
1-6 H. P. Motor. 10,000 R. 
P. M. Motor spindle reach 
2%”. Ball bearings. Complete 
equipment. 













No. 2 A. G. Grinder 
1-6 H. P. motor. Motor spine 
dle speed 10,000 R. P. M. In- 
ternal spindle 30,000 R. P. M. 
Internal spindle reach 3”, Com- 
plete equipment. 





























Dental Engine (with stand) 
Equipped with S. S. White 
flexible shaft, sheath, hand 
piece and slip joint. Six speed 
foot rheostat. Motor has re- 
versing switch and three step 
pulley. Height of stand 48”. 












No. 2 B. G. Grinder 


1-6 H. P. Motor. 10,000 R. 
P. M. Reach of arm 10”, 
Complete equipment. 






















Dental Engine (with buse) 


Same as stand model above 
except for highly polished 
heavily nickeled base. 


= 


Billiard Table Cleaner 


Cleans thoroughly without 
affecting nap of cloth, 








No. 2 C. G. Grinder 
1-6 H. P. Motor. Motor spin- 
dle speed 10,000 R. P. M. At- 
tachment spindle speed 50,000 
R. P. M. Complete equipment. 
























Upholstery Cleaner 


Dumore motor, operat- 
ing on direct or alter- 
nating current. Two 
leather bound China 
bristle brushes. 10 feet 
special vacuum cleaner Model 1 A. D. Drill 
hose. 25 ft. portable Capacity 4%”. Length 
cord. 10”. Helical gears. 








Model 2 A. D. Drill 
Capacity 4%”. Stroke 
38%. Drills to cen- 
ter of 71%”. Ad- 
justable table. 





















Model 2-B D Drill 
Capacity 4”. Stroke 
3%”. Drills to cen- 
ter of 8” piece. Ad- 
justable table. 
Height 2914”. 

















No. 3 Multi-speed Grinder 

¥% H. P. motor. Six interchangeable spin- 
dles and seven quick-change pulleys. Spindle 
coat | 8600 to 50,000 R. P. M. A remarkable 







Model 1 B. D. Drill 
Capacity 4%”. Length 
1214”. Ball-beari: 


ngs. Model 2 A. D. Drill Model 2-B D Drill 
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Excellent Radio Catalog for 
Erner & Hopkins 

An attractive and well prepared 
80-page catalog, which illustrates and 
describes equipment handled by its 
radio department, has been issued by 
the Erner & Hopkins Co., Columbus. 
This company has gone into the radio 
field in a comprehensive way, and in 
addition to maintaining a broadcast- 
ing station (WBAV) handles the pro- 
ducts of the Acme Radio Co., Adams- 
Morgan Co., Atwater-Kent Co., 
Clapp-Eastham Co., Coto Coil Co., 
Dictograph Co., Dubilier Co., Gen- 
eral Electric Co., Grebe Co., Magna- 
vox Co., National Carbon Co., Pacent 
Co. and Radio Corp. of America. 





Appointed on Advisory 
Committee 
H. H. Walker, president of the 
Electrical Contractors’ and Dealers’ 


| 





Association, Los Angeles, and one of | 


the leading electrical contractors of 
southern California, has been ap- 
pointed representative on the advisory 
committee of the California Electrical 
Co-operative Campaign by the south- 
ern district, California State Associa- 
tion of Electrical Contractors and 
Dealers. 











“Don’t crowd; you’re next” are by-words | 
with these young fellows, who hold forth 
at the city desks at the Erner Electric 
Co., Cleveland. The one with the cap is 
William Velte and next to him is L. | 
Wolff. 











No. 258 8-inch 
spacing. 





A typical Peirce Secondary Rack installation— 
seven service connections made on two Peirce 
Racks. 


—vertica 


ERTICAL secondary con- 
struction on Peirce Secon- 
dary Racks is rapidly becom- 
ing the adopted standard for 
secondary distribution. It is 
stronger and more dependable than 
cross arm construction with lower 
installation and maintenance cost. 


Peirce Secondary Racks are made 
of Open Hearth Steel, double hot 
dip galvanized. The insulators are 
of the best grade of thoroughly 
vitrified brown glazed porcelain ob- 
tainable. 


Peirce Secondary Racks are made 
for supporting any number of line 
wires, with either 4-inch or 8-inch 
spacing. 





No. 350 4-inch 
Spacing. 


Recommend vertical construction on Peirce Secondary Racks 


HUBBARD & COMPANY 


PITTSBURGH - CHICAGO 
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Ouiver R--Hoave, head lighting 
agent for the Commonwealth Edison 
Co., Chicago, and chairman of the 
commercial ‘section of the National 
Electric Light Association, has been 
appointed manager of the 
Walker Vehicle Co., Chicago, manu- 
facturer of electric cars and trucks. 


sales 


GLAss INSULATORS for use on power 
lines operating at 2,300 to 15,000 
volts are illustrated and described in 
a bulletin recently issued by the Hem- 
It is 
claimed that the homogenousness of 


ingray Glass Co., Muncie, Ind. 


glass insures uniform insulating prop- 
erties, that the non-porosity of the 
material eliminates moisture absorp- 
tion, sustains dielectric strength and 
prevents deterioration, and that its 
transparency exposes internal defects. 
The design of these insulators is such 
that the electrical properties are ex- 
ceedingly high for the amount of ma- 
terial used. Breakage is reduced by 
the quality of glass and by an outer 
petticoat so designed that when hit by 
a stone or bullet it does not break be- 
yond the line of juncture of the outer 
and inner petticoats, consequently re- 
high of the 


taining a percentage 


original flash-over resistance. 


Wituram A. Birtner, of Sperry & 
Bittner, representa- 
tives, 422 First avenue, Pittsburgh, 
has purchased the interest of R. C. 
Sperry, and will change the name of 
the firm to W. A. Bittner Co. © Mr. 
Bittner is president and treasurer of 
the new company, and J. M. Redden 
is secretary. 


manufacturers’ 


THropore E. Burcer has accepted 
a position on the general staff of the 
Western Electric Co. at the headquar- 
ters office, 195 Broadway, New York 
City. 
Mr. Burger has been secretary of the 


For the past year and a half 


Society for Electrical Development, in 
which capacity he contributed a great 
deal of constructive work to the indus- 
try. In making this change Mr. Bur- 
ger again associates himself with the 
same organization in which he secured 





@ 


his first electrical erperience, having 
started with the Western Electric Co. 
at Los Angeles in 1905, of which 
branch he was manager from 1907 to 
1917. He was one of the early presi- 
dents of the Los Angeles Electric 
League. He is generally regarded as 
one of the industry’s clearest thinkers 
on distribution problems, and the de- 
sire of the Western Electric Co. to 
again have him in its organization is a 
fitting tribute to his ability. 

oa; ©. 


promotion, 


BreIpERT, manager of sales 
lig Electric Ventilating 
Co., Chicago, has made arrangements 
to have an exhibit of fans, blowers 
and other apparatus manufactured by 
his company in room 9-B-2, Hotel 
Cleveland, during the E. S. J. A. con- 
vention. He has extended an invita- 








There was a lot of snappy chatter to 
accompany this demonstration of fixture 
design made by Norman B. Hickox, sales 
manager of the National X-Ray Reflector 
Co., to Fred S. Mills. And there was even 
more when the latter learned all about 
the sales points of the new X-Ray Curtis 
adapter, a sample of which Fred deftly 
holds in his right hand. Everybody on 
the Pacific Coast knows Fred, who is 
western district manager for the com- 
pany with offices in Los Angeles. and who 
has just gained Norm’s consent to open 
up a fixture display studio in that city. 








tion to all jobbers attending the con- 
vention to see the exhibit. 


THe Convenience of “Anylite” 
socket devices, which include two-way 
plugs, lamp dimmers and extension 
sockets, is illustrated in new bulletins 
issued by the Anylite Electric Co., 
Fort Wayne, Ind., for distribution to 
the trade. 


To ruRTHER the cause of good light- 
ing and to raise the standard of illu- 
minating practice are the motives be- 
hind the special contest which has 
been put on by the Holophane Glass 
Co., 342 Madison avenue, New York 
City. The sum of $1,000 in prizes 
will be paid to electrical contractors 
and dealers who between Sept. 1, 
1922, and Feb. 28, 1923, close the 
greatest number of jobs in accordance 
with illumination specifications fur- 
nished by the Holophane engineering 
department. Any established electrical 
contractor or dealer is eligible and a 
small job will count just as much as a 
large job, except for a special prize 
of $100 offered the contractor who 
closes the largest single job in money 
value. Complete details may be .ob- 
tained by writing the company. 5 


Freperick B. Larsen has associated 
himself with the Bryant Electric Co., 
Bridgeport, Conn., as field representa- 
tive in South Carolina, Georgia and 
Florida. For three years he has been 
manager of the Hunter Electric Co., 
Clearwater, Fla., where he was active 
in the introduction of standard wiring 
methods. Prior to 1919 he was for 
12 years the sales representative of the 
Robbins & Myers Co. in the South 
Atlantic states. Mr. Larsen brings to 
his new duties not only a wide ac- 
quaintance with business in the South 
but practical experience as a con- 
tractor-dealer. He will make his head- 
quarters in Atlanta, Ga. gry 


4 * X- . 
Tue BearpsLet CHANDELIER Man- 
UFACTURING Co., 223 South Jefferson 
street, Chicago, has recently issued a 
second edition of its catalogs on car- 
ton-packed home lighting fixtures. 
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The Ingredients of Salesmanship | 


Power of Concentration and Persistent Work the Most Im- 
portant Elements Necessary for Success 


By E. L. ELLIOTT 


Publicity Department, Cooper Hewitt Electric Co. 


HERE is probably more mate- 

rial written to tell the salesman 
how to do his work than is the case 
in any other two professions put to- 
When has_ be- 
come acquainted with his tools and 
acquired the usual skill in using them, 
it is assumed that he knows his busi- 


gether. a mechanic 


ness without further constant coach- 
ing. The writer who has learned how 
to get his stories 


over is not re- 
quired to contin- 
ually study the 
rules of  gram- 


mar and composi- 
tion. Why all this 
flood of talk to 
the salesman? Is 
salesman- 
something 
be 


man 


ship 
that 
into a 


can put 

as 
water is put into 
a jug? 

My own obser- 
vation of salesmen 
and their work— 
which is not of the 
widest extent, but 
still sufficient to 
afford grounds for 
conclusions—leads 
me to believe that the ingredients of 
the successful salesman are about as 
follows: Personality (the personal 
characteristics inherited from his an- 
cestors), 75% 3 training, 15%; inci- 
dental conditions, 10%. 

The between 
goods and teaching school has often 
struck me, because I have had some 
experience in the latter work, both as 


similarity selling 


pupil and teacher. Except in the 
highest grades of college work the 


pupil is not a seeker after knowledge 
for its own sake, but gets either what 
he has to, or what interests him. The 
same is true of the buyer—he either 
and 
does this with little consideration, or 
he buys something in which his inter- 
est has been aroused in some way. 
There are two kinds of teachers, one 
that hears lec- 


purchases what he has to use, 


recitations or gives 





E. L. Eliott. 


tures, and the other that instructs pu- | 
pils. So there are two kinds of sales- | 


men, one who takes orders, and one 
who sells goods. Anyone who has suf- 
ficient mentality to acquire the nec- 
essary knowledge can make a teacher 


of the former class; in 


teachers belong in this category. But 
the 
by 


instructor has to be fitted 

for the work. A certain 
amount of knowl- 
edge (“book 
learnin’ ” the 
country folks used 
to call it) is, of 
necessary ; 


real 
nature 


as 


course, 
but brilliant schol- 
arship is more 
likely to be a det- 
riment than a 
help. Some of the 
most phenomenal 
scholars 


have ever known 


structors. 

To 
good salesman out 
of a man who has 
not been endowed 
by 
with the right com- 
bination of qualities is as difficult as 
to make a whistle out of a pig’s tail. 
I have heard that this latter task 
has been done, but it is not recom- 


make a 


his ancestors 


mended commercial 
Given the peculiar combination wnic? 
yakes up the total which we call 
“personality” that is requisite for tne 
work, and the salesman will work out 
salvation with the aid of 


rules, or in spite of them, as the case 


as a process. 


his own 
may be. 

A single talent never makes a great 
That is why there are so 
few great successes. It takes a com- 
bination of qualities to achieve the 
unusual, and it is the combination that 
constitutes the There are 
plenty of red-haired girls, and yellow 
dogs, and white horses, and cross-eyed 
men; but the chances that you will see 


success. 


rarity. 


all of them at the same time on » | mmm 





fact, most | 


that I | 


were the most dis- | 
mal failures as in- | 

















“AMERICAN BraNnD”® 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 


“AMERICAN 
BRAND" 


Weatherproof and 
Bare Copper Wire 
and Cables 


No Secrets 
Here! 


Nothing mysterious about the good- 
will jobbers’ salesmen build them- 
with “American Brand” 
Weather-Proof Bare Copper Wire 
and Cable. 


selves 


| Simple enough to understand when 
| you realize that quality is in every 


inch of “American Brand” Weather- 
Proof Copper Wire before it leaves 
the factory. 


Then again “American Brand” Weather- 
proof Copper Wire really costs less per 
mile and lives longer on the line. 


Carry a sample to show your dealers, Best 
business card you could present—no secret 
to that either. 


American Insulated 


Wire & Cable Co. 


CHICAGO 











“AMERICAN BRAND” 


i WEATHERPROOF WIRE AND CABLES | 
HAS NO EQUAL 
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It’s Perfect! 


Note the new way of 
assembling the 


BULL DOG 
KNOB 


Made and Sold Under 
License United States 
Patent, Feb. 3, 1920 


The placing of the 
central bushing on the 
cap instead of the base, 
places it in a class by 
itself. 


You will be safe in 
recommending this 
knob and all of our 
products to your cus- 
tomers. Write us for 
any further informa- 
tion desired. 


Illinois Electric 
Porcelain Co. 


Macomb, Ill. 


























given street corner is fairly remote. 
There are a sufficient number of fluent 
talkers, and genial spirits, and tactful 
vatures, and hard workers; but peo- 
ple who combine all these with other 
desirable qualities are not found in 
bunches like bananas. 


The unusual combination in one in- 
dividual constitutes genius; and gen- 
ius has been defined as an infinite de- 
votion to hard work. While this is an 
exaggeration, like so many other 
“sayings,” it is unquestionably true 
that without the ability and inclina- 
tion for hard work there can be no 
genius, nor any success above the 
dead level of mediocrity. Salesman- 
ship is no exception—rather is it a 
special case under the rule. The 
motto of one of the oldest advertising 
agencies has it right: “Keeping ever- 
lastingly at it brings success.” 


No matter what other qualifications 
the would-be salesman possesses, un- 
less he has the power to keep his mo- 
tor going at its speed of highest effi- 
ciency for the long run he will never 
make good. While hard work will 
never compensate for lack of natural 
ability, the power of steady, concen- 
trated systematic application to a well- 
defined line of action is the most vital 
constituent of success, and the most 
common deficiency of the average 
personality. 


“Easy Street” is a beautiful ave- 
nue on which to live, but all the streets 
opening into it are “under construc- 
tion,” and beset with long and rocky 
detours. It takes patience, nerve, 
skill, confidence, and a steady appli- 
cation of power to negotiate them. 

So, to analyze my conclusions fur- 
ther, I would say that, of the ingredi- 
ents that make up personality, the 
power of concentration and persistent 
work constitutes 75% the total value. 


THe Braver Macuine & Toor 
Co., INc., manufacturers of electrical 
specialties, Newark, N. J., has ap- 
pointed the Panama Lamp & Com- 
mercial Co., 595 Mission street, San 
Francisco, its sales representative for 
the Pacific Coast. 


A Noumper or Cuangees in the per- 
sonnel of the district offices of the 
Westinghouse Electric & Manufactur- 
ing Co. have been announced by W. 
S. Rugg, general sales manager. In 
the Pittsburgh office the power divi- 
sion becomes the central-station divi- 
son, with Barton Stevenson manager, 


who will also be in charge of the sale 
of supply apparatus. The railway 
division is now the transportation divi- 
sion, with F. G. Hickling manager, 
A merchandising division has been 
organized with F, C. Albrecht man- 
ager. A transportation division has 
been organized in the Philadelphia 
office, with Thomas Cooper manager, 
and a central-station division, with H. 
L. Moody manager, who will also be 
in charge of the sale of supply appa- 
ratus in the Philadelphia district, as- 
sisted by H. F. Brinckerhoff. W. P. 
Cochran will temporarily have charge 
of the newly formed merchandising 
division at Philadelphia. Similar 
changes have been made in the De- 
troit office, a central-station division 
having been established with L. Whit- 
ing manager, who will also have 
charge of the sale of supply appara- 
tus. F. D. Koelbel has. been ap- 
pointed acting manager of a newly 
created merchandising division, and a 
transportation division has been estab- 
lished at Detroit, with R. L. Hermann 
manager. Changes in address have 
been made by the St. Louis and Los 
Angeles offices, the former now being 
located at 717 South 12th street, St. 
Louis, and the latter at 420 South San 
Pedro street, Los Angeles. 


ANNOUNCEMENT has been made by 
John A. Roebling’s Sons Co., Trenton, 
N. J., to the effect that all employes 
who have been with the company a 
year or longer will be protected by 
group life insurance and _ pension 
plans, through an arrangement made 
with the Equitable Life Assurance 
Society of the United States. The in- 
surance is graded according to length 
of service, all employes more than one 
year and less than two years with the 
company to receive $500, increasing 
$100 each additional year of service 
until the maximum of $1,500 is reached 
for eleven years of service and over. 


Tue Nationat X-Ray ReFLector 
Co., Chicago, has published bulletin 
No. 860, which gives detailed descrip- 
tion of color lighting in show windows 
by use of the gelatin color slides man- 
ufactured by that company. The fold- 
er describes the effects that may be 
secured with the color-ray slides. 
This company also has published bul- 
letins No. 347 and 391, which de- 
scribe the “X-Ray Curtis” adapter 
and the “X-Ray” eye-comfort lu- 
minaire which it manufactures for 
home use. 
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New Electrical Products, Illustrated 





The Edison Electric Appliance Co., 
5600 West Taylor street, Chicago, has 
placed on the market the new “Edison” 
curling iron. The heating unit con- 
sists of nickel chromium wire wound 
“on a porcelain tube in which a steel 
rod is inserted for support, and packed 
in a brass shell with magnesium oxide. 
The handle is of selected wood, prop- 
erly insulated. The iron is furnished 
complete with 6 ft. of cord and an 
attachment plug. The list price is 
$4.50. 








A new hair dryer has been developed 
by the P. A. Geier Co., Cleveland, 
called the “Royal.” It is equipped 
with a regulator for controlling the 
temperature of the air. A convenient 
stand is furnished with this device for 
use in barber and beauty shops. 




















The above illustration shows the €on- 
struction of the new type of concealed 
socket recently developed by the J. E. 
Watson Manufacturing Co., 412 West 
Wellens avenue, Olney, Philadelphia, 
Pa. It can be quickly installed in any 
fixture without destroying its contour 
and without soldering, tapping or 
bridging. It is designed to tie body 
shells together. ‘The decorative screw 
plug is finished in gilt or silver, and is 
removed when it is desired to connect 
an appliance to the socket. 






































The White Lily Manufacturing Co., 
Davenport, Ia., has placed on the mar- 
ket a new standard six-sheet washer 
equipped with a reversible swinging 
wringer. ‘The machine is of the cabinet 
type, and employs an automatic re- 
versing cylinder which is made of wood. 
Substantial construction is one of the 
points emphasized for this washer, 
which is guaranteed for one year. 








A new addition has been added to 
the line of “Hemco” products manu- 
factured by George Richards & Co., 


557 West Monroe street, Chicago, 
called the “Hemco” electric health pad. 
The heating element, which is 27 ft. 
long and arranged in six equal loops, 
is permanently fastened onto a fabric 
base inserted in an outer casing made 
of eiderdown. Any strain on the ex- 
ternal cord conections will not affect 
the internal construction of the pad. 
The heat can be regulated to three 
temperatures—low, medium and _ high. 
At high temperature the heat is con- 
trolled by a _ patented thermostat, 
which automatically maintains the 
heat of the pad at 180 deg. F. It is 
packed in an attractive carton and 
lists at $8. 








The “No. 122” two-way plug devel- 
oped by the Benjamin Electric Manu- 
facturing Co., 847 West Jackson boule- 
vard, Chicago, is made of black 
molded composition, being exception- 
ally sturdy in construction. The plug 
is sold on dispenser-display cards, ten 
being mounted on each card. A card 
is furnished free with each ten devices. 








A push-button switch particularly 
designed for installation in shallow 
partitions has been developed by the 
Machen Electric Manufacturing Co., 
4639 East Thompson street, Brides- 
burg, Philadelphia. This switch is 
called the “Veri-Thin,” has a wide 
break, is easily operated, fits on 
standard boxes, takes all standard 
plates, and as the mechanism is not 
connected to the switch lug it is im- 
possible to get a ground on the line. 
At the present time it is made in the 
single pole and three-way types only. 
The illustration shows one of these 
switches mounted in a box 1.5 in. deep. 








While primarily designed to heat 
soldering irons, the small furnaces 
offered by the Op-al Electric & Manu- 
facturing Co., 36th and Kenmore ave- 
nues, Indianapolis, Ind., may be used 
for a number of other operations, 
such as annealing and tempering small 
pieces, heating brands, solder and 
babbitt melting. The element in these 
heaters is wound on a tube of non- 
corrosive, non-oxidizing metal and _ is 
said to reach maximum heat rapidly. 
The heaters are mounted on asbestos 
wood bases and elevated on legs to 
keep heat away from the bench or 
table. 
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New Electrical Products, Illustrated 


A new electric heater has 
been developed by the Rog- 
ers Electric Laborateries 
Co., 2015 East 65th street, 
Cleveland, called the “Ra- 
diant” heater. The heating 
element is made of the high- 
est grade of wire and is 
attached like an ordinary 
electric light bulb, the cur- 
rent consumption being 600 
watts. By removing the 
heating element and insert- 
ing an electric bulb the 
heater may be converted in- 
to a searchlight. The device 
is guaranteed for one year, 
and is listed at $8.50 




















A thermostatic device for transmitting an alarm of fire 
and designed for attachment to standard 8-in. outlet boxes or 
special boxes used in connection with “National” metal 
molding is the “Derby Fire Sentinel,” recently developed by 
the American Fire Prevention Bureau, Inc.,-1 Madison ave- 
nue, New York City. For normal temperature the sentinel 
is furnished at 165 degrees rating, but where high test sen- 
tinels are needed it can be furnished in 212, 286 and 360 
degrees, each sentinel protecting 225 sq. ft. of ceiling area. 
These devices are preferably wired on a closed-circuit sys- 
tem, each floor being a unit. Upon the operation of one of 
them, resistance is automatically cut out of the circuit, 
thereby causing the operation of the fire gongs and trans- 
mitters. They can be used on wiring systems utilizing 
primary storage or public service energy up to 110 volts d. c. 
and may be had for open or concealed work. The device has 
been approved by the Underwriters’ Laboratories, the New 
York Fire Department and other authorities. 














ag Plandle Extended 
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Hammer Manufacturing Co., Milwaukee, has been added the 
“C-H 70-51” switch connector, a device which combines uni- 
versal clips that will fit the terminals of practically all 
irons and table appliances and the quick make-and-break 
switch mechanism used in the ‘“C-H 70-50” feed-through 
switch. The thermoplax casing is made in two halves, re- 
moval of one exposing the two terminal screws at the top, 
to which the ends.of the conductor are attached. A spring 
coil prevents wear and kinking of cord. The design is such stand any reasonable strain. Six adjustments are obtain- 
that complete engagement of the contact clip with the posts able, taking in all sizes of cables from 500,000 to 2,000,000 
of the appliance is possible with no interference with the cm. The tool weighs 12 lb., and measures 26 in. in the closed 
usual post guard. position and 34 in. with the handle extended. 


| 5 Oo SS : <S r* ~ meee | 
To the line of-push-button specialties made by the Cutler- a ‘6 9 





T. J. Cope, 2112 Sansom street, Philadelphia, has brought 
out a tool for forming and bending cables in manholes, 
vaults or other cable installations. It is made of forged 
tool steel with an extension handle, and is designed to with- 











The Connecticut Electric Manufac- 
turing Co., Bridgeport, Conn., has 
placed on the market its new No. 999 
“Xtra-Lite” two-way plug. It is made 


A new belt-driven grinder, designed 
to do grinding with maximum power 
over a large area, and also for all 


The Reflectolyte Co., 914 Pine street, 
St. Louis, has placed on the market a 











new lighting unit, the urn of which is 
blown in one piece of light density 
white glass of high diffusing quality 
and low absorption. It is made in 
four sizes, 8.5, 10.5, 125 and 15.5 in., 
to accommodate 50 to 500-watt lamps 





kinds of drilling, grinding, boring and 
wire scratch brush work, is the “Stow” 
flexible radial grinder, recently brought 
out by the Stow Manufacturing Co., 
Inc., 443 State street, Binghamton, 





of black composition claimed to be 
non-breakable and to have exceptional 
heat-resisting qualities. The socket has 
spring center contacts which are de- 
signed to prevent lamps from being 
jarred loose. 
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New Electrical Products, Illustrated 








An accessory line of “Red Spot” 
hangers and brackets for commercial 
lighting has been announced by the 
F. W. Wakefield Brass Co.,: Vermilion, 
Ohio. These units supplement the reg- 
ular “Red Spot” line and are intended 
for lighting of hallways, rest rooms, 
closets, etc. They include a ceiling 
type fixture, one of. the suspension 
type, and two wall brackets, one up- 
right and one pendant, all of the same 
standard construction as regular “Red 
Spot” hangers. 








The Silvey Pipe Bender Co., 2215 
Brighton avenue, Kansas City, Mo., has 
placed on the market a conduit bender 
that will not slip, kink or mash the con- 
duit. It is constructed so that the 
pressure in bending the conduit is on 
the sides, leaving the top free from 
pressure. ‘The list price for the 0.5-in. 
size is $1.75, and fox the 0.75-in. is $2.25. 











A standard eight-sheet electric wash- 
ing and wringing machine has been de- 
veloped by the Paul Manufacturing 
Co., 5248 Western avenue, Detroit. It 
is claimed to be of simplified construc- 
tion, a positive washing action being 
obtained by interposing a zinc dia- 
phragm or washboard in the rotating 
cvlinder. The frame is constructed of 
heavy angle iron, and all moving parts 
are completely enclosed. The machine 
is finished in pearl grey enamel. The 
list price is $97.50; with copper tub, 


125. 














j 





The above illustration shows a new 
lock tumbler switch recently placed on 
the market by the General Electric Co.. 
Schenectady, N. Y. It is practically 
impossible to operate this switch with- 
out a key, which acts in the same 
capacity as the handle of an ordinary 
tumbler switch. 














The Best Stove & Stamping Co, 145 
East Atwater street, Detroit, has placed 
an the market an electric toaster which 
toasts two slices of bread on _ both 
sides at the same time. It is called 
the “Double Action” toaster, and is 
claimed to be made of the best materi- 
als and high-grade construction. 








Some of the features cf the new No. 
3 hair drier offered by the Hamilton- 
Beach Manufacturing Co. Racine, 
Wis., are that it can be used in the 
hand or set upon a stand supplied 
with it. The case is made of alum- 
inum, and the amount of heat can be 
regulated. 








ities 


The Krich Light & Electric Co., 306 
Market street, Newark, N. J., has 
placed on the market a new commer- 
cial ‘lighting unit called the “Mona- 
lite”? It is made of Macbeth-Monax 
glass, especially designed to transform 
the harsh brilliancy of modern high- 
powered lamps into soft diffused illum- 
ination. Dirt does not easily collect 
on the smooth surface. The holder is 
designed to form a reflecting surface, 
thereby utilizing the upward rays from 
the lamp. 
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\Red Dewil IRIE 


“Red Devil’ Pliers 
Stand the Gaff! 


HAT is the best 


talking point 
about them. 


They are sturdy— 
designed for hard 
work and long wear. 


The cumulative skill of 
over a quarter century's 
manufacturing _experi- 
ence is behind them. 
Forged of steel for 
strength and backbone. 


National advertising makes 
“Red Devil’ Pliers 


easy-selling pliers. 


Send today for litera- 
ture and trade prices. 


Smith & Hemenway Co., Inc. 


Manufacturers of 
“Red Devil” Electricians’ Hand Tools 


266 Broadway 


NEW YORK 






“Red Devil” 
Plier No. 4950 
—tested to 
stand 10,000 
volts. Will 
meet the most ex- 
ac requirements 
of electricians who 
demand the best in- 
sulation for all 
around handiness in 
a plier. 




















The “Base-o-Lite,’”’ a New Type 
of Outlet Box 


HE subject of convenience out- 

lets has been more or less of a 
bugaboo to the electrical industry. 
The fact that many buildings—homes, 
offices and the like—have been erected 
without providing enough outlets for 
adequate electric service is a thorn in 
the side of the central-station com- 
pany, the contractor, the jobber and 
the manufacturer. The worst of it is 
that the opportunity for installing the 
necessary number of outlets is prac- 
tically lost when a building has been 
completed. 

It has been /felt that architects 
have knowingly skimped on electrical 
installations, to the detriment and in- 
convenience of their clients. Tons of 
literature have been directed at the 
architects in the effort to make them 
realize the necessity of specifying 
sufficient outlets to give their cus- 
tomers the full benefits of electric 
service. Even the contractor has come 
come in for a share of criticism, the 
claim being made that he has often 
reduced the number of outlets to make 
the amount of his estimate low enough 
to underbid his competitors. 

Another subject of equal consider- 
ation during recent years is that of 
providing some means whereby light- 
ing fixtures could be made mountable 
and demountable without disturbing 
electrical connections. There seems to 
be no good reason why a fixture once 
installed cannot be changed for an- 
other without causing a great deal of 
expense and inconvenience. This is 
particularly true in residences, where 
the fixtures and the character of light- 
ing produced by them have a great 
deal to do with the decorative effects. 

A number of mechanical devices 


| have been suggested and devised to 


facilitate installation of more conven- 
ient outlets and to furnish means by 
which lighting units can be readily 
changed. The latest to be brought 
out is a new form of outlet box called 
the “Base-o-Lite,’ made by the 
Base-o-Lite Products, 114 Wood- 
bridge East, Detroit. This device, 
which embodies all the features of the 
ordinary outlet box, has in addition a 
number of points which recommend it 
from the standpoint of convenience 
outlets and removable fixtures. 
Instead of being made round like 


the usual box, the “Base-o-Lite” is 
rectangular in shape, as shown in the 
accompanying illustration. It is made 
of sheet steel, with the usual number 
of knockouts for conduit and loom. 
The sides are provided with slots at 
the rear center, through which run 
adjustable rods for supporting the 
box between studdings. The cover 
is made of malleable iron and is fas- 
tened to the box by means of four 
screws at the corners. Clamped to 
the inside surface of the cover is a 
medium-base screw receptacle, the 
binding screws, or terminals, being 
countersunk in slots at the base of 














Attaching a Bracket to a “Base-o-Lite.”’ 
Also Showing Complete Box. 


the porcelain body. ‘The cover does 
not necessarily have to be screwed 
down tight against the box, but by 
means of washers or bushings it can 
be backed up flush with the wall 
after the plaster or other finishing 
material has been applied. 

The box cover is provided with two 
means of supporting fixtures. There 
is a 1.5-in, opening in the center which 
has a female thread, six to the inch 
and 0.625 in. deep. Then there are 
two pairs of 8/32 tapped holes, the 
horizontal pair being 2 in. from 
center to center across the opening 
in the cover, and the vertical pair 
being 2.75 in, from center to center. 

A brass face plate can be attached 
to the cover when it is desired to use 
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* 7% “WINTER TROUBLE 


“Trouble time” is coming! Storms, 
sleet, ice, and snow will soon be here! 





Get ready now for the four hard months 
ahead. Look over the kits of the 
‘“‘trouble-shooters’—make sure your 
line-gangs are well supplied with Klein’s 
“Chicago” Grips, ‘“Haven’s’” Grips, 
‘“Come-Along’s” and lineman’s tackle. 


Make a list now of the extra Klein 
Climbers, Safety Belts and Straps neces- 
sary for the hard winter months. 


Get your order in today for the Klein 
tools you'll need to make your summer 
tool stock—‘“‘winter size!” 


Above is reproduced the eleventh of 
Klein’s 1922 campaign to the elec- 
trical trade. Klein’s products are 


worth bragging abeut! 


KLEINesx 





Mathias 
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HIGH EFFICIENCY 


HEAD SETS 


Army and Navy Type: 
2600 ohm, per pair.........see0. $10.00 
$200 ohm, per pair.........sse0% 


Swedish-American Type. 


SEO. DE, DOE OBIS. . iscscccccves 8.00 

Victor Type: 3 
Single coil, double magnet...... 6.00 
Microphones and other 


Jacks, Plugs, 
" radio parts. 


Ask for our liberal trade prices. 


COMPANY 
CHICAGO, U. 8. A. 








GANAERITE 


Detector Crystals 


Twenty years of practical mineralogy 
gave us the material to produce the 
highest quality crystal. 

We are now undertaking the largest 
single order for mounted crystals in 
the market. 

We individually test and guarantee to 
replace or refund on any unsatisfac- 
tory Ganaerite crystal. 


The Harris Laboratory 


26 Cortlandt Street, New York City 











YOUR TRADE 


BINDING 
POSTS 


—4 
= 





“RW 


Ace 
Lay in a stock of these live sellers. 


Ensign 


Buddy 


Sold through jobbers at attractive discounts. 
Write for bulletin 10. 


THE H. H. EBY MFG. CO., PHILA. PA 


IS ASKING FOR 











| 





the outlet as a wall or baseboard 
receptable. The adapter part of a 
separable attachment plub is screwed 
into the receptacle and the face plate 
fastened by means of the vertical 
8/32 screws, thus forming a neatly 
finished receptacle. 

When it is desired to use the female 
thread as a means of mechanical sup- 
port a threaded cup connector is pro- 


vided for that purpose. ‘This 
connector is -tapped for the or- 
dinary fixture stem and the cup 


connector houses the attachment plug 
used for the electrical connection as 
well of slack wire 
necessary for making it. A threaded 
shell can be used in a number of ways 
for mechanical, support. For instance, 
it can be soldered directly to a brass 
shadeholder and then screwed into 


as about 3 in. 


| the “Base-o-Lite.” With a lamp in 
| the receptacle and a diffusing globe 
| attached to the shadeholder, such an 





installation is suitable for 
lights, ete. Various other combina- 
tions and adapters make it possible 
to rigidly suspend any type of fixture 
from the female thread connection, at 
the same time permitting disconnec- 


porch 


tion without any trouble. 

The of mechanical 
support, that of utilizing the 8/32 
screws, employs a stamped steel plate 
provided with U-shaped slots which 
slip under the screw heads. This 
method of support also has a wide 
range of possibilities, 

One of the main features claimed 


other means 


| for the ‘“‘Base-o-Lite” is that it per- 


| lation entirely complete. 


| job of making connections. 
installation is 


mits the wireman to make his instal- 
No taped 
terminal wires are left in the box to 
await the arrival of fixtures and the 
return of wireman to complete his 
When an 
““Base-o- 


made each 


Lite’ represents an outlet ready to 
receive any sort of appliance with 
an ordinary attachment plug and any 
kind of fixture equipped with the 


necessary supporting devices. ‘The 


| saving in installation expense afforded 
| by this feature is said to more than 
offset the slight additional expense 


of the box itself, as compared to the 
ordinary type. 

The permanency of installation of 
a “Base-o-Lite’”’ outlet insures added 
protection from the standpoint of fire 
and accident hazard. ‘The device has 
been approved by the Underwriters’ 
Laboratories, the rated capacity be- 
ing 660 watts and 250 volts. 


Another feature is that lighting 
equipment can be readily detached 
when painting or decorating is to be 
done, or when it is desired to clean 
or replace fixtures; walls or ceilings 
are not marred or soiled and it is not 
necessary to tamper with the circuit 
wiring. 


Tue Jouns-Pratr Co., Hartford, 
Conn., has appointed W. S. Gordon, 
for the past 12 years connected with 
the molding department of the Bake- 
lite Corp., as sales manager of the 
molded products division. He will 
make his headquarters at the factory 
in Hartford, which has complete 
equipment for molding bakelite, con- 
densite and redmanol, as well as a 
number of other special compounds. 
The company has appointed George 
Saylor as western sales manager of 
its electrical division, with head- 
quarters at 35 South Desplaines 
street, Chicago, and L. F. Carleton 
as district sales manager of the elec- 
trical division, with offices in the Boat- 
men’s Bank building, St. Louis. 


M. P. Powers, manufacturers’ 
representatives, has moved his offices 
to 280 Broadway, New York City, 
and is agent for the following com- 
panies in the Metropolitan district: 
the Federal Porcelain Co., Carey, 
Ohio, manufacturer of standard por- 
celain; the Gordon Electric Manufac- 
turing Co., Waterville, Conn., manu- 
facturer of wiring devices; the S. 
Ward Hamilton Co., Harvey, IIl., 
manufacturer of outlet and _ switch 
boxes, and the H. I. Diamond Hol- 
fast Sales Co., 280 Broadway, New 
York City, manufacturer of 2-plex 
tape. 

Tue Corrin-Perry Co. was re- 
cently incorporated under the laws of 
the state of Ohio and has taken over 
the manufacturers’ agency of Coffin- 
Perry Co., Columbus, Ohio. In addi- 
tion to the Columbus office the com- 
pany will open a branch in the Empire 
building, Pittsburgh, on Dec. 1. 


Tue Mvetyer Exectric Co., Cleve- 
land, has announced the completion of 
its new building at 1583 East 31st 
street, where it is now installed, and 
where it will continue in a larger way 
the manufacture of electric specialties. 


Tue De Forest Rapio TELEPHONE 
& 'TeLecraPHu Co., Central avenue and 
Franklin street, Jersey City, N. J., 
has issued a new booklet entitled, 
“Wireless in the Home.” 
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é SSS => 
How about that Catalog? 


You need it. Your customers want it. 
Your salesmen want it. Improving bus- 
iness conditions justify the investment. 


























A good Electrical Supply Catalog can- 
not be made overnight. From four to six 
months are required. You should place 
your Order now for Springs delivery. 





= 


THE COLUMN |<| UNIT CATALOG 


\ 
1856 j 

















National Standard Size 


is the catalog you should get out. It is distinctive 
and individual—not like every other catalog in 
your territory. You can select listings by columns 
instead of pages. Cuts and descriptive matter are 
kept together. Your customers don’t have to look 
all over a page for information concerning a single 
item. These are just afew high spots. Our elec- 
trical man is anxious to show you others. 


When do you want to see him? 


WYNKOOP HALLENBECK CRAWFORD CO. 


‘‘Printing Headquarters’’ 
Compilers and Printers of Electrical Supply Catalogs 
THE COLUMN PK UNIT CATALOG 


National Standard Size 


80 LAFAYETTE STREET NEW YORK CITY 
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| “CENTRAL” 
Rigid Steel 


CONDUITS 


The ideal pipe for jobbers—be- 
cause it wears well before and 
after installation; because we 








































keep large stocks of Conduit, 
Elbows and Fittings for quick 
delivery. 


A piece of “Central 
Black” wound round 
and round like wire, 
without buckling, flat- 
tening or chipping the 
enamel. The ductility 
and finish are exclu- 
sively “Central.” 

“Central Black” is en- 
ameled; “Central 
White” is galvanized. 
We have recently in- 
troduced new _ proc- 
esses in the manufacture of “Cen- 
tral White” and “Central Black” 
Conduits with the result that the 
finish of these products is now bet- 
ter than ever. By this new process, 
flaking or scaling of finish is elimi- 





nated. 
‘‘Central White” “Central Black” 
(Galvaaized ) (Enameled ) 


CENTRAL TUBE CO. 


PITTSBURGH, PA. 











BRUNT 
WRU PORCELAIN 


QUALITY 








Our goods 
marketed 
through the 
Jobber. 





Drive-It Knob 
Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 














Westinghouse Sales and Service 
Building in Minneapolis 


In order to adequately serve what 
is known as the Twin City territory, 
the Westinghouse Electric & Manu- 
facturing Co. has leased a six-story 
building in the Minneapolis industrial 
district which is a combined sales, 
service and warehouse center. The 
structure, which was built especially 
for the company, is one of a group of 
buildings erected by the Northwest- 
ern Terminal Co., Minneapolis, to 
provide an efficient and economical 
distributing service for the products 
of eastern manufacturers. 

The building houses the Westing- 
house Electric & Manufacturing Co. 
and the Westinghouse Lamp Co., and 
is five stories above ground, with one 
story underground. The top three 
floors are duplicate in arrangement 
and are used for warehousing pur- 
poses, being 80 by 100 ft., and af- 
fording a total of 24,000 sq. ft. The 
second floor contains the reception 
room and the offices of both com- 
panies, the remainder of the floor be- 
ing utilized for warehousing small 
products. 

A complete and entirely up-to-date 
service department for the repair of 
apparatus is installed on the first 
floor. All work previously jobbed 
through concerns in Minneapolis and 
that sent to the service station at Chi- 
cago is cared for in this department. 


The service department is entirely 
modern, the machines being equipped 
with direct-connected motors. An 
electric enameling oven for baking 
armatures, etc., and an oil storage 
room for use with the transformers 














Norman Stewart, 


being repaired and for service pur- 
poses are provided. There is also a 
shipping department on this floor and 
there ‘is space for warehousing large 
machinery. 

On the first floor there is a three- 
ton crane for handling material from 
the loading platform. The storeroom 

















Building in Minneapolis Recently Occupied by the Westinghouse Companies as a 


Combined Sales, Service and Warehouse Center. 
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for service parts is made up of inter- 
changeable sections of expanded steel, 
which allows the changing of recep- 
tacles for different service parts as 
demands vary. 

Undoubtedly the combined sales 
and service building will make for a 
better distribution of manufactured 
goods and for increased service. Ship- 
ment from stock direct, which, of 
course, is a great advantage for less 
than carload lots, means a consider- 
able saving in time for customers. For 
instance, a shipment from Chicago 
stock to Fargo, N. D., which would 
probably take from two to three 
weeks, can now be made in three days 
after receipt of the order in Minne- 
apolis, With a stock ultimately 
amounting to $1,000,000, all ordinary 
requirements will be taken care of for 








H. C. Aurens. 


the territory gerved, which includes 
North Dakota, South Dakota, Minne- 
sota and the northeastern part of Wis- 
consin, which is the company’s largest 
distribution district west of the Mis- 
sissippi. 

Norman Stewart is the manager of 
the Minneapolis office of the West- 
inghouse Electric & Manufacturing 
Co., and J. D. Whitaker is service su- 
perintendent. H. C. Aurens is man- 
ager of the Minneapolis office of the 
Westinghouse Lamp Te. 


Tue Bopine Exectric Co., Chicago, 
manufacturer of electrical machinery 
and apparatus, has prepared a booklet 
on the testing of fractional horse- 
power motors, one of the outstanding 
features of which is the section con- 


taining illustrations and comments 
upon 50 different applications of small 
motors, which gives the reader an in- 
sight into the experiences of a large 
number of leading concerns in solving 
their motor problems. The booklet 
contains much valuable unbiased ma- 
terial for the manufacturer having 
motor problems, and is an assembly of 
data that will help secure greater effi- 
ciency in operating machines and 
devices with electricity. 


Tue Muttipte Storage Batrery 
Corp., manufacturer of “A” and “B” 
storage “Radiobats,” has appointed 
R. H. Butler in charge of sales and 
advertising for its radio division. The 
new plant of the corporation is lo- 
cated at Jamaica, L. I., and has a ca- 
pacity of 5,000 “A” “Radiobats” and 
10,000 “B” “Radiobats” per week, in 
addition to its automobile, farm-light- 
ing, aeroplane and other types of bat- 
teries for various purposes. The sales 
offices of the company are located at 
350 Madison avenue, New York City. 


J. E. Witson, former secretary of 
the Massachusetts State Association 
of Electrical Contractors and Dealers, 
is now associated with the Plainville 
Electrical Products Co., Plainville, 
Conn., manufacturer of switchboards, 
panelboards and fuse reducers, and 
represents that company at 263 Sum- 
mer street, Boston, his old headquar- 
ters. 


Tue Seuvare D Co., 6060 Rivard 
avenue, Detroit, has established a dis- 
trict sales office at 1401 Illuminating 
building, Cleveland, which will func- 
tion in conjunction with the branches 
at Syracuse, Buffalo, and Pittsburgh. 
Another has been opened in the Ar- 
cade building, St. Louis, which will 
serve the Kansas .City and New Or- 
leans offices. A third has been opened 
in the Dixie Terminal building, Cin- 
cinnati, which serves the Columbus 
and Indianapolis offices. 


E. L. Bennett, who was recently 
appointed general sales and advertis- 
ing manager of the Berthold Electrical 
Manufacturing Co., 127 South Green 
street, Chicago, manufacturer of wash- 
ing machines, has been identified with 
the household appliance field for over 
16 years. In 1906 he was assistant 
sales manager for the Everson Vacuum 
Cleaner Co., Chicago, and then going 
with the F. Bissell Co., Toledo, to sell 
cleaners and electric sewing machine 





motors. Later he joined the sales | 





system is to be 


controlled 


SELL 
YOUR CUSTOMER 


HARTFORD 













You can give him a 
Hartford 

in just the right type 
and capacity which 
will be the best 
automatic time switch 
he can possibly get 
for his purpose. 
Positively— 

The new Hartford 
Price List provides 
good profit for 

you! 


HARTFORD 

TIME SWITCH CO. 
A. HALL BERRY 
General Sales Agent 


71-73 Murray St., New York, N. Y. 
U. S. A. 
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BELL RINGING TRANSFORMER 


Dongan Electric Manufacturing Co. 


BELL RINGING & RADIO TRANSFORMERS 
Detroit. 


Mich 








YAGER’S 


Soldering 


Flux 


Standard for 
nearly halfa 
century. Keeps 
diy and granular 
in new stylecon 
tainer. Non-cor 
rosive. See that 
your dealer has 
sufficient stock. 


ALEX. R. 
BENSON 
COMPANY 
HUDSON, N. Y. 
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Tests 


Show the Facts 


Jobbers and their 
Salesmen can use 
our test reports 
to good advantage. 


Electrical Testing 


Laboratories 
80th St. and East End Ave. 
New York City 
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=I Angeles office. 


_ force of the Brokaw-Eden Co., and 
after helping to organize its distrib- | | 


utors, he spent a year in house-to-house 
soliciting in order to get a more com- 
prehensive view of the household ap- 
pliance business. To secure first-hand 
information on the problems of job- 
bers, Mr. Bennett represented his 
company in Boston through the Wet- 
more-Savage Co., and covered the 
New England states. This experience 
served him in good stead when he be- 
came sales manager of the Crystal 
Washing Machine Co., Detroit, and 
later as sales and advertising man- 
ager of the Air-Way Co., Toledo, 
which position he left to take up his 
new duties with the Berthold company. 


THe Srares Co., MHarrrorp, 
Conn., has announced an automatic 
series cutout for street-lighting cir- 
cuits which prevents the entire cir- 
cut from going out of commission 
because of one or more lamps being 
burned out. 
tion, at the same time automatically 
completing the circuit, allowing the 
major portion to continue operation 
uninterrupted. 


Tue Bryan-Marsu Drvision of the 
National Lamp Works has appointed 
H. W. Coombs its representative in 
the Rocky Mountain district to look 
after increasing business in that re- 
His headquarters are in Den- 


Ter. 


Tue Artantic INsuLatep Wire & 
Case Co., 52 Vanderbilt avenue, New 
York City, has announced the ap- 


Co., 56 Natoma street, San Francisco, 
as its representative in that city. 


Tue Pranetiire Co., manufactur- 
ers of commercial lighting units, New 
York City, has moved its headquar- 
ters from 15 East 40th street to 342 
Madison avenue. 


Leonarp A. Hosss, formerly with 
the Western Electric Co., has just as- 
sumed his new duties as western dis- 
trict manager of the St. Louis Brass 
Manufacturing Co. and the Brascolite 
Co., with headquarters in Los Angeles. 
Mr. Hobbs has been connected with 
the Western Electric Co. since March, 
1913, during which period he was a 
salesman in the supply department, 
then for three years lighting special- 
ist, and for the last three 
specialty sales manager of the Los 
His efforts with the 


years 





It kills the ruptured sec- | 


_pointment of the Electric Agencies | 

















White Frosting Solution 


Produces a smooth white frosted 
surface on any clear electric lamp 
by dipping the lamp in the solution 
and washing in water. Five or more 
lamps can be frosted in five min- 
utes, at a cost of a fraction of a 
cent each. Etch-O-Lite is clean, 
rapid and economical. Safe to use 
—no harmful or acid effect on hands 
or clothing. 


Guaranteed 
Permanent - Heat Proof 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 


Northern Electric Company. 


Canada: 











A GOOD 
BUY 


A majority of the job- 
salesmen of this 
The 
the 


bers’ 
country consider 

JOBBER’S SALESMAN 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, inter- 
esting sales helps for one 
little iron man! Subscribe 
today and recommend 
THE JOBBER’s SALESMAN 


to your friends. 
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PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 











CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 














BE A BOOSTER 





Tell Your Friends 
About 


THE JOBBER’S SALESMAN 





NORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashInOn BELL Poles 


SEND — — T CONTAINING 
UABLE. 





"MO 


AE 
| BELLLD BER CO. AE 
MINNEAPOLIS, MINN.- 
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| ment. 


Western Electric Co. have been such 
as to attract the attention of a number 
of eastern manufacturing concerns, 


| and have resulted in his recent ap- 


pointment. Mr. Hobbs will have 
charge of California, Arizona, New 
Mexico and part of Texas for the St. 


Louis Brass Manufacturing Co. 


Tue Torrinecton Co., manufacturer 
of vacuum cleaners, has opened a 
branch office with sales and service 
departments at 833 2nd avenue south, 
Minneapolis, which will be under the 
management of A. G. Bowman, who 
has been northwest district manager 
for the past three years, 


A. J. Reep, until recently general 
sales manager for the Robbins & 
Myers Co., Springfield, Ohio, 
joined the Ohio Electric & Controller 
Co, in the capacity of district sales 
representative of the motor depart- 
His headquarters are in Phil 


has 


adelphia. 


W.S. Ross recently joined the sales 
force of the Hart & Hegeman Manu- 
facturing Co., Hartford, Conn., 
will work out of the Pittsburgh office 
at 245 Fourth avenue. He 
Dwight Pease, who has entered the 


and 


succeeds 


| jobbing business at Hartford, Conn. 


| sales manager, 


| chine Co., 


c 
| 5€ 


Tue Driver-Harris Co., Harrison, 
N. J., manufacturer of 
products, cord, 


wires, alloys for electric heating, etc., 


““Nichrome”’ 


heater resistance 


has announced the removal of its Chi- 


ago branch to larger quarters at 
62-574 West Randolph street. 
C. Ostrom, formerly located 


Atlanta, Ga., district sales man- 


as 


ager of the Benjamin Electric Manu- | 


facturing Co., Chicago, has _ been 
transferred to Pittsburgh as district 
succeeding R. Bren- 


ton. 


C. M. Roy 
of the 


has joined the sales 
force Mutual Electric & Ma- 
“Bull Dog” 


make his headquarters in Pittsburgh. 


safety switches, and will 


Rospert Kirrie, better known as 
“Bob,” with the 
Co., has joined the Benjamin Electric 
Manufacturing Co.’s sales force and 


will travel out of the New York office. 


formerly 


E. D. 
the B. F. 
the sales force of the Square D Co., 
Detroit, 
burgh office. 


LUNDQUIST, with 


Sturtevant Co., 


formerly 
has joined 


traveling out of its 





oe) 


Detroit, manufacturer of | 


Brascolite | 


Pitts- | 








The Valentine- 
Clark Co. 


CEDAR POLES 


New York Toledo Chicago 


Minneapolis Spokane 


HE secret of wood preser- 


vation is simple: Poison 
your wood so it will not be at- 
tacked by fungi at the ground 
line, by using a HIGH-BOIL- 
ING OIL OF COAL TAR. 
This will forever hold the poison 
and not leach out. Results are 


permanent if properly applied. 


Specify V-C Butt Preservation. This 
guarantees you a perfect Process of 


Pole Butt Preservation. 














POLES 


NATIONAL POLE C0. 
Escanaba, Mich. 


220 Broadway, 
New York 


2844 Summit St., 
Toledo, O. 


Rialto Bldg., 


San Francisco, Calif. 

















detach them 


and _ observe 
their sharp 
edges and gen- 
eral excellence. 


|| The John B. Wiggins Company 


Every Business 


of consequence ought to pO proper card 
REPRE TION 


ENTA 


WIGGINS" 


Peerless Patent Book Form Cards 


|} are used by many of America’s 
|| largest card users—supPeriority 
of engraving and the 

|| convenience of the book 
form style ex- 







by one 


Established 1857 


Engravers Plate Makers Die Embossers 
1108 S. Wabash Ave. 
705 Peoples Gas Bldg, 


CHICAGO 


































































THE JOBBER’S SALESMAN 





























—it d the nicest k 
unbean ~end tats agen. SOO 
TheAristocrat- 3 


They are Capturing the Trade 


“They do it better—and last longer” 
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A New Kind of Toaster 


—it turns the bread over 


—toasts it flat. $ 9 * 5 0 


—prepares a whole meal. 


Made and Guaranteed by 


Chicago Flexible Shaft Co. 


33 Years Making Quality Products 5600 Roosevelt Road, Chicago 
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Eveready Spotlight 
with the 
300-ft.Range 


i . = 
KG CT 

















It takes but a small investment to 
carry a well assorted stock of 


Eveready Flashlights 






Many advantages make the 
Eveready Flashlight Line 


most profitable to your dealer 


Take, for example, the Eveready 
Unit Cell Battery 


—universal: fits and improves all makes of flashlights 
—only 2 sizes to carry: they fill the needs of the entire community 


—little capital tied up: no investment in miscellaneous types and sizes 





—fast turnover: small stock and frequent 
reorders close to actual sales, produces 
the quickest turnover known in the 
battery trade 













— big profits: just a few dollars worth of | 
E dy Unit Cells, with the deal | LASHLIGHT 
veready Unit Cells, with the dealer B ATTERY 
telling his customers that he has them — 9, 
to “fit and improve all makes of Flash- pene * 
lights,” can bring more profit per dollar ee = | 





than anything else in the store "ar amen 








—guarantee: Eveready Unit Cells are 
ncw made so well, their shelf life is 
50% longer. No. 950 is guaranteed for g months; No. 935 for 6 
months 





Eveready gives you the best selling proposition in 
the industry, backed up with the best dealer helps. 
Best Flashlights and Batteries made—best general, 
special, and local advertising —best sellers for your 
dealers, yourself, and the house you represent. 


NATIONAL CARBON COMPANY, Inc. 
Long Island City, N. Y. 


Atlanta Chicago Cleveland Kansas City San Francisco 


EVEREADY 


FLASHLIGHTS 
& BATTERIES 
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N the humid lint laden atmosphere of the textile mill R & M 
motors operate with that unfailing reliability they show in 

all other industrial plants. Their thoroughly moisture-proofed 
windings, over-size, dust-proof bearings, heavy frames, and low 
temperature ratings provide a margin of safety which insures long 
life and dependability in every class of industry, whether service 


conditions are normal or severe. 


Because of their absolute reliability and low maintenance cost, 
users who have tried R & M motors: almost always express a 
preference for them when buying additional motors. And for 
this reason, contractors, motor dealers and jobbers find maximum 


profit in the R & M line. 


THE ROBBINS & MYERS COMPANY 
SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


_ & Myers “one 



































